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Sale of 2 Millionth Car 
Runs Close to 56 Pace 


By Robert M. Lienert 
Associate Editor 
'W-CAR sales in the U. S. are 
running two days behind the 
year-ago pace, according to the esti- 
mated current rate. 

The two-millionth new-car reg- 
istration of 1957 will be recorded 
next Friday (May 3). Last year, 
sale No. 2,000,000 was closed 
May 1. 

The 1957 sales milestone followed 
by 23 days the production of this 
year’s two-millionth car. Produc- 
tion, therefore, is running farther 


How New Franchises Compare 


By Joseph M. Callahan 
Staff Writer 
‘CH factory offers the best 
all-around dealeF contract? 
With each auto maker having of- 
fered their dealers new selling 
agreements since the start of Con- 
ieceny hearings 18 months ago, 
motive News has just com- 
pleted an analysis of the five major 
contracts. 


Of course, to evaluate a con- 
one must also weigh 


New-car registrations for Feb- 
ruary, plus 19 states for March: 
1957 Pos. Make 1956 Pos. 

Ford 208,008— 2 
Chevrolet 257,227— 1 
PL 


4 
Buick 
Olds. 
Pontiac 


Imperial 1,911—18 
Nash 5,454—16 
Metropolitan 630—19 

2,267—17 


Further details on Page 32. 


tion with — but separate from — 
the cuntract, 

A careful study of the accom- 
panying chart will reveal each 
contract's features. This chart com- 
pares the factory-dealer arrange- 
ment of each of the five corpora- 
tions on 49 points — 40 contracts 
clauses and nine factory conces- 
sions. 

Naturally, there are numerous in- 
tangible items in a factory-dealer 
relationship that can affect the 
value of the contract, favorably or 
unfavorably. But they are not 
analyzed as franchise items as 
such, 

a >. > 


MAY of the 49 points are rela- 

tively unimportant to dealers, 
and, taken singly, have little bear- 
ing on a factory-dealer relation- 
ship. Many of these comparative 
points have a considerable value, 
but they have been offered by all 
the manufacturers. 

To evaluate a factory-dealer re- 
lationship properly, it is necessary 
to compare the corporations’ con- 
tracts and concessions on the basis 
of 15 major items—items that mean 
either dollars or security to the 
dealer. 

These items are: (1) the rebate 
on new cars carried into a new- 
model year; (2) the parts obso- 
lescence plan; (3) the 90-day 
parts-return plan; (4) the 30-day 
accessory-return plan; (5) the 
widow clause; (6) the latitude 
each factory has in terminating a 
dealer; the dealer termination 
program in regard to (7) prem- 
ises. 

(8) Parts, (9) accessories and 
(10) tools; (11) the 100 percent 
warranty; (12) the $100,000 life in- 


Car Output Hits ’57 Low, 
But Truck Pace Zooms 


By Martin L. Whitmyer 
Staff Writer 

INTINUED readjustment of as- 
sembly schedules to coincide 
with field inventories, plus other 
Output-losing problems, have com- 
ined to make April the lowest car- 
Producing month since last October. 
Truck output, however, is ex- 
hit a 18-month high 


ough car output jumped 
in Good Friday week 


ut even with the 


s just a 


547,617 cars turned out during April 
a@ year ago but a 5.4 percent drop 
from March’s output of 578,826 
units. 

The last time monthly car as- 
semblies dropped below this month’s 
estimated output was last October, 
when the manufacturers turned out 
389,065 units. 


* c * 


Ts 105,244 trucks the manufac- 
turers are expected to assemble 
this month are 18.2 percent above 
the 89,030 commercial cars built in 


.|March and a 7 percent hike over 


(Continued on Page 37, Col, 3) 


surance offered dealers; (13) the 2 
percent discount for cash payment 
of parts; (14) the new-car billing 
policy, and (15) the continuous con- 
tract. 

Chrysler’s contract is superior or 
equal to the best on 13 of these 
items; GM is superior or equal to 
the best on 12 items; Ford is su- 
perior or equal to the best on 10 
items; American Motors is superior 
or equal to the best on six items, 
and Studebaker-Packard is superior 
or equal to the best on three items. 

> > > 
pros is the only manufacturer 
that bills its dealers for cars 
when the cars arrive. Chrysler bills 
its dealers two to five days after 
shipment, All other manufacturers 
bill the dealers on shipment. 

Chrysler and AMC widows 
may participate indefinitely in a 
dealership’s operations, Wives of 
deceased GM dealers may partici- 
Pate for five years. Widows of 
Ford dealers may participate for 
@ year. There is no provision for 

(Continued on Pease 6, Col. 3) 


A Comparison Pr 


ahead of sales than in 1956, for last 
year the milestone unit had been 
in theoretical transit and storage 
for only 18 days, having been as- 
sembled Apr. 13. 
? * = a 
THE basis of performance 
thus far, the nation’s new-car 
salesmen will have to hustle if the 
year’s total registrations are to top 
six million, as had been predicted in 


behind 1956, when the 12-month 
total amounted to fewer than six 
million. 

(Semon E. Knudsen, general man- 
ager of Pontiac, maintained stoutly 
last week that 6.5 million new cars 
would be sold during this year. Two 
days later, Arthur O. Dietz, presi- 
dent of CIT Financial Corp., said 
sales this year would be “approxi- 
mately the same” as in 1956, when 
the total was 5,955,000.) 

> > 7 
ANY dealers are optimistic 
about pulling their individual 
records up on a par with last year’s 
running total within the next 
th. 


By running second to 1956, sales 
so far this year, of course, are 
third-best when compared with 1955. 
In that alltime record year, the two- 
millionth sale was consumated Apr. 
21 


Incidentally, 1955 marked the only 


This Issue— 


IN TWO SECTIONS: 
SECTION ONE 


time in history that the industry 
has sold more than two million cars 
within the first four months. 
+ ca + 
THELESS, when the new- 
ear retailing industry delivers 
the two-millionth unit next Friday, 


it will have sold more new cars in . 


four months and three days than it 


(Continued on Page 4, Col, 1) 
* * . 


Knudsen, Wolfram 


Hold Opposing 
Views of Market 


ENERAL managers of two Gen- 
eral Motors divisions—Pontiac’s 
S. E. Knudsen and Oldsmobile’s J. 
F. Wolfram — expressed opposing 
views on the outlook for the °57 
auto market last week. 
“Under present conditions,” Knud- 
sen said, “it appears that the domes- 


8S. E. Knudsen 4. F. Wolfram 


tic new-car market will absorb 
more cars in 1957 than in 1956 with 
a total volume of 6.5 million cars. 
Pontiac’s share of the market 
should climb to a greater percent- 
age of the industry than in 1956.” 
Wolfram said that Oldsmobile 
sales are “down in line with the 
auto industry” and that “penetra- 
tion of the medium priced field te” ~ 
(Continued on Page 4, C~'. 3 


Dealer Contracts, Factory Concessions 


THE CONTRACT 


New dealer selling contract released 
Number of clauses in contract 


One-year, five-year or continuous contract—dealer option | 


Continuous contract for all dealers 


One-year or three-year contract—factory option 
Current contract for three years, automatically renewed annually thereafter 





| GM. | Ford |Chrysler| AMC. | S.-P. 
| Mar. '56| Apr. '57 | Apr. '57| Jan. '57 | Jan. '57 


| 
| 


Rebate of 5% on unsold new cars carried into new-model year | 
Rebate of 4% on unsold new cars carried into new-model year | 
Rebate of 5% on unsold new cars carried into new-model year, if no cleanup 


bonus offered 


Parts obsolescence plan, whereby 4% of parts may be returned annually | 
Parts obsolescence plan, whereby listed parts may be returned periodically | 


Obsolescence pian, whereby dealers 
for possible repurchase by factory 


may submit list of parts and accessories 


Obsolescence plan, whereby 4% of parts and accessories may be exchanged 
for new parts accessories annually or quarterly 

Permits return of parts up to 90 days after purchase 

Permits return of parts up to 30 days after purchase 

Permits return of accessories up to 30 days after purchase 

Permits widow of dealer to have interest in dealership indefinitely 

Permits widow of dealer to have interest in dealership for five years 


Improved successor clause 


Provides for 90-day delay of termination on death or incapacity of dealer 
Provides sales criteria for evaluating dealer's performance 


(Continued on Page 8, Col, 3) 
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AUTOMOTIVE NEWS, APRIL 29, 1957 
Annual Meetings Slated, Salaries Bared ... 


Economy Run Champions 





Chrysler Corp's Victory Fleet— 


Lined up in winner's circle at Sun Valley, Id., are cars, drivers and co-drivers which 
won their respective classes in 1957 Mobilgas Economy Run. From left, Mel Alsbury 
jr. and Mel Alsbury sr. and Imperial Crown, sweepstakes and high-price class winners; 
George Alsbury and John Gerfen and Chrysler Saratoga, winners of upper-medium 
price class; William J. Losher and Bob Russo and Dodge Coronet 500, winners of lower- 
medium price class, and Mary Davis and Ginny Sims and Plymouth Belvedere, winners 
of low-price class. Winning cars in all classes are products of Chrysler Corp. 





Alsbury, Imperial Sweep Run— 


Mel Alsbury jr. drives his 1957 Imperial Crown across the finish line to take overall 
Sweepstakes honors in the 1957 Mobilgas Economy Run with ton-mile figure of 64.5153. 
Actual mileage for the winner during the four-day run from Los Angeles to Sun 
Valley, Id., was 20.9465 miles per gallon. This marks the second year in a row that 
Alsbury and Imperial topped all other cars in the annual event. His father, Mel Als- 
bury sr., a Chrysler-Plymouth dealer in Hollywood, Calif., was co-driver. 


Pro-Male Rule 
‘Robs’ 3 Women 


In Economy Run 


By Jack Weed 


SUN VALLEY, Id.—The rules of 
the contest robbed three women of 
the recognition they earned in the 
1957 Mobilgas Economy Run. 


Women were allowed to com- 
pete for the first time this year, 
but the enabling legislation stipu- 
lated that a man must pilot a 
companion car of the same make 
and ..1odei. Only the car with the 
better record was considered in 
determining the standings. The 
alternate car was given “no 
place.” 

In the highly competitive low- 
price class, Ina Mae Overman, 
driving a Ford Fairlane 500 Six 
would have been entitled to third 
place except for the fact that 
Marshall Martin, driving the other 
Ford Six, took second place, 

Her 22.25 actual miles per gallon 
and 52.52 ton miles put her ahead 
of seven other cars in her class 
and she was nearly one mile per 
gallon and nearly three ton-miles 
ahead of the car that was awarded 
third place. 

Patricia Jones, driving a Dodge 
Coronet 500, met the same fate in 
the lower-medium price class. 

Bill Losher, driving the same 
make of car, beat her 22.0 to 21.78 
in actual miles and 55.89 to 54.45 
in ton-miles and pushed her out of 
second place. The place was 
awarded to Lorraine Bell, who 
drove an Oldsmobile 88. 


Mildred Alsbury, of the “driving 


perial, she finished with 19.95 
miles per gallon and 61.75 ton 
miles, but bowed to her son, Mel 
in the high-price 
class and the sweepstakes com- 
the event 


Mrs, Alsbury’s ton-mile mark was 
good enough for second place in 
| (Continued on Page 35, Col, 1) 





Women Drivers, Huh? — 


Mary Davis piloted a Plymouth V-8 to 
first place in the low-price Class A di- 
vision of. the Mobilgas Economy Run in 
competition with nine other 
including six men. Miss Davis, in the 


driver's seat of her winning Plymouth, is 
being congratulated by Ginny Sims, her 


alternate driver, and William R. Shadoff, 
Pomona (Calif.) Plymouth dealer who en- 
tered the car. Miss Davis compiled a 
winning “ton-mile" figure of 52.6211. 





Tail Fins, Inflation Add 
To Insurance Man’s Woe 

PHILADELPHIA. — Wrap- 
around windshields, fancy tail 
fins and ornate trim on today’s 
autos add to repair bills and thus 
to insurance costs, according to 
Kenneth Hatch, president, Fire 
Assn, of Philadelphia, speaking at 
the association’s annual meeting. 

Payment of “today’s losses 
with yesterday’s dollars” points of 
the necessity of regulatory au- 
thorities to. “take cognizance of 
the continuing inflation” which 
has taken place, Hatch said. 





drivers— 


Big Three Report on First Quarter 


Ford Sales Set 
Quarterly Mark 


DEARBORN. — Ford Motor Co. 
last week preceded its proxy state- 
ment to shareholders with the an- 
nouncement that consolidated sales 
for the first three months of 1957 
were the highest for any quarter in 
company history. 

Sales totalled $1,569,500,000, 
compared with the previous rec- 
ord of $1,551,400,000 in the fourth 
quarter of 1955. 

Ford’s proxy statement notified 
the company’s owners that the an- 
nual meeting will be held May 23 
at the company’s proving ground 
in Macomb County, Mich., near 
Detroit. 

Aside from the election of direc- 
tors, no vital issues are slated to 
come before the meeting, although 
a holder of four shares has sub- 
mitted a proposal that executives 
purchasing stock under Ford’s op- 
tion program be required to hold 
the shares three years. 

The report on first-quarter opera- 
tions, issued by Henry Ford I, 
president, noted that net income 
was $100.5 million, slightly behind 
1955’s first quarter of $102.5 million. | 
Last year’s first-quarter figure was) 
$73.7 million. 

Ford explained that 1957 first- 
quarter profits were reduced more 
than 15 percent by costs associated | 
with his company’s new-product| 
and facility-expansion programs. | 

These “unusual” costs will con- | 
tinue in the second and third | 
quarters, Ford said, because of | 
the many new plants coming into 
production and because of the | 
costs associated with the develop- | 
ment and introduction of the | 
Edsel this fall. 

“These programs will not yield | 
revenues until the new plants are} 
in production and the new products | 
are being marketed in quantity,” | 
Ford said. 

Factory sales of cars and trucks 
in the first quarter totalled 626,206 
units, Ford said, or 19.6 percent 
more than the 523,392 units sold | 





in the first quarter of 1956, but 
4.8 percent fewer than the 657,714 


sold in the first quarter of 1955. 


Factory sales for the 1957 quarter 
were broken down by Ford as fol- 
lows: Ford cars, 427,836; Ford 
trucks, 83,225; Mercury, 100,633, and 
Lincoln and Continental, 14,513. 

The proxy statement informed 

shareholders that Ford and 
(Continued on Page 4, Col, 5) 


Chrysler Earns 
Record $46 Million 


EW YORK. — Chrysler Corp. 

profits and sales in the first 
quarter soared to record heights, 
President L. L. Colbert reported 
last week after a meeting with the 
board. 

Earnings, he said, exceeded 
those of any previous first quar- 
ter, while dollar sales topped all 
previous quarters. 

First-quarter earnings amounted 
to $46,545,521, compared with $10,- 
905,772 in the first three months of 

(Continued on Page 37, Col. 1) 


GM Sales Top 
$3 Billion Again 


By John K, Teahen jr. 
Staff Writer 

DETROIT. — For the third 
straight year, General Motors’ first- 
quarter sales have topped $3 billion, 
it was announced last week by 
Harlow H. Curtice, president, and 
Albert Bradley, board chairman, 

The 1957 figure was $3,077,000,- 
000, some $12 million above the 
first three months of 1956, but 
slightly below the first-quarter 
record of $3,101,000,000 established 
in 1955. 

Net income was $261 million, com. 
pared with $283 million for the 
corresponding 1956 period, Factory 
sales of U. S.-produced vehicles 
totalled 944,078, third best for a first 
quarter. 

The company last week also 
mailed out proxy statements to 654, 
520 owners of GM common shares 
in advance of the corporation’s 

(Continued on Page 34, Col. 2) 


Business Barometer 


Auto Production — 149,018 cars, 
trucks in week vs. 148,983 year before. 

Business Failures — 302 in week 
vs. 252 year before. 

Department Store Sales — Up 7 
percent from year before. 

Freight Loadings — 673,964 cars 
in week, a decline of 68,089 cars from 
year before. 

Gasoline Stocks — 202,904,000 
barrels, a decline of 406,000 barrels 
in week. 

Jobless Claims — 261,400 in 
week vs. 227,000 year before. 

New-Car Registrations — 998,- 
378 in 1957 to date vs. 1,007,632 year 
ago. 

New-Truck Registrations—14é,- 
968 in 1957 to date vs. 159,550 year 
ago. 

Oil Stocks — 255,316,000 barrels, 


an increase of 2,991,000 barrels in 
week. 

Steel Output — 90.3 percent of 
capacity estimated vs. 90.4 percent 
week earlier. 

Used-Car Prices — $926 average 
in April to date vs. $946 in March. 

Wholesale Prices—117.2 percent 
of 1947-49 index, unchanged from 
week before. 

— 


Common Stocks 


Apr. Apr. 
24 17 
7% 7% 

78% 75% 

584%, 57% 

41% 41% 
7% 7% 


38.60 37.88 


1957 
High Low 
8% 5% 
78% 64% 
59% 54% 
43% 38% 

8% 6% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 








1957 Economy Run—Los Angeles to Sun Valley 


FINAL RESULTS 


*Sweepstakes Winner — Crown Imperial, 64.5153 Ton Miles 





Miles Ton Miles 
CLASS—MAKE & MODEL Place Per Gal. Per Gal. ENTRANT DRIVER 
LOW PRICE CLASS 
Plymouth Belvedere “8” 1 21.3907 52.6211 W. R. Shadoff, Pomona, Calif. Mary Davis 
Ford Fairlane 500 “6” 2 22.2534 52.5181 Ford Dealers Adv. Assn. of Southern Calif. Marshall Martin 
Chevrolet Bel Air “8” 3 21.2636 49.4378 Rush Chevrolet Vince Piggins 
Chevrolet Bel Air “6" s 21.4948 49.0080 Rush Chevrolet Jim Rush 
Rambler Rebel “8” 5 21.6214 47.8914 Nash & Hudson Dealers of Southern Calif. Les Viland 
and Hudson & Nash Dealers of Southern 
Calif. 
Ford Fairlane 500 "8" 6 19.1567 45.4013 Ford Dealers Adv. Assn. of Southern Calif. Al Cottle 
Ford Fairlane 500 “6" 22.1201 52.3140 Ford Dealers Adv. Assn. of Southern Calif. Ina Mae Overman 
Plymouth Belvedere “8" 20.8968 51.4061 W. R. Shadoff, Pomona, Calif. Richard Griffith 
Chevrolet Bel Air “8” 20.7236 47.5606 Rush Chevrolet Betty Skelton 
Ford Fairlane 500 “8” 18.9456 44.9959 Ford Declers Adv. Assn. of Southern Calif. Mopsy Pagan 
LOWER-MEDIUM PRICE CLASS 
Dodge Coronet 500 1 22.0047 55.8920 Los Angeles Area Dodge Dealers Assn. Wm. J. Losher 
Oldsmobile 88 Holiday 2 19.5149 52.7877 Oldsmobile Dealers Assn. of So. Calif. Lorraine Bell 
Pontiac Chieftain 3 20.4221 50.2384 Greer-Haldeman Pierce Venable 
Studebaker President 4 19.9453 44.8769 Southern California Plating Co., Auto Pete Novotny 
Accessory Division 
Dodge Coronet 500 21.7803 54,4509 Los Angeles Area Dodge Dealers Assn. Patricia Jones 
Oldsmobile 88 Holiday Withdrawn Oldsmobile Dealers Assn. of So. Calif. Lincoln Paola 
UPPER-MEDIUM PRICE CLASS 
Chrysler Saratoga 1 20.7032 56.7267 Mel Alsbury, Hollywood Chrysler-Plymouth George Alsbury 
DeSoto Firedome 2 20.9838 56.4464 Hart Fullerton Hart Fullerton 
Oldsmobile 98 Holiday 3 19.2164 53.5177 Oldsmobile Dealers Assn. of So. Calif. Marilyn Miller 
Oldsmobile 98 Holiday 18.7247 52.1482 Oldsmobile Dealers Assn. of So. Calif. Ray Brock 
DeSoto Firedome 18.4994 48.0985 McNeil-Stanley Myra Buchanan 
HIGH PRICE CLASS 
*Crown Imperial 1 20.9465 64.5153 Mel Alsbury, Hollywood Chrysler-Plymouth Mel Alsbury jr. 
Buick Roadmaster 2 18.6287 52.3466 Bill Murphy Buick Don Bridges 
Crown Imperial 19.9527 61.7535 Mel Alsbury, Hollywood Chrysler-Plymouth Mildred Alsbury 
AVERAGE MILES PER GALLON, ALL CARS ..............0cc0.--00- ..20.4865 
AVERAGE TON MILES PER GALLON, ALL CARS ............ ---52.0414 


AVERAGE SPEED, ALL CARS, MILES PER HOUR ................41.2524 


AVERAGE MILES PER GALLON, MEN 


coscsees stansennsssenesecseansenneee 0.6461 


AVERAGE TON MILES PER GALLON, MEN ...............00-0+00--0-52.0609 
AVERAGE MILES PER GALLON, WOMEN _ ...............0-ccseeso0es -20.2382 
AVERAGE TON MILES PER GALLON, WOMEN ....................52.0111 
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5 pee is the final installment of a 
series on operating the service, 
accessory and parts departments on 
a cash basis supplemented by a 
budget payment plan. 

All dealers know how much it 
would limit their business if they 
had to sell new and used cars only 
for cash. or on the open account 
basis. 

It is the opinion of many deal- 
ers that by adapting credit poli- 
cies, long employed in the sale of 
new and used cars to the main- 
tenance, parts and accessories 
end of their business, they would 
recover much of the volume that 
has been lost to establishments 
who specialize in these items. 

In the preceding chapters we re- 
viewed the advantages of such a 
change and outlined methods for 
introducing it into your operations. 

Today we would like to relate, 
briefly, the various methods for 
financing the budget payment plan. 
These include doing it with your 
own capital or through a finance 
company, a small loan company or 
a bank. 

Dealers who finance their own 
paper on repairs and accessories 
do not increase their need for addi- 
tional capital because they already 
are carrying the open accounts. 

Changing to cash, supplemented 
by a budget payment plan, merely 
means they are converting what 
otherwise would be open accounts 
into notes payable weekly or 
monthly. In so doing they auto- 
maticaliy do three things. 

First, they are registering the 
indebtedness more conspicuously in 
the minds of customers. Second, 
they make it possible to collect 
more regularly. Third, they get in- 
terest on outstandings. 

= * * 


A Sales Hypo 
WHEN you use the budget pay- 
ment plan, there is no reluc- 
tance on your part or on the part 
of your service sales staff to sell 
any additional items the customer 
may need, such as tires, batteries, 
a ring or paint job, and so forth, 
on which you now put no sales 
pressure because you don’t want to 
carry them on the open account for 
a long time. 

Should you need money to .cover 
your expanding business, as the re- 
sult of offering the budget payment 
plan, you will find that these notes 
and mortgages have added just that 
much more to your line of credit at 
your local bank. 

Banks are reluctant to loan 
money on open accounts, but they 
will loan money when the loans 
are covered by individual cus- 
tomer notes, paying out at so 
much a month. 

If you plan to handle the budget 
Payment plan yourself, you simply 
use the forms similar to those em- 
Ployed by finance companies, small 
loan companies or your bank. But 
you make the same investigation 
the finance company or bank does. 
Investigate whether the customer 

a permanent resident, has a de- 
Pendable job and has a good credit 
reputation, as determined through 
your local credit bureau. 

Then be sure you make a charge 
for this type of accommodation. Use 
the same rate as offered by com- 
Petition. Your customers are already 
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paper either he himself, or some 
one person 
must be responsible for extending 
the credit and the collection fol- 
lowup. 


Outside Financing 
ype second method of financing 


through an established national or 
local finance company. Most finance 
companies offer this service to a 
dealer, particularly if he is a good 
account on automobile paper. Such 
companies have always handled re- 
pairs on cars in which they already 
have an equity by refinancing the) 
original loan. 


* 7 
6 Major Points 
vu it over with your service 


Dealers tell me 


By John O. Munn 





accustomed to paying additional for 
budget payment plan. Even the 
mail-order houses, who put out a 
cash catalog, offer a time-payment 
schedule to all customers. 
rates are printed on one of the in- 
troductory pages. 


These 


When a dealer finances his own 
in his establishment, 
* * 


* 


repairs and accessories is 





The third method is the small- 


loan companies which are chartered 
in most every community. This type 
of small-loan company is frequently 
used by dealers for downpayments 
on cars. But they are interested in 
loaning money and the fact that 
you are a source of locating a cus- 
tomer who needs the accommoda- 
tion is valuable to them. 


Many render a service similar 
to the automobile discount com- 
pany in that they furnish a cus- 
tomer statement form which is 
filled out in the dealer’s office and 
the information phoned to the 
loan company for approval. If 
the approval is given the cus- 
tomer executes the note and the 
loan company buys the note at 
100 cents on the dollar. 

The fourth source of money is 


your bank. Many have established 
personal loan departments through 
which a dealer can make arrange- 
ment for handling his paper cover- 
ing repairs, accessories and so forth. 


Now for a review of why it pays 


to handle every transaction on a 
cash or a time-payment basis. Give 
serious consideration to the advan- 
tages which will accrue from their 
adoption. 


* 


manager and your cashier. Make 


the service salesman responsible for 
selling the idea to customers, but 
have only one man in your organi- 
zation, preferably your cashier or 
bookkeeper, responsible for extend- 
ing the credit and making out the 
necessary papers. 


Remember these six points in the 


budget payment plan: 


1. No additional capital invest- 


ment is required. 


2. It lowers your accounting and 


collection overhead expense. 


3. It keeps your customers com- 


ing to you because you extend them 
the same convenient terms your 
competitors offer. 


4. It increases your volume 
without additional expense be- 
cause your customers will have 
more work done and will buy 
items of you that they have pre- 
viously bought elsewhere. It will 
also attract more customers to 
your establishment. 

5. It will help to keep the good 


will of your customers because you 
serve them with credit terms, as 
well as merchandise or service, that 
meet their needs. 


6. Instead of accounts receivable 


that are questionable in value you 
are able to convert your accounts 
into immediate available cash for 
profits or for use in your business 
by selling the notes to a finance 
company, or to capitalize the money 
that people owe you in a simple 
collectible form on which you re- 
ceive interest. 


Now, will you help me? Will you 


write me a letter if you have had 
experience in converting from the 
open account basis to cash supple- 
mented with a budget payment 
plan. Tell me of your success or 
failure. I can use your facts in fu- 
ture columns on this important and 
basic subject. 
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N. H. Dealers Oppose 


2% Sales Tax Bill 


CONCORD, N. H. — The New 
Hampshire Automobile Dealers’ 
Assn. has voiced strong opposition 
to a bill that would impose a 2 
percent sales tax. 

Thomas F. McKoan, executive 
secretury of the association, said 
the measure, giving all the reve- 
nue to local governments, would 
only “compound the confusion” 
in New Hampshire’s tax system. 

In the past, the auto dealers’ 
association has supported sales 
tax proposals in the hopes that 
increased revenue would lead to 
abolishment of the stock-in-trade 
tax. 











Arizona Dealers Elect Officers— 


Newly-elected officers of the Arizona Automobile Dealers Assn. are, from left, Lee 
Bowdry, Tuscon, vice-president; John Elias, Nogales, secretary-treasurer; and John 


Quebedeaux, Phoenix, president. 





Florida Law Cited ... 


‘I Told You So...’ 


Price Boosts Menace 
57 Profits—Fribley 


Maine, I suggested that increased 
manufacturing costs of 1957 auto- 
mobiles should be absorbed by 
the manufacturers. It was my be- 
lief that dealers would be unable 
and the public unwilling to absorb 
much higher prices even on the 
greatly improved 1957 models. 


“I further pointed out that while 
it was the prerogative of manu- 
facturers to price cars at whole- 
sale, dealers throughout America 
had a tremendous interest and stake 
in the final pricing. My concluding 
remarks in Maine stressed the fact 
that pricing of the ’57 models could 
mean the difference between a 6% 
to seven-million-car year, or a 5% 
to six-million-car year. 


“Today, almost eight months 
later, I can see nothing that would 
change these remarks.” 

Fribley predicted a difficult year 
ahead for dealers. 


“The successful dealer in 1957 
who avoids red ink and comes up 
with a profit will have to continu- 
ously practice the sound, time- 
proven fundamentals of good retail 
merchandising,” he said. 

NADA’s campaign urging 
dealers to learn their true costs 
of selling a car is being continued, 
said Fribley, “and it is encourag- 
ing to note many thousands of 
dealers who were not aware of 
this vital and fundamental in- 
formation are now in much better 
shape to operate their businesses 
on a sound P 

He said the same sound mer- 
chandising principles that built the 
automobile business still are most 
effective today. 

“Consistent and continuous effort 





PHILADELPHIA.—“The average 
automobile dealer may face red ink 
at the end of 1957,” Carl E. Fribley, 
immediate past president of NADA, 
told the Automobile Old Timers 
Council here last week. 

Fribley predicted that new-car 
sales might not exceed six million 
cars this year and added: 

“As long ago as Sept. 8, 1956, 
when I spoke to dealers of 





Leased-Car Resale ‘Tempest 


By Lawrence McCracken 
Staff Correspondent 


ST. PETERSBURG, Fla. — The 
St. Petersburg Automobile Dealers 
Assn. has made an aggressive at- 
tempt to compel dealers to comply 
with a Florida law regarding the 
resale of vehicles which have been 
used by U-Drive-It or taxicab firms. 


In a six-column newspaper ad, 
the association reminded car 
buyers that the law requires that 
sign of six- 


stating the car’s prior use, 

Headed, “An Open Letter to the 
Car Buying Public,” the ad re- 
printed the law with the warning 
that “hundreds of these cars are 
now being offered for sale and will 
probably bring dissatisfaction, loss 
and lawsuits to the unsuspecting 
buyers.” 

Marion B. Ross, Ross Chevrolet, 
president of the association, said 
the law has been generally violated 
in St. Petersburg and that he be- 
lieves the same situation exists 
throughout the state. 

The association advertisement 
went on to state, “We, as fran- 

ehised dealers, sell many such 
cars but always with a full dis- 
closure of their history and in 
compliance with the law.” 

Buddy Hills, St, Petersburg used- 
car dealer, ran an ad in the same 
issue in what appeared to be an 
answer to the ad, although he did 
not refer to it. 

However, he did state that such 
cars on his lot carried the required 
stickers. He said that the cars had 
been so well cared for that they 
were exceptional bargains. 


End of the tourist season here 





Ohio Dealer Units 


Elect Lester, Laibe 


ST. CLAIRSVILLE, O. — Gerald 
W. Lester, St. Clairsville, has been 
elected president of the Belmont 
County Automobile Dealers Assn. 
Other officers are William J, Mc- 
Lain, Bellaire, vice-president; Car- 
lyle L, Dulaney, treasurer, and 
William R. Butcher jr., secretary, 
both of St, Clairsville. 

The Wayne County Automobile 
Dealers Assn. elected Alden Laibe, 
Orrville, president; William Shelly, 
Shreve, vice-president, and John R, 
Sanderson, Wooster, secretary- 
treasurer. 


finds rent-a-car agencies unloading 
scores of cars purchased for hire 
during the winter season. Few of 
these cars have more than 5,000 
miles’ use. 


Kentucky Warns 
Auto Salesmen on 


Licensing Rules 


LOUISVILLE.—Auto salesmen in 
Kentucky were warned last week 
that if they are licensed to sell cars 
for one dealer, they are in violation 
of the state’s new Dealer Manufac- 
turer and Salesman Licensing Law 
if they occasionally sell cars for 
another dealer. 

According to Mike Heathman, 
director of the state dealer license 
division of the Department of Mo- 
tor Transportation, “salesmen 
licensed (under the law) and ap- 
proved by dealer cannot sell for 
another dealer unless the salesman 
return his license (to the dealer 
license division) for transfer. 

Salesmen were also reminded that 
if they change dealerships, it is 
necessary to have the change en- 
dorsed on their license by Heath- 
man, 


in obtaining and qualifying pros- 
pects, plus thorough and effective 
demonstrations, plus fair and cour- 
teous appraisals, plus friendly and 
intelligent, but not high pressure, 
closings, still sells automobiles,” he 
stated. 

“I have told many dealers that 
the only time-proven way to in- 
crease volume profitably is to in- 
crease the amount of work your 
sales organization is doing or im- 
prove the efficiency of your present 
work load. 

“The speed of the boss is the 
speed of the gang, and the dealer 
must lead the way with hard and 
intelligent work to be sure of a 
profitable 1957.” 


Pittsburgh Dealers 
Elect Directors 


PITTSBURGH, — The Pittsburgh 
Automobile Dealers Assn. has 
elected four new dealer directors 
and one new associate director for 
the coming year. 

Dealer members of the board are 
W. L, Bauman (Chevrolet), Wilkins- 
burg; R. E. Beadling (Dodge-Plym- 
outh); W. H. Miller (Chevrolet), 
and H, N. Toohey (Ford). W. A. 
Pivirotto, Continental Commercial 
Corp., is the associate director. 


House . . . 


NADA directors hope to come up with a solution 
to cross-selling problems at their June meeting in 
Washington; definite areas of “service responsi- 
bility” for dealers seems like the top proposal .. . 
New Jersey association has just completed series of 
“line-make” meetings for members; Byron Nichols 
and Bob Somerville addressed Chrysler Corp. meet- 
ings; Ivan Wiles, the GM group; Joe Bayne, the 
Ford session, and Virgil Boyd, the American Motors 
group. Manager Bill Mallon reports the meetings 
highly successful and well-attended ... 

Manager Leo Faricy of the Minnesota associa- 
tion notes that, while people are screaming over 
the Federal budget, few raise objections to state budgets which, 
in the case of Minnesota, show an increase of 47 percent... 
Nothing unusual about American Motors planning to use one basic 
body shell for 1958 models; the Big Three makers have been doing 
it for years ... Dick MacMeekin has resigned as manager of 
Philadelphia association to join local electric wtility .. . 

Adolph J. Mutti, Dodge-Plyméuth dealer in Bremen, Ind., has 
received a patent on his new safety door lock for cars . . . Sixty- 
nine Kentucky dealers participated in NADA’s business management 
survey last year ... Wild scramble for dealers getting hotter, with 
no holds barred ... John Lander, Atlanta Dodge dealer, heads Region 


Six of the Boy Scouts. 
-—Perrse Wemuorr, Editor, 
Automotive News 


On_ the 


Wemhof 
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Only 2 Days Apart... 


2 Millionth 
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Car Sale 


Close to °56 Pace 


(Continued from Page 1) 


did in the entire 12 months of six 
of the 22 sales years since 1931. 
Full years in which registra- 
tions failed to reach the two- 
million mark include 1946 (1,815,- 
196); 1938 (1,891,021); 1934 
(1,888,557); 1933 (1,493,794); 1932 
(1,096,399), and 1931 (1,908,016). 

Attainment of next Friday’s mile- 
stone is based on Automotive News 
estimates, drawn from registration 
figures supplied by R. L. Polk & 
Co., industry statisticians. 

Polk registration tabulators 
counted 876,045 new-car titles in the 
first two months of this yeear. Pro- 
jecting the partial report for March 
adds another 519,289 units, for an 
estimated first-quarter total of 1,- 
395,334. 

Field reports for April peg the 
month’s estimated total at 550,000, 
for a four-month accumulation of 
1,945,334. 

Assuming that April’s closing 


Iowa Legislature 
Passes Dealer 
‘Disclosure’ Bill 
DES MOINES. — The Iowa 
legislature last week completed 
action on the so-called dealers “full 


disclosure” bill and sent the mea- 
sure on to Gov. Herschel Loveless. 


Just before final passage, the 

House accepted two Senate amend- 

ments which had been placed on 
the bill the day before. 

One of them puts a ceiling on 
the finance charges a car dealer 
can collect. That amendment, spon- 
sored by Senator Irving D,. Long, 
Manchester Republican, sets differ- 
ent monthly interest limits accord- 
ing to the age of the car. 

For new cars the rate limit would 
be 1% percent; cars one to two 
years old, 1% percent; three to four 
years old, 2% percent, and five 
years old or more, 2% percent plus 
$1 a month up to $12. 

These would be the maximum fi- 
mance charges per month on the 
unpaid balance. Thus, on a 1954 
model car sold this year with $1,000 
to be paid in 12 months, the finance 
charge could not be more than 
$135. 


The amendment also requires 
mandatory refunds of unearned 
finance charges if the car payments 
are paid up ahead of time. 

Another Senate amendment ac- 
cepted by the House provides that 
“failure to renew” provisions of 
dealer contracts shall not apply to 
any contract which is for a term 
of five or more years. 

If signed by Gov. Loveless, the 
new law will become effective 
July 4, 1957. 


daily sales rate of an estimated 
21,150 units holds in the opening 
days of May, the two-millionth 
registration of 1957 will fall next 
Friday. bk 


EPORTS from the retail used- 

car field last week substanti- 
ated earlier accounts of strength in 
both activity and prices, Nearly five 
million used cars have been sold so 
far this year, according to trade 
sources. 

Wholesale prices, however, have 
not been maintained so steadily 
this spring as in the correspond- 
ing period of last year. 

In 1956, the average used-car 
wholesale price fluctuated by only 
$29 in the first four months, stand- 
ing at $880 in January, before 
dropping to $873 in February, hold- 
ing unchanged in March and falling 
to $851 in April. 

This year, the decline since the 
first of the year has totalled $48, 
dropping steadily from $981 in Jan- 
uary to $933 in the closing days of 
April. 

* * . 
[A= week accounted for $7 of 
this year’s decline, as AuTomo- 
tTrve News’ index put the overall 
average at $926. 

Weakness in the wholesale 
market last week was concen- 
trated in the newer models, with 
Sis dropping $27 to $2,323; ’5és 
being pared $19 to $1,617, and ’55s 
falling $10 to $1,223. Setbacks on 
"56s and ’55s resulted in new low 
prices for those models. 

Other declines were: ’53s, down $4 
to $574, and '52s, down $2 to $359. 

Advances on the index included: 
"54s, up $2 to $874; '50s, up $2 to 
$193, and ’5is, up $1 to $245. 

> > * 
Truck-Trailer Sales Rise; 
1956 Wins Export Honors 

WASHINGTON. — Factory ship- 
ment of truck-trailers in January 
rose 16 percent from December to 
4,964 and exports of trailers in 
1956 reached a new high of 1,947, 
according to the Department of 
Commerce. 

December shipments were 4,296 
with a production of 4,171 units for 
the month. Previous high year for 
exports was 1953 with 1,930 units 
being shipped. 

Aluminum vans took the lion’s 
share of domestic sales with 1,369; 
steel vans were second with 1,256; 
platform trailers, 846; logging, etc., 
786; tankers, 526, and chassis only 
249. 

Top export customer was Canada 
with 651 units, followed by Mexico 
with 300. 





Getting Ready for Indianapolis '500’— 
First of 30 official cars for Indianapolis Motor Speedway staff officers is delivered 


at speedway headq 


varters by Mercury representatives. Dr. C. B. Bohner, speedway 


medical director, behind the wheel and Frances Derr, ticket sales. director, are being 
checked in on the new convertible by Bruce Thomas, of Mercury. A similar Mercury 
Convertible Cruiser, powered by a 290-horsepower engine, will pace the Memorial 


» Day race. 





Pikes Peak Pace Car— 


Vv. H. Sutherien, Oldsmobile general sales manager, inspects the Golden Rocket 
88 Holiday coupe that has been named pace car for the 1957 Pikes Peak Hill Climb 


on July 4 at Colorado Springs. The car is equipped with a J-2 “Rocket” 


engine and 


is completely power equipped, with Jetaway Hydra-Matic drive transmission, power 
steering and power brakes. The pace car, which does not compete in the race, will 
be driven by Lloyd Faddis, president and general manager of the Pikes Peak Auto 


Hill Climb Assn. 


Opposing Views of Market 
Held by Knudsen, Wolfram 


(Continued from Page 1) 
increasing, but our penetration of| sales will exceed April of last 


the overall market is decreasing.” 


* > * 


PEAKING at a press conference 

prior to a Chicago zone dealer 
meeting, Wolfram added that it’s 
still too early to say whether sales 
will pick up later this year. 

Knudsen met the press last 


He asserted: “Present schedules 
for the calendar year of 1957 are 15 
percent higher than 1956, and we 
are producing in close proportion 
to our sales. 

“Pontiac sales are showing a 
steady increase and we look for a 
rapid increase when spring weather 
breaks through and with our “Drive 
the Champ” demonstration pro- 
gram under way. 

“Our sales for the first 10 days 
of April were 6 percent higher 
than the same period in March, 
and I am confident our April 


DOOF Program 
Moves Toward 


All-Industry Basis 


DETROIT, — L. F. O'Doherty, 
director of sales, Acme Quality 
Paints, Inc. was unanimously 
chosen chairman of a group of 
paint and allied manufacturers to 
work with the Minnesota Mining 
& Mfg. Co. toward making the 
annual 3M Dents Out of Fenders 
(DOOF) promotion an all-industry 
affair. 

Others on the committee include 
J. R. Mason, general manager, 
Rinshed-Mason Co.; G. A, Massih, 
Eastern manager, E. I. duPont de 
Nemours Co.; W. E. Marsden, 
automotive manager, Minnesota 
Mining and Mfg. and George I. 
Stoddard, sales and training con- 
sultant, DeVilbiss Co. 

This committee was chosen from 
among the representatives of 12 
major paint and equipment manu- 
facturers who met to hear a presen- 
tation of the 1957 DOOF program 
by Marsden, who is chairman of 
the national DOOF committee. 

Marsden explained that the 
DOOF program offered many busi- 
ness-getting and prestige-building 
opportunities for quality body 
shops and car dealers and that it 
also offered suppliers and jobbers 
new opportunities for increasing 
business. 

Specifically, the four major aims 
of the 1957 program are: To identify 
painters and metal men as crafts- 
men in the eyes of the public; to 
help the shop overcome question- 
able competition; to build customer 
relations and good will, and to in- 
crease body shop business by 25 
percent. 

Suppliers represented at the meet- 
ing were: E, I. duPont de Nemours 
Co., Sherwin-Williams Co., Ditzler 
Color Co., Arco Paint Co. Acme 
White Lead & Color Co., American 
Lacquer & Solvents Co., Martin- 
Senour Co., Rinshed-Mason Co., 
Binks Mfg. Co., DeVilbiss Co., Black 
& Decker Mfg. Co. and H. K. 
Porter Co. 





year.” 

Knudsen added that he couldn’t 
say what Pontiac’s ’58 prices are 
likely to be because the pricing 
studies are not made until the new 
models are finalized. 


HAVE a five-year advanced 
engineering and development 
program under way,” he continued, 
“which we feel will accelerate Pon- 
tiac’s climb to a much greater share 
of the market and move up our 
position in the industry. 

Our plans call for a car which 
will be youthful in styling and 
performance and at the same time 
continue Pontiac’s reputation for 
dependability. We moved toward 
this objective in 1957, and our 
cars have had nationwide 
approval.” 

Wolfram also said: “We gear our 
production very closely to sales.” 

When asked if Oldsmobile would 
soon have a fuel injection system, 
he said: “No. The present design of 
fuel injection systems is so compli- 
cated that costs exceeds functional 
value. Engineers don’t have the 
answer to this problem yet.” 

Wolfram declined to comment on 
prospects for Ford Motor’s’ new 
Edsel entry, but said “there are a 
lot of sales in the medium-priced 
field, if you go after them.” 


—JosepH M. CALLAHAN. 





ae Ford Sales Set 
Quarterly Mark 


Executive Salaries 
Are Disclosed 


(Continued from Page 2) 


$185,000 and bonuses of $185,000 
for 1956. 
Salaries and bonuses of other top 
officers were listed as follows: 


D. S. Harder, basic manufactur- 
ing executive vice-president: $150,- 
000 salary and $165,000 bonus. 


L. D. Crusoe, car and truck execu- 
tive vice-president: $150,000 salary 
and $150,000 bonus. 

Benson Ford, vice-president and 
chairman of the Dealer Policy 
Board: $120,000 salary and $120,000 
bonus. 

William T. Gossett, vice-president 
and general counsel: $125,000 salary 
and $145,000 bonus. 

Benson Ford, vice-president and 
chairman of the Dealer Policy 
Board: $120,000 salary and $120,000 

John S. Bugas, industrial rela- 
tions vice-president: $115,000 sal- 
ary and $120,000 bonus. 

Irving A. Duffy, vice-president 
and general manager, tractor and 
implement division: $115,000 salary 
and $115,000 bonus. 

Theodore O. Yntema, finance 
vice-president: $115,000 salary and 
$120,000 bonus. 

William C. Ford, vice-president, 
$60,000 salary and $40,000 bonus. 

Bonuses are payable in four an- 
nual installments if earned out. 

The company has 11,815,556 com- 
mon shares outstanding plus 6,475,- 
700 shares of Class B stock. All the 
Class B shares are held by the Ford 
family. 

Holders of common shares are 
entitled to one vote per share, and 
holders of Class B stock have 1.216 
votes per share. The company said 
60 percent of voting power is vested 
in common shares and 40 percent 
in Class B shares. 

In a report on the company’s 
stock-option plan for key execu- 
tives, the proxy statement listed 

made between Jan. 1, 
1956 and March 14, 1957. 

These options were granted in 
1953 at $315 a share and were ad- 
justed to $21 a share upon the re- 
classification of the company’s capi- 
tal stock in January, 1956. 

The purchases, at $21 a share 
were: Breech, 45,000 shares; Crusoe, 
Harder and Gossett, 37,500 each; 
Duffy and Bugas, 30,000 each, and 
Yntema, 24,000. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Apr. 24 
(Sold 140 cars out of 204 entered.) 

BUICK — '56 com ee, $1,870° 
(ps), $1,850°, $1,77 2-dr., $1,- 
875°. °55 Super vire, " $1, 485° (ps), 
$1,450*, $1,340* (ps); RM Riviera, 
$1,465°" (ps); 4-dr. $1,000° (ps); 
Special Riviera, by 330°. $1, 310° (ps), 
$1,120°; 2-dr., 

Riviera, $1, Zion 

100* (ps), $1,020° (ps); Special Rivi- 
era, $1,030*. '53 Super Riviera, $620°*; 
2-dr., $600*; 4-dr., $525*; Special 2- 
dr., '$545°. 

CADILLAC — °'56 (62) sedan de Ville, 
$3,700* (ps), $3,600, $3,500° (ps); 
coupe de Ville $3,325* (ps). ’52 = 
coupe de Ville, $1,060*; 4-dr., $925 
"51 (62) 4-dr., af” 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,130*. '56 Bel Air (8) conv., 

; Hardtop; 4-dr., $1,645°; 
$1,235; Two-ten (8) 4-dr., 
$1,490*; 2-dr., $1,470*; 
2-dr., $1,350; 4-dr., $1,190*. 
ten (8) station wagon, $1,595* (ps); 
Bel Air (8) conv., $1,450* (ps); 
Hardtop, $1,120; Bel Air (6) Hard- 

; Two-ten (6) 2-dr., $1,- 
$930, $850. ’53 Two-ten 
$350. 

-, $530*. 


; Delivery sedan, 
CHRYSLER—’ 54 Windsor 4-dr. 
’°53 NY Hardtop, $705* (ps). °’52 
Saratoga station wagon, $500*, °51 
Saratoga 2-dr., $275*. 
DeSOTO—’56 Fireflite Hardtop, $1,850* 
(ps). °53 Firedome 4-dr., $510* (ps). 
DODGE—’56 Royal Lancer, $1,610*, ’55 
Royal Lancer, $1,385* (ps); Coronet 
2-dr., $1,060. °54 Coronet station 
wagon, $900. '53 Coronet 2-dr., $280*. 
FORD —’57 Country sedan, $2,395*; 
Fairlane (8) 500 Victoria, $2,210*; 
Ranch Wagon, $2,480*. ’56 Thunder- 
bird, $2,580* (ps); 
$1,665*; Fairlane (8) conv., 
Custom (8) 2-dr. $1,180. 
sedan, $1,400 ; Fairlane (8) conv., $1,- 
285°; Victoria, $1,205*; 4-dr.,” $1,- 
100, ‘si, 020*; 2-dr., $1, 010, 2 at $1,- 


Country sedan, 
$1,660*; 
’55 Country 


000*; Custom (8) 2-dr., $940. 

Crest (8) Victoria, $930*, $835*, $800; 

Custom (8) 4- dr. $725; Victoria, 

$665; 2-dr., 

toria, $760; Ranch oe $615; 

tom (8) ‘4-dr., $505, $425; 

$465; Custom (6) 2-dr., $455°, 

"52 Custom (8) 2-dr., $400*. 
LINCOLN—’ 56 Premiere Hardtop, $2,- 

a (ps). °55 Cosmopolitan 4-dr., $1,- 


a. 56 Montclair Hardtop, $2,- 
260° (ps); Custom Hardtop, $1,625*. 
"55 Montclair Hardtop, $1,430*; Mon- 
terey Hardtop, $1,385*, $1,315*; 4- 
dr., $1,235*; Custom 2-dr., $1,025. 
’54 Monterey Hardtop, $1,060*; Cus- 
tom 4-dr., $715* °53 Monterey sta- 
tion wagon, $675*. 

NASH—’56 Rambler station wagon, $1,- 
540. 


OLDSMOBILE—’ 57 (88) Holiday, $2.- 
770* (ps). 56 (98) Holiday, $1,985* 
(ps), $1,925* (ps); (88) Holiday, $1,- 
860* (ps). °55 (88) conv., $1,775* 
(ps); Holiday, $1,670*; Super Holi- 
day, $1,600*; (98) conv., $1,770* 
(ps). ’54 (98) 4-dr., $1,235°; (88) 
Holiday, $1,235*; 4-dr., $1, 250°, "53 
(88) 2-dr., $640. 

PACKARD—’53 Clipper Hardtop, $500° 
(ps), $365*. 

PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2,280* (ps); Savoy (8) 2-dr., 
$1,900*. °56 Belvedere (8) Hardtop, 
$1,475*. °55 Savoy (8) 4-dr., $1,115; 
Plaza (6) 4-dr., $760; 2-dr., $765, 
$680, $660. '53 Cranbrook Belvedere, 
$300. ’°51 Cranbrook Hardtop, $185. 

PONTIAC—’55 Chieftain (8) conv., $1,- 
410* (ps); Catalina, $1,330* (ps). 
’54 Chieftain (8) 4-dr., $715*. 
Chieftain (8) station wagon, $74 
4-dr., ; 2-dr., $455. 


STUDEBAKER — ’55 Commander sta- 
tion wagon, $950. 

MISCELLANEOUS—’55 Chevrolet %- 
ton pickup, $800, $750. ‘54 Dodge 
1-ton pickup, $640. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 18, 19 and 22 
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- says MR. SMITH L. COOPER, President, Cooper 

0 Motors, Inc., Ford dealer, Baldwinsville, N. Y. 
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d “Our salesmen have found it pays to sell ComMERCIAL 
y 

0 Crepit Pian as they sell the car. Customers recog- 
; nize this plan from national advertising and the 
at result has been a healthy increase in sales volume. 
- CoMMERCIAL CrEDIT’s efficient service and fast credit 
- checks have been of great help but the most impor- 
™ J tant benefit is customer good will. Customers who 
t have used CommerciAL Crepit PLAN once want to 
ai use it again. It doesn’t have to be sold a second 
« time —it sells itself.” 

le 

‘d 

‘e 

d 

6 

d 

d 

it 


Commercial Credit dealers 
are successful dealers 














Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 





COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 
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Tarratus Heads 


Savannah Dealers 


SAVANNAH, Ga, — (UTPS) — 
Robert W. Tarratus, (Oldsmobile) 
has been elected president of the 
Savannah Automobile Dealers 
Assn, 


The dealers also formed pre- 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


AUTOMOTIVE NEWS, APRIL 29, 1957 


liminary plans for the annual con- 
vention of the Georgia Automobile 
Dealers Assn. to be held here Aug. 
18-19. 

Tarratus acquired the Oldsmobile 
dealership in 1943. Other officers in- 
clude Ray Clanton, vice-president, 
and Frank Durden, secretary- 
treasurer, State association officials 
attending the meeting included Bob 
Dunlap, Macon; Lew Austin, At- 
lanta, and Wesley Slate, state con- 
vention chairman, 


... paid for my wife's mink coat! 


A. C. DOERING 
Prominent 
Auto Dealer 


m 
Grand Rapids, Mich. 























BIG 


“Profits have been phenomenal since 
| introduced ISETTA “300” just a 
month ago. Sold 16 in first five days 
... showroom traffic is terrific since 
cars began appearing around town.” 


DEALERS! SEE PAGE 33 
WRITE or WIRE: 
FADEX COMMERCIAL CORPORATION 
136 LIBERTY ST., NEW YORK 6, N. Y. 
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Analysis of Terms... 





How New Franchises 
For Dealers Compare 


(Continued from Page 1) 


the participation of widows of 
S-P dealers. 

Ford and Chrysler are the only 
manufacturers that give their deal- 
ers 2 2 percent cash discount on 
parts. Ford offered to trade this 
item for the 4 percent parts obso- 
lescence plan offered by GM, but 
the dealers declined. 

While Chrysler does not have the 
4 percent obsolescence plan, its| 
dealers can return surplus parts| 
“periodically” if the parts are on| 
the firm’s active parts list. AMC} 
and S-P dealers are permitted to| 
submit a list of surplus parts for | 
possible repurchase by the ws 

+ + ca 
| pee has no parts obsolescence | 
plan, no 90-day parts-return 
plan and no 30-day accessory- 
return plan. 
| In addition, the Ford contract is 





below competition on the widow 
clause and in the latitude the fac- 
tory is given in terminating a 
dealer. The agreement permits ter- 
mination of any dealer with a con- 
tinuous contract on 120 days’ notice 
“at will.” 
GM, Ford and Chrysler offer a 
continuous contract to their deal- 


St. Petersburg Dealers 


Name Ross President 


ST. PETERSBURG, Fla.—Marion 
B. Ross, Ross Chevrolet, has been 
elected president of the St. Peters- 
burg Automobile Dealers Assn. suc- 
ceeding Louis Adcock (Buick). 

Gary Walsh (Chrysler-Plymouth) 
and R. J. O’Brien (Renault and 
other foreign cars) were elected 
vice-president and secretary-treas- 
urer, respectively. 


Sometimes it is necessary to go outside ‘your own 
realm to prove a point. Take the case of the 
stainless steel gargoyle (one of eight) installed as 
decorative trim on the 61st floor of the Chrysler 
Building. Exposed to the elements for over 25 years, 
it shows no signs of rusting or corroding. It’s never 
been cleaned—yet the elements have left it 


unharmed. More proof that. . . 


Never fades from sun 


that provide you with 


Know the facts. Then 


Canlews Stel 


Long life is but one advantage of 

stainless steel. No other trim-metal can 
match it for corrosion-resistance. 

It’s solid, tough, inherently strong. Never 
needs protective platings or coatings. 
Will never crack, chip, flake or peel away. 


or weather. It stays 


bright despite long use. 


These are advantages that only stainless 
steel brightwork can offer. Advantages 


powerful sales 


ammunition when talking to prospective 
car buyers. Advantages that help you save 
on reconditioning costs when those cars 
come back as trade-ins. 


sell the 


competitive advantage only stainless 


steel trim gives you. 


REPUBLIC STEEL 


GENERAL OFFICES 


DIFFERENCE 


IN BRIGHT TRIM 


¢ CLEVELAND 1, OHIO 


INSIST UPON STAINLESS 








ers. AMC offers a one-year and a 
three-year contract, with the fac- 
tory having the option, depending 
on the caliber of dealership in- 
volved. 

S-P has offered a three-year con- 
tract, with automatic one-year re- 
newals. GM and Ford also give 
their dealers the option of a one- 
year or a five-year contract, Up- 
wards of 90 percent of these deal- 
ers have indicated they prefer the 
five-year pact, 

However, a careful reading of 
the five contracts indicate that 
their duration is not so important, 
because each agreement has a list 
of causes for which a dealer can be 
cancelled immediately and a list of 
causes for which the dealer can be 
cancelled on 90 days’ notice. 

It’s also probably true that, if a 
factory wished to, it could cancel 
almost any dealer for failure to 
live up to the “sales performance” 
clause in each contract. 

* od a 


90-Day Termination 


ee: S-P contract is unique in 
that it permits the factory to 
decline to offer a dealer a new 
agreement if the dealer is notified 
of this at least 90 days before ex- 
piration of the current contract, 

The American Motors arrange- 
ment with its dealers is equal to 
the Big Three on these five items: 
The 100 percent warranty, 90-day 
return of parts, 30-day return of 
accessories, the factory latitude on 
terminations and the factory re- 
purchase of tools on termination. 

The Studebaker-Packard ar- 
rangement is equal on the 100- 
percent warranty, the 5 percent 
rebate on new cars carried into a 
new-model year and the 30-day 
return of accessories. 

In addition, S-P is almost equal 
to GM on its parts and accessory 
obsolescence plan in that dealers 
may exchange up to 4 percent of 
their purchases quarterly or an- 
nually. An S-P dealer gets other 


|parts and a GM dealer gets cash 


credit. 

All manufacturers have the 5 
percent rebate, except American 
Motors which has a 4 percent re- 
bate. A rider in the Ford and 
Chrysler agreement provides that 
the rebate will not be paid if the 
factory offers a cleanup bonus or 
rebate to its dealers. 

S-P permits dealers to return any 
parts and accessories up to 30 days 


after purchase. 
= ” * 


ANY dealers feel that these 


parts and accessory-return 
(Continued on Page 8, Col. 2) 


16% of Families 
In Milwaukee Plan 
To Buy Cars in °57 


MILWAUKEE. — Some 52,245 
families in the Milwaukee area 
plan to buy cars in 1957, according 
to the 34th annual consumer 
analysis survey conducted by the 
Milwaukee Journal. This is 166 
percent of the area’s families. 

New-car shoppers accounted for 
54.2 percent of the would-be buyers, 
with 28,317 families indicating they 
would purchase a 1957 model. Used 
cars were chosen by 23,928 pros- 
pects. 

Ford was mentioned by 20.2 per- 
cent of those planning to buy, fol- 
lowed by Chevrolet with 166 
percent. In asking, “What make of 
car will you buy?” the survey did 
not separate new and used-car 
buyers. 

Nash, Oldsmobile and Plymouth 
tied for third place in buyer prefer- 
ence with 7.5 percent, and Buick 
was close behind with 7.2 percent. 

Dodge was seventh with 4.5 per- 
cent, followed by Pontiac, Mercury, 
Chrysler-DeSoto (tie), miscellane- 
ous, Cadillac and Hudson. Some 17.5 
percent of the buyers said they did 
not know what make they would 
purchase. 


Kelsey Retires; 
Built 3-Wheelers 


HARTFORD, Conn. — C, W. 
Kelsey, who founded an automobile 
manufacturing company here in 
1910 and later entered the rotary 
tillage industry, has retired as head 
of Rototiller, Inc., Troy, N. Y. 

Kelsey, 77, built three-wheeler 
Motorettes here from 1910 to 1912. 
Before forming the company, he 
was sales manager for Maxwell- 
Briscoe, producer of the Maxwell 
car. 














RAMBLER 





Does It Again! 


Tops ALL Low-Priced V-8s 
In Actual Miles Per Gallon 
1957 Mobilgas Economy Run 


21.62 M.P.G. 


Rambler Rebel 255 HP V-8 
with Flashaway Hydra-Matic 





Another Outstanding Achievement In Tune With 
Rambler’s Matchless Record In This Famed Economy Run 


ALL-TIME RECORD WITH OVERDRIVE 


ceccccces RAMBLER 6...1951.....31.05 M.P.G 
TOPS ALL CARS WITH OVERDRIVE .......... RAMBLER 6...1953..... 25.37 M.P.G. 
ALL-TIME RECORD WITH AUTOMATIC DRIVE ...RAMBLER 6...1955..... 27.47 M.P.G. 
TOPS ALL CARS WITH AUTOMATIC DRIVE..... RAMBLER 6...1956..... 24.35 M.P.G. 


No Wonder 1 Out Of Every 5 People Who Plan To Buy 
A Car In The Low Price Field Are Considering Rambler 


Wouldn’t You Like To Sell Today’s Economy-Minded People 
The Car With The Lowest First Cost —Lowest Operating Cost —Top Resale? 


For Complete Information On The Valuabl 


Rambler Franchise Write or Wire... 


re) 


DEALER DEVELOPMENT DEPARTMENT 
AMERICAN MOTORS CORPORATION 


14250 PLYMOUTH RD. e DETROIT 


32, MICHIGAN 








8 
$25 Per Unit... 
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Pay Boost Indicates 
Hike in °58 Car Prices 


By Joseph M. Callahan 
Staff Writer 

GHER ’58 auto prices were 
strongly indicated last week by 
the news that the more than one 
million automotive workers will re- 
ceive a seven or eight-cent hourly 

pay hike June 1. 

This would amount 
to an annual in- 
crease in car manu- 
facturing labor costs 
of $145 million (seven 

cents an hour) or $166 million 
(eight cents) or approximately an 
extra $25 per car in a six million- 
car-year. 

The hourly labor rates will re- 
ceive a double impetus in their up- 
hill climb on June 1 by the six-cent 
annual improvement factor raise 
and a one or two-cent upward ad- 
justment for the higher cost of 
living. 

Last week the Bureau of Labor 
Statistics reported that living 
costs in March rose to a record 
118.9 percent of the 1947-49 price 
level. On March 1 there was a 
one-cent increase for hourly 
workers. 

Theoretically, the United Auto 
Workers’ annual improvement fac- 
tor raise is supposed to be borne by 
increased productivity in the auto 


Biggest Convention 


Expected in Idaho; 


Speakers Listed 


POCATELLO, Id. — More than 
400 are expected to attend the 23rd 
annual convention of the Idaho 
Automobile Dealers Assn. here May 
5-7, according to C. Ed Fiandro 
(Ford), general convention chair- 
man. 


Speakers, Flandro said, include 
Charles L. Jacobson, Chrysler Corp. 
dealer relations vice-president; 
Walker Williams, member of Ford 
Motor Co.’s dealer policy board; 
Dean Chaffin, Bozeman, Mont., 
NADA vice-president, and Patrick 
J. Crowley, dealer relations assist- 
ant, General Motors. 


Flandro said that this convention 
will be the largest held by the 
Idaho association. Other members 
of the convention committee are 
Dee Bogert, William S. Hall sr., 
Park Price and L. B. Myers, all of 
Pocatello. 

Also, Phil West, Preston;-George 
Watkins, Idaho Falls; Rulon Hem- 
ming, Aston; Lyle Tapper jr. 
Malad; Angus Lashley, Grace and 
Keith Rich, Montpelier. 

The association reported that 
successful district meetings have 
been held at Pocatello, Jerome, 
Boise, Lewiston and Coeur d’Alene. 

“They had the largest average 
number we have ever had attend,” 
said Leon Weeks, association secre- 


industry and thus should not reflect 
in higher car prices but it has not 
worked out this way in the past. 

= 


* * 


Bugas Sounds Warning 


NN AN address on the heels of this 
development, John S, Bugas, in- 
dustrial relations vice-president of 
Ford Motor Co., warned of exces- 
sive inflationary demands by labor 
unions. 

Asserting that growing labor 
costs have outstripped productivity, 
profits and prices, Bugas said, 
“There is serious evidence that 
inflation is being fostered and 
capital formation discouraged by 
attempts of organized labor to 
seek wage and fringe benefits 
which the economy cannot safely 
absorb.” 

He added that there is strong 
evidence that the threatened in- 
flationary spiral is a wage-cost- 
price spiral and not the reverse. 

Bugas declared that average 

hourly earnings in factories, in- 
cluding fringe benefits, increased 
10 percent from mid-1955 through 
1956, but that output per man-hour 
rose only 2 percent a year for the 
economy as a whole in 1955-56. 

‘Up to the present,” he con- 
tinued, “Ford Motor Co. believes it 
is best in terms of its own man- 
agement-union relations to wait 
until the 1958 Ford-UAW negotia- 
tions to air its views regarding 
bargaining issues, rather than to 
debate them publicly with the 
union.” ‘ 

* « 


Chrysler Strike Ends 


[A week an agreement was 
reached between Chrysler Corp. 
and the UAW, ending a five-week 
strike against the company’s May- 
wood plant in California. 


the plant, the 


Besides striking 
union put additional pressure on 
the company by staging sympathy | 
(Continued on Page 33, Col. 2) 





A Comparison... 


Dealer Contracts, Factory Concessions 


(Continued from Page 1) 


THE CONTRACT 


Contains ‘“‘opportunity to cure failure” clause 
Permits dealer to designate method of shipping cars to him 
Dealer agrees not to use any misleading or deceptive advertising 


TERMINATION PROCEDURE 





Dealer can terminate on 30-day notice 


Factory can terminate term contracts on 90-day notice for listed causes 
Factory can terminate all contracts without notice for several listed causes 


Factory can terminate continuous contracts on 120-day notice “at will” 
Factory can decline to offer a new contract if dealer is given a 90-day notice 
On termination, factory will lease premises for one year if no other tenant 


found 


On termination, factory will pay up to 75% of lease charges for one year 





On termination, factory will repurchase all listed parts at wholesale price, 


plus 5% 


On termination, factory will repurchase at current price all parts purchased for 


current and three previous models 


On termination, factory will repurchase all listed parts purchased for current 


and two previous models, less 15% 


On termination, factory will repurchase all accessories purchased in previous 


12 months 


On termination, factory will repurchase all accessories purchased in previous 


six months 


On termination, factory will repurchase all special tools purchased in previous 


36 months 


On termination, factory will repurchase all special tools purchased in previous 


12 months 





On termination, factory will repurchase all signs at fair market value 


FACTORY CONCESSIONS 
100% warranty labor charges paid by factory 





Up to $100,000 life insurance on dealer for a nominal charge 


Low-cost group life and hospitalization 
2% discount on parts for cash payment 
Dealer-elected dealer council 


Dealer Relations board or vice-president 


Umpire for terminations 


insurance for dealer and employes 


Policy of billing dealers for cars when they arrive, rather than when shipped 
Policy of billing dealers for cars two-to-five days after shipment. 
NOTE—Some manufacturers cover parts and accessory programs in separate agreement. 


How New Franchises Compare 


(Continued from Page 6) 
plans are important, particularly in 
the early months of a model year 
when it is difficult to know what to 
order. 

All the manufacturers have of- 
fered the 100 percent warranty. In 
addition, GM, Ford and Chrysler 
offer up to $100,000 in life insur- 
ance to their dealers at a reduced 
cost. AMC has offered a dealer and 
employe insurance policy to its 
dealers and their employes for a 
number of years. 

In the matters of disposition of 
a terminated dealer’s premises, 
parts, accessories and special 
tools, GM, Ford and Chrysler 
make identical provisions. 

They agree to help a dealer dis- 





Plotting Rambler Economy Run— 


Cari Chakmakian, right, codriver of the Rambler Six Custom sedan which will 
attempt to drive from Winnepeg, Canada, to Monterrey, Mexico, for a fuel cost of a 
penny a mile, outlines the route to John W. Raisbeck, American Motors automotive 
sales vice-president. The run will begin May 8 and will be completed May 12. Driving 
with Chakmakian will be Les Viland. Both are AMC engineers. Raisbeck is holding a 


Mile-O-Dial, an 


mileage computer which soon will be available at 


easy-to-read 
Nash and Hudson dealerships without charge. 


pose of his premises and, if neces- 
sary, will lease the premises for a 
year after termination. They also 
will repurchase all the dealer’s 


New AMC Contest 
Offers Dealers 
118 Prize Trips 


DETROIT. — A new spring sales 
contest with 118 vacation trips to 
Hawaii, Las Vegas and Miami as 
top prizes for dealers and their 
wives has been launched by Ameri- 
can Motors. 

Details of the campaign were 
announced at a recently com- 
pleted series of dealer meetings 
held across the nation by factory 
sales officials. The contest will 
end June 30, and is retroactive to 
Apr. 11, 

In addition to the 118 trips, an- 
other 118 prizes of merchandise 
will be awarded to runners-up in 
the dealer contest. 

Dealership salesmen also will 
share in this contest, Abernethy 
said. They will be able to win major 
kitchen and laundry appliances, 
movie equipment, sporting goods, 
power tools and other items. 

“Contest winners will be decided 
on a percent-of-quota basis so that 
all dealers, regardless of size, will 
‘have an equal chance to win,” 
Abernethy added. 

The dealer in each zone with the 
highest percentage of sales to quota 
will win the six-day Hawaiian holi- 
day. In addition, the dealer in each 
division who sells the most cars 
will win a trip to Hawaii. 

For the four-day trips to Miami 
and Las Vegas, dealers have been 
classed also in groups based on 
dealer size and sales potential. The 
dealer with the highest percentage 
of sales to quota in each group will 
win a trip to either Miami or Las 
Vegas. 


listed parts, all accessories pur- 
chased in the previous 12 months 
and all special tools purchased in 
the previous 36 months. 


American Motors will pay, if nec- 
essary, up to 75 percent of a ter- 
minated dealer’s lease expense for 
a year, AMC will also repurchase 
parts bought for the current model 
and three previous models, all ac- 
cessories bought in the previous six 
months and all special tools pur- 
chased in the previous 36 months. 

J = oa 


Ban on Deceptive Ads 


SP HAS no plan for disposing of | ; 


a terminated dealer’s premises. 
The company will repurchase from 
a terminated dealer any parts pur- 
chased for the current and two pre- 
vious model-years, any accessories 
purchased in the previous six 
months and any special tools pur- 
chased in the previous 12 months. 

All the contracts require a 

dealer to agree that he will not 
use advertising thaf is “mislead- 
ing or deceptive.” 

The Chrysler contract is the only 
one that permits a dealer to desig- 
nate what type of transportation 
will be used in delivering his cars, 
although the factory still selects 
the specific shipper. 

Most of the other contracts say 
the factory will attempt to ship 
the cars by the type of transporta- 
tion preferred by the dealer. 

* * ® 
- SUMMARY, the new contracts 
and concessions reflect a re- 
markable advance in the status of 
the American auto dealer in the 
past 14 months. 


GM led the other makers by 10 
to 14 months on contract changes 


and concessions. 


It was also GM which named the 
first dealer vice-president and the 
only dealer umpire, giving dealers 
a amet pipeline to top manage- 
ment. 




















Likes Chevrolet Insignia— 


Tanya Graef, petite southern beauty, 
likes the fender insignia used by Chevro- 
let to designate its fuel injection engine. 
Until recently this emblem was noted 
primarily on the Corvette sports car. In- 
creased production now makes fuel in- 
jection increasingly available on other 
models. 


N.Y. Safety Check 
ae 
Applies May I 

ALBANY, N. Y.—Beginning May 
1, all used motor vehicles four 
years old or less will have to pass 
the state’s safety inspection stand- 
ards if sold or transferred. 

The new inspection program bas- 
ically covers vehicles that are more 
than four years old. All of the older 
cars have to pass a checkup some- 
time this year if their owners want 
to keep them on the road, 

However, the law also covers 
newer models when they change 
hands. This is the provision that 
goes into effect next month. 
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AUTOMOTIVE WASHINGTON 
Fresh Troops Arrive 


In Battle of Budget 


By William Ullman 


Washington Correspondent 
. 2 trial of the 1958 Federal budget moves into its most 
critical phase this week with the arrival in Washington 


of new witnesses for the pro 


secution. 


The witnesses are delegates to the 45th meeting of the 


Chamber of Commerce of the 
to knock no less than $5 bil- 
lion off President Eisen- 
hower’s $71.8 billion budget. 
Delegates, who have called the pro- 
posed budget “fantastic,” will meet 
through Wednesday (May 1). 

Lawmakers also return to Wash- 
ington today (Apr, 29) after listen- 
ing to hometown opinion during the 
Easter vacation, and it is likely 
that they will be watching the 
chamber meeting as closely as the 
chamber will be watching Congress. 

The chamber's attention will be 
concentrated on the Senate, which | 
has a relaxed tra- 
dition of giving 
back to the execu- 
tive departments 
most of the money 
which the House 
takes away. 

So far, the 
Chamber has 
had little to 
complain about 
in the House, 
where resolute congressmen have 
made deep cuts in just about 
every appropriations bill. 

One of the chamber’s major 
targets is foreign aid. The business 
spokesmen want to transfer the 
military assistance portions of 
foreign aid from the Department 
of State to the Department of 
Defense and cut $801 million from 
the foreign-aid fund. 

* > 


Wiliam Uliman 





Hoover Proposals Favored 


NOTHER billion could be saved, 

the chamber believes, by put- 

ting into effect 24 recommendations 
of the Hoover Commission. 


Among other things, these cuts 
would eliminate Postal Savings, 
halt all loans for college housing, 
require the Small Business Admin- 
istration to pay its operating ex- 
penses out of interest receipts and 





Bill Offers Tax Break 
To Persons Over 44 


WASHINGTON. — Twin bills 
have been introduced in Congress 
to permit depreciation tax write- 
offs for human beings, the same 
as for company cars, buildings 
and typewriters. 

The proposals would give 
every taxpayer, after he reaches 
45, a deduction of one percent 
of his income for each year of 
age over 44. A man of 65, for 
example, would be allowed to 
deduct 21 percent of his total 
wages before figuring his income 
tax. 


In introducing. the bill, Senator 
Richard Neuberger, Oregon Dem- 
ocrat, noted that Congress offers 
allowances for exhaustion of oil 
and minerals, but nothing for ex- 
haustion of mind and body. 





require the Rural Electrification 
Administration to get its financing 
from private sources, 


The chamber also wants to 
Pare down the defense budget, 
and it opposes Federal money 
for depressed areas, school con- 
struction and sewage disposal 
plants. 

. It is nothing new for the chamber 
to decry the high rate of Federal 
Spending, of course, but this year 
it is riding on the crest of un- 
Pprecedented public criticism of the 
budget. Strategy. will be to bolster 
such tremendous -opposition to the 
budget that the Senate will think 
twice before it restores House cuts. 

Among the bureaus to suffer 
under House surgery is the Busi- 
ness and Defense Services Adminis- 
tration of the Department of Com- 
merce. The broad 26 percent cut 
in requested’ Commerce Depart- 


United States, a body pledged 


|}ment appropriations included a 50 
percent slash in BDSA funds. 
* * * 


BDSA Unit Periled 





The Holley “team” of carburetor, governor, and the new rotovance 
distributor provides positive engine control under all load and operating 
conditions. Engineered and designed as a power control system, each 
unit is coordinated with the other so that all conditions of speed and 
load are measured throughout the entire operating range. The result: 
better economy, more power, and better engine regulation from cut-off 





nation of all 25 industry divisions|no real functions in peacetime. 


of that agency, including the auto- 
motive division. BDSA has the job 
of making sure that both military 
and civilian materials needs are 
met, It also analyzes industry re- 
quirements and capacity. 

In pleading before the Senate for 
restoration of the budget cuts, 
BDSA Administrator H. B, McCoy 
testified that it took more than 
three years after the start of World 
War II to develop governmental 
machinery to coordinate production 
needs with capacity. 

If BDSA doesn’t keep up with 
the work, McCoy said, then some 
other agency will have to do it, 
“with the same money and the 
same people.” 

McCoy received a sympathetic 
reception from senators, and there 
is a chance some of his budget 
cut may be returned to him. But 
the attempt to eliminate BDSA’s 
industrial section comes as no sur- 


F THE Senate fails to restore! prise to most Washington newsmen. 
this cut, it will mean the elimi-|It is a standby organization with 


How Holley Teams 
Carburetor — Governor — Distributor 
For a New Kind of 


Power Control System 


to load point than with non-coordinated units. 


This new Holley “team” is only one of the many engineering advances 
Holley has contributed to the automotive and truck industries. And it’s 
one example of the many reasons why more and more car and truck 
manufacturers are “looking to Holley” for power control systems. 


HOW IT WORKS: The distributor centrifugal spark advance, determined by weights (1) is supple- 
mented for part throttle operation by vacuum measured at the carburetor throttle body (2) and connected 
to the spark advance diaphragm through inlet (2A). Vacuum for operating the governor diaphragm (3) 
is obtained from the carburetor at (4) and connected to the centrifugal control valve (5) through (4A). 
Clean air, drawn from the carburetor air horn (6) is taken into the distributor at (6A). Governing is ac- 
complished when engine speed causes the valve to close, which shuts off the air bleed and permits the 
vacuum from port (4) to develop a throttle closing force on the diaphragm. 


11955 E. NINE MILE ROAD, VAN. DYKE, 


New Bright Quarters 
There is a limit to how long 


Congress will tolerate any agency| Bright Motors (Volkswagen) has 
which does little more than sit|oPened up new headquarters at 
around waiting for something to|W814-W511 Second Avenue, Spo- 
happen, particularly when it has|kane. Robert Fry, manager, reports 
a total payroll of 779 persons. he has increased his force to seven. 


_ IN 60 DAYS... and expect to 
double the volume in 
the MAY-JUNE period” 


“Profits... volume astounding since ! 
added ISETTA “300"’. Business and 


City departments are asking for 
bids on 15, 20 cars at a time.” 


TOM ATKINSON, Prominent Auto 
Dealer in Ft. Lauderdale, Fla. 


DEALERS! SEE PAGE 33 pmw ‘ . 
WRITE or WIRE: 300 
FADEX COMMERCIAL CORP. 


136 LIBERTY STREET 
NEW YORK 6, N. Y. AMERICA’S FASTEST SELLING SMALL CAR 
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THE CAR AHEAD IS EDSEL 


member of the Ford Family of Fine Cars 


All you have to do is take a good-look at 
the way your own home town has out- 
grown its schools, its housing, its stores 
and its roads. 


These are the signs which give meaning 
and proof to the forecasts which say the 
market for new cars will be at least 40% 
greater within the next ten years — and 
cars on the road will increase from 47 mil- 
lion this year to 67 million in 1965. 


This huge demand will not be just for 
more cars, but for better cars and for a 
wider choice. 


That is why Ford Motor Company has 
invested 250 million dollars to offer in the 
Edsel special values in styling and engi- 
neering not to be found in any other car. 


The same kind of planning is being ap- 
plied to the selection of Edsel dealers. Our 
district managers are more interested in 
how good these men are, than they are in 
how many. 


To those who will qualify, the Edsel 
offers unique incentives and rewards. 





EDSEL DIVISION 


FORD MOTOR COMPANY 
DEARBORN, MICHIGAN 


DSEL? 


INQUIRIES ABOUT 

THE EDSEL 

ARE NOW BEING 
ANSWERED FROM THE 
EDSEL DISTRICT OFFICES 
LISTED BELOW: 


CENTRAL REGION: 


George F. Walters 

N.B.C. Building, Cleveland 14, Ohio 

Harley F. Riley 

6200 West Warren Avenue, Detroit, Michigan 
John H. Scharnhorst 

Beacon Building, 50 W. Gay St., 

Columbus 15, Ohio 

Hiller A. Pries 


414 Guaranty Bldg., 20 N. Meridian St., 
Indianapolis, Indiana 


EASTERN REGION: 


Malcolm R. Fuller 
New England Industrial Center, P.O. Box 27, 
Needham Heights 94, Massachusetts 


Patrick A. Brescia 

158 Linwood Plaza, Fort Lee, New Jersey 

William J. eouty 

Parkade Building, 519 Federal St., Camden 2, New Jersey 
C. F. Sylvester 

The Romax Bidg., 731 James St., Syracuse, New York 
Emerson Planck 


Insurance Bidg., 2116 Wilson Bivd., 
Arlington, Virginia 


MIDWEST REGION: 


D. Edward Manning 

1900 Esquire Bidg., 65 East South Water St., 
Chicago I, Illinois 

Louis A. Wehde 

300 Fleming Bidg., Sixth and Walnut 

Des Moines, lowa 


Ellwood S. Gross 

4141 Broadway, Kansas City, Missouri 

A. E. Jacobsen 

Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri 

Chet W. Johnson 

3033 Excelsior Bivd., Minneapolis, Minnesota 


SOUTHERN REGION: 


Roy A. Blount 
1330 West Peachtree St., N.W., Atlanta 9, Georgia 


Robert J. Sanford 
1120 Mercantile Securities Building, 
Dallas 1, Texas 


George O. Simmons 
211 Melrose Building, Houston, Texas 


J. D. Flynn 

915 Prudential Building, Jacksonville, Florida 
William W. Suse 

1200 Edway Building, 147 Jefferson Ave., 
Memphis, Tennessee 

Claiborne H. Weigand 


330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana 


WESTERN REGION: 

Walter S. Milton 

Detroit Building, 2727 E. Second Ave., 

Denver 6, Colorado 

Paul W. Pursley 

291 So. La Cienega Blvd., Beverly Hills, California 
Wallace E. Boyer 

209 World Trade Center, 

San Francisco 11, California 

Richard J. Siewers 

521 Second Ave., West, Seattle 99, Washington 
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Capsule Comment 


New-car sales are picking up gradually across the nation, 
although the hoped-for big spring upsurge has not yet 
arrived, field reports to AUTOMOTIVE NEws show. 

But April’s sales are expected to top March by about 10 


percent, so we may be on our way to a good year. 
o * > 


With hopes of exceeding last year’s record 2,185,524 
vehicles inspected, the annual National Safety Check gets 
under way this week. 


If you haven’t already joined this worthy endeavor, it’s 
not too late. 
ft * * 

Now that hog’s hair is due to become a key element in 
engine air cleaners, the nation’s slaughterhouses have 
assured the auto industry that there'll be plenty of the 
natural bristles. 


Now if they can just find a use for the pig’s squeal. 


U. S. manufacturing firms and public utilities plan to 
$8.4 billion for capital expansion this year, compared 
with $7.9 billion last year. 


With employment at another alltime peak, where are 
those prophets of gloom we heard earlier this year? 


The UAW is building up a $200 million to $300 million 
strike fund for next spring, when it opens negotiations with 
auto makers for a shorter work week. 

Trouble brewing on the 1958 horizon? 
* . * 

Fred Bell, NADA’s executive vice-president, has urged 
the radio and television industries to join the auto industry 
in cleaning up auto advertising. He blamed a “lunatic fringe” 
in both “my industry and yours” for the current trouble. 

Some strides have been made in restoring public con- 
fidence in auto advertising, but there’s still a long way to 
go. 








Events 


Dealer Conventions 


Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 9-11—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 12-13 — South Dakota Automobile 
Dealers Assn., Huron, S, D. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, 
une 7-9 — Automobile Trade Assn. of 
— Commander Hotel, Ocean 

t 


ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

. 1&19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns.. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 

Assn., Inc., Samoset Hotel, Rockland, 


Me. 
Sept. 8-10—New York State Automobile 


Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y. 
Sept. 810—Automotive Trade Assn. of 


Virginia, Hotel Roanoke, Roanoke. 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
Sept. 9 — New Hampshire Automobile 
ealers Assn., Lake Tarleton Club, Pike, 


N. H. 

Sept. 15-16—Kentucky Automobile Dealers 
ae, Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 

ealers Assn., Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wiscohsin Automotive Trades 
Assn., Milwaukee, 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
oe. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

os. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov, 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National 
Assn., Miami Seach. 


Auto Shows 


May 3-4 — Roanoke Rapids Automobile 
Show, Roanoke Rapids Armory, Roanoke 
Rapids, N. C. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 








‘Misstatements’ 


The Apr. 15 issue of AUTOMOTIVE 
News quoted a reply received from 
Charles Grissom, of P. L. Grissom 
& Sons, Inc., alleging that his firm 
has been made “the scapegoat for 
all such business in the area by the 
Better Business Bureau.” 

The volume and pattern of con- 
sumer complaints—unapproached by 
any other Detroit-area auto dealer— 
renders the charge of “scape- 
goatism” unconvincing. The Gris- 


Automobile Dealers 


Dec. 1421 — Miam: Automobile Sh 
Dinner Key Auditorium, Mam, | Som letter perhaps needs no answer 
Jan. 3-11 — Upper Midwest Auto Show, |—but for the record I wish to note 


Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 

national Amphitheatre, Chicago. 

Jan. 412— National Automobile Show, 
New York Coliseum. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

* * * 


General 


Mey 9-12 — Midwest Automotive Trade 

Show, Kiel Auditorium, St. is. 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 


several of the more glaring mis- 
statements: 

(1) — “I have affidavits from 
every person who filed a com- 
plaint against P. L. Grissom & 
Son, Inc., to the effect that 
satisfactory settlement was 
made.” A number of affidavits ob- 
tained by investigators for the 
Secretary of State’s Office, Janu- 
ary 10-11, 1957, state that eom- 
plaints have not been -satisfac- 
torily settled as of those dates. 
(2)—“On June 21 a ‘conference 


Show (national regional designated), - 
Commonwealth Armory, en” , wes oovenens these (at the Prosseu 
June 16-2i—Annual Meeting, American tor’s office) between Mr. Carrico 


Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National onvention, 
Toledo, 


30 Years Ago... 


The Big Stories 


Of the total of 22,001,393 motor vehicles in operation in the U., S. 
last year, 19,237,171 were cars, 2,764,222 trucks and tractors, and 131,- 
546 motorcycles, according to the Department of Agriculture. In addi- 
tion to these totals, there were 33,179 Federal cars, 102,762 state and 
local cars, and 3,133 motorcycles in operation. 

Production of automobiles for March reached a total of 341,665 
units, a jump from 260,632 in February, and 196,973 in January. How- 
ever, last month’s production did not reach the output of the same 
month last year when 381,116 units were recorded. 

Studebaker Corp. reports a net profit of $3,402,937 for the quarter 
ended March 31. Earnings of Dodge Bros., Inc., including Graham 
Bros., before deducting depreciation, interest and other expenses were 
$3,623,546.23 for the same period. 

Net earnings of General Motors Corp., including equity in subsidi- 
ary operations, applicable to dividends for the first quarter were $52,- 
551,408. This compares with $44,911,618 for same period a year ago. 

—From the files of Automotive News. 


and myself by Inspector Dodge of 
the Automobile Recovery Division 
of the Detroit Police Department 
. .. Mr. Carrico made the remark 





Automotive Cartoon 


Of the Week 


‘BBB to Grissom ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





that I had too much influence with 
the Inspector, a man whom I had 
never met before.” No such re- 
mark was made by Mr. Carrico. The 
Bureau’s August “Factfinder,” 
which reviewed steps being taken 
to curb bait advertising in the auto- 
motive field, contains the following 
acknowledgement of helpfulness: 
“Appreciation is due Prosecutor 
O’Brien and his staff, Assistant 
Corporation Counsels Goldstick and 
Eaton, and Inspector Dodge of the 
Auto Recovery Bureau for their as- 
sistance in this field.” 

(3)—The Grissom corrections pub- 
lished in the three metropolitan 
newspapers at the Bureau’s request 
were obviously not run “to remove 
an aspersion,” but because the ads 
they corrected were admittedly fic- 
titious. 

(4)—Mr. Carrico did not “contact 
the three Detroit daily newspapers 
and inform them that the BBB was 
going to prosecute the P. L. Gris- 
som & Son dealership for a false 
and misleading ad which had ap- 
peared for three days in one of the 
papers.” Further, there is not now 
and -never has been any “mutual 
agreement in force between the 
BBB and the newspapers that called 
for suspension of an advertiser’s 
copy, when that advertiser was the 
subject of a forthcoming prosecu- 
tion by the BBB, in the interest of 
saving them embarrassment.” 

(5)—“Mr. McEldowney of the 
BBB, through their attorney, Mr. 
Dowling, agreed not to disclose 
their investigation for publication 
in any media except their own 
organ the ‘Factfinder’” ... says 
Mr. Grissom. The Bureau, of 
course, made no ‘such agreement 
“not to disclose their investiga- 
tion,” in this or any other case. 

(6) — The classified manager of 
the Detroit Free Press has ad- 
vised the Bureau that he did not 


‘make the statement attributed to 


him by Mr. Grissom, to wit: “That 
they would never again suspend an 
advertiser’s copy unless the Better 
Business Bureau had already ob- 
tained a warrant, which they were 
not able to do in our case.” 

In conclusion, I would like to 
point out that BBB reports to 

(See LETTERBOX, Page 32, Col. 2) 
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Engineering - Production - Materials 
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A Monthly Section Describing and Interpreting Technical Decelopments 





by John T. Benedict 





Semantics Intrudes On 


Management Discussion 


IGHT now, you probably think 

you know what is meant by 
“systems engineering.” But just 
stop for a minute and ask yourself 
how you would explain or define 
the term to someone else. See what 
I mean? 

The same thing happened to 
me. Originally, when making 
plans to attend the American 
Management Assn.’s forum on 
engineering management, I saw 
that there were to be three papers 
on systems engineering—and I 
just assumed that I knew what 
was meant, 


Later, however, when I tried to 
tell an automotive engineer how a 
systems engineer differed from a 
project engineer, I wasn’t so sure. 
Then, in New York, at the meeting, 
I finally understood why there is so 
much confusion about this term. 

Systems engineering is a phrase 
of many meanings (depending on 
who is doing the defining)—not a 
phrase with one precise meaning 
understood and accepted by all who 
use it. 

While observing the program’s 
speakers’ handling of the term, and 
noting how the audience was strug- 
gling with the semantics of the 
situation in its attempt to under- 
stand what was meant, I recognized 
that one speaker put his finger on 
a key trouble spot when he pointed 
out that systems engineering means 
different things to different People. 

We all realize that words are 
symbols for ideas. Yet, we seldom 
think about the limitations of our 
communication system except 
when its inadequacies become a 
stumbling block in our attempt 
to understand what the other fel- 
low is driving at. 

The engineering management 
meeting was one of those times. 


During the question period and in 
(Continued on Page 16, Col. 4) 





[PEtTROrr. — How stress analysis 
techniques were used to an un- 
precedented degree in vehicular 
body design was described last 
week by Robert E. Kraemer, special 
military vehicles department, en- 
gineering staff, Ford Motor 
Speaking at a meeting of the 
American Society of Body En- 
gineers, Kraemer outlined the 
analysis while 
describing development, fabrica- 
tion and structures testing of an 
aluminum unitized military truck 


Ford engineers, with the coopera- 
tion of Army Ordnance and Kaiser 
Aluminum automotive engineers, 
designed and built the body for a 
new experimental military vehicle 
known as the Ford XM-151. 

. ~ * 


four-wheel drive utility ve- 
hicle is “substantially lighter 


Computer and Body Design 


Ford Describes Technique of Stress Analysis 
In New Aluminum Military Unit 


Problem of Management Organization ... 


Engineers: How to Use Them? 


By John T. Benedict 
Engineering Editor 


YORK. — Management of a 
large engineering organization 


should adopt a “technical approach” 


and operate by a method analagous 
to the closed-loop feedback control 
systems used for control of auto- 
matic machinery and _ electronic 
devices. 


This was the novel concept 
proposed for programming, sched- 
uling 


activities by L Nevin Palley, en- 
gineering vice-president, Temco 
Aircraft Corp., in a talk at the 
Engineering it Con- 
ference staged by the American 
Management Assn. (AMA). 

Other conference subjects of in- 
terest to automotive engineering 
managers included: Top manage- 
ment and the engineering program, 
the engineering organization, bud- 
geting an engineering program, 
shortage of engineers, evaluating 
the engineering applicant and three 
sessions on “systems” engineering. 

Purpose of the meetings was to 
make available up-to-date informa- 
tion on how management can best 
utilize the engineer—both for his 
technical skill and as a manager. 

The undercurrent running through 
the entire two-day conference was 
the knowledge that—while there’s 





On Up-Grade— 

Ford's steel prototype of the XM-151 %4- 
ton military truck with unitized body is 
shown climbing the 60 percent grade at 


the company’s new Michigan proving 


grounds. 


and stronger, more economical to 
operate and better performing than 
any comparable military truck,” 
according to Arthur A, Parquette, 
executive engineer, Ford engineer- 
ing staff. 

The experimental utility vehicle 
represents the latest phase of a 
developmental contract awarded 
to Ford by Army Ordnance five 
years ago, The current program 
includes two unitized steel proto- 
types in addition to two of alu- 
minum construction. 

The compact, light-metal design 
‘was developed so the vehicle could 
be transported more readily by air- 
plane and parachuted to the ground 
when necessary, Parquette said. 
The aluminum integral body and 
frame structure, which is assembled 
by spotwelding, weighs 124 pounds. 
This is approximately one-third the 

(Continued on Page 31, Col, 1) 





no immediate end in sight to the 
critical shortage of engineers—in- 
dustry’s need for engineers con- 
tinues to grow, (One speaker said 
that brain waves someday may be 
used to match engineering employ- 
ment applicants with job openings.) 

Forward-looking companies are 
taking a new, hard look at the 
situation. The analysis entails re- 
examining their existing engineer- 
ing organizations and applying new 
management techniques to get more 
out of their present organizational 
structures. 

In view of the tremendous 
growth of automotive research 
and engineering capabilities in 
the past decade, it is obvious 
that science and technology are 
having an increasingly great im- 
pact on the automobile and its 
components. 

The auto industry’s recognition 
of the vital importance of con- 
tinually striving for improvements 
in engineering management was 
brought home emphatically to this 
reporter when, in scanning the con- 
ference registration list, it was 
noted that 115 firms supplying parts 
and equipment to the automotive 
field were represented among the 
more than 500 men who attended 
the meetings. 

Engineering operations of many 
firms long-since have outgrown 
the point where they could be 
managed effectively by a simple 
closed-loop system—in which there 
is no systematized provision for 
checking the “output” or results 
produced in response to manage- 
ment “input” instructions. 

Palley suggested that engineering 
managers face-up to the need for 
complex organizational structures 
that include functions equivalent in 
principle to the familiar closed-loop 
control systems. The key element 
in such a “design for engineering 
management” is the feedback meth- 
od of operation. 

This provides for measurement 
of output, evaluation of results, 
comparison with the 
“command” or objectives and 


Sinclair to Test 
Radiation as Tool 
In Oil Processing 


ARVEY, Ill.—Sinclair Research 

Laboratories, Inc., has launched 
a long-range research program to 
find out if nuclear radiation can 
effect the processing of crude oil 
or make beneficial changes in 
petroleum products. 

P. O, Spencer, president of the 
parent company, Sinclair Oil 
Corp., at the dedication of the 
company’s new radiation and 
tracer laboratory here, said there 
have been three basic tools used 
in processing crude oil — heat, 
pressure and catalysts. 

“Now,” he added, “we have a 
fourth tool, nuclear radiation. With 

these new facilities we will try to 
find out how and if this new tool 
can be used effectively and eco- 
nomically. ss 
* 


he second and equally important 
purpose of the new laboratory, 
Spencer said, is to use radioactive 
tracers to determine more about 
the fundamental properties of pe- 
troleum products and what happens 
to them in use. 

The radiation and tracer labora- 
tory is the first industrial re- 
search facility to use fuel elements 
from an atomic reactor as its 
source of radiation. The elements 

(Continued on Page 14, Col. 4) 





issuance of corrective 
or instructions. 


It is axiomatic that engineering 
programs well-planned at the out- 
set are headed for success—while 
poor planning, in itself, creates un- 
necessary impedance to progress. 
Starting with this basic premise, 
Palley described the principal in- 
gredients of a soundly conceived 
engiheering program and outlined 
methods of combining them for 
effective coordination and control. 

* = > 


Measurement of Results 


Fundamental to Control 


- ADVOCATING applicability of 
the “feedback contro] analogy” 
to the solution of problems faced 
in managing and integrating a 
large engineering organization, 
Palley indicated that two variables 
are available as aids for determin- 
ing how the engineering depart- 
ment performs. 


These two prime control 


“signals” 


variables were identified as or- 
ganization and communication— 
with the former being of obvious 
importance and the latter refer- 
red to by Palley as “vital to 
control and furtherance of a 
smooth-running department.” 

With effective communications 
and a built-in feedback function, 
a “closed-loop” engineering depart- 
ment allegedly is capable of control, 
self-correction and smooth opera- 
tion for the system—as compared 
to the more elementary uncontrolled 
“open-loop” arrangement, or or- 
ganizational modifications where 
control and measurement functions 
are not systematized. 

At Temco, Palley implements the 
feedback control system in the en- 
gineering organization by clear-cut 
forecasts of manhours and work 
progress as a project moves toward 
completion. His management tech- 


nique involves periodic detailed 
(Continued on Page 16, Col. 1) 


Mather Engineers Develop 
‘Split-Tube’ Torsion Bar 


TOLEDO.—From the design view- 
point, a novel “split-tube” torsion 
bar arrangement is the most un- 
usual feature of a new type of front 
suspension developed by a leading 
spring supplier. 

Believing that “the natural ad- 
vantages of a torsion bar had not 
been fully exploited,” engineers at 
Mather Spring Co, said they 
initiated this project with the ob- 
jective of obtaining the variable 
wheel rate which they believed 
possible with a suitable torsion 
bar design. 

For development purposes and to 
demonstrate application of the new 
design to a current production auto- 
mobile, a Ford Thunderbird was 
chosen for the experimental work. 

Installation of the “Vari-Poise” 
suspension involved removal of the 
coil springs, notching the frame 
slightly, and attachment of simple 
bearings at three points along the 
side rail. 

Richard E. Hanslip, chief develop- 
ment engineer, explained that de- 
sign of the variable-rate suspension 
dictated “a very short torque-arm 
on the torsion spring, with a link 
transmitting load from the lower 
control arm to the torque arm.” 

As the wheel goes into jounce 
and rebound, the load-carrying 
link approaches and recedes from 
the spring centerline, thus vary- 
ing the perpendicular distance be- 
tween its centerline and the tor- 
sion spring—which is the real arm 
from which torque is calculated. 

With such a short torque arm on 
the torsion spring, only a small- 
diameter torsion spring is required. 
However, to achieve the desired 
“soft” wheel rate in the curb posi- 
tion, an extremely long spring also 
is required. 

To provide the necessary length, 
the torsion spring is, in effect, 
“doubled back on itself in the form 
of a split tube.” Hanslip regards 
this idea as one of the major in- 
novations introduced in the new 
suspension system. 

Since space for the installation 
was at a premium, and because 
torque transfer joints were con- 
sidered to be “bulky and expensive,” 
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it was decided that brazed joints 
would be used. Only a slight build- 
up is needed at the brazed joints. 
The ends of the torsion springs 
(the ends of the split tubes) are 


the frame 
at the turnbuckle attachment 
points. 

In operation, as the front wheel 
goes into jounce, the front end of 
the torsion spring is twisted “x” 
degrees, the rear end 0.525x degrees, 
and the forward end of the split 
tube remains stationary, with zero 
degrees twist. 

“In other words,” explained Han- 
slip, “the split tube (which is 73 
percent of the length of the round 
torsion bar) twists 10 percent more 
than the bar.” Design of the split 
tube and solid round bar is such 
that shear stress is at the same 
level in both members, he stated. 

The advantages of having a 
spring rate that increases with de- 
flection, as cited by Hanslip, in- 
clude improved cornering and roll 
resistance, as well as reduced brake 
dive. 

The Vari-Poise torsion bar instal- 
lation on the Thunderbird allegedly 


has been operated without rubber 
(Continued on Page 14, Col. 4) 
= * * 
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Spring Curve— 


This typical load-deflection curve for 
the Mather Vari-Poise torsion bar sus- 
pension illustrates the variable-rate feature 
which, in effect, provides a spring that 
“stiffens” with increasing deflection. 













Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...Can now get plus profits from selling 
STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are occepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that bock you up, will 
assure you, os an exclusive Stewart decler 
in your oreo, of real sales potenticl. 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements os to sturdiness, long life, high 
resole value, and backing by a well 
established financially responsible manv- 
focturer, have been fully met. For quol- 
ified dealers, we can arrange financing. 


- AUTOMOTIVE NEWS, APRIL 29, 1957 


For details, write, wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN °¢ 


Bristol, Indiana 


FIRST AGAIN...now with the Mobil-D-Icer 


AUTO AIR CONDITIONER 


The industry leader — totally redesigned for all long, low 
’57’s. Push-button operation, two 2-speed fans, three 360° 
adjustable louvers — and the exclusive Mobil-D-Icer — an 
electric-automatic control guaranteeing even coil temperature 
and maximum refrigeration at all times. 


Write for 


illustrated brochure and 


MOBIL-AIRE MFG. CO. 


information 


e Box 122, Denison, Texas 


Alpi 
SNAG 


Ye 
Fi A Sb a Te 


Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 













| elements at one time served as fuel 


| laboratory in a 12-ton shipping con- 


‘loaded under water, 


Mather ‘Splits’ | 





In Sinclair Lab... 


Radiation to Be Tested 
As Oil-Processing Tool 


(Continued from Page 13) 


are obtained from the Atomic 
Energy Commission’s materials 
testing reactor near Idaho Falls, 
Id. 

Spent fuel elements — which are 
highly radioactive — were selected, 
the company said, because the ele- 
ments produce gamma rays strong 
enough to penetrate the thick walls 
of pressure vessels typical of those 
used in refineries. 

The laboratory is designed so that 
the fuel elements can be arranged 
around standard laboratory equip- 
ment, duplicating conditions in 
actual operations and making un- 
necessary the construction of minia- 
ture refining equipment. 

* * * 
7. spent nuclear reactor fuel 
elements consist of a small 
amount of uranium (about six to 
seven ounces per element) encased 
in aluminum jackets, These fuel 


|for the materials testing reactor in 
Idaho Falls. 

The new facility was financed, 
designed, built and will be operated 
by Sinclair Research without gov-| 
ernment funds or contracts. 

The laboratory structure is 
divided into sections to accom- 
modate the two types of research. 
The one section contains the radi- 
ation laboratory and “hot” cave; 
and the other the tracer labora- 
tory. 

The radiation laboratory and 
“hot” cave have a common wall of 
high-density concrete five feet 
thick, The observation window, 
made of special glass weighing over 
28,000 pounds, is of equal thickness. 

Fuel elements are received at the | 





tainer. The elements are lowered 
into the water well 18 feet deep. | 
The container is opened and un- 
using long-| 








Torsion Bar | 


(Continued from Page 13) 


bumpers and stabilizer bar “with no 
undesirable effects.” It also has been 


driven in a number of trials without | 
shock absorbers—although Hanslip| 
| conceded that “shock absorbers are | 


necessary for damping out high- 
| frequency, low-amplitude vibra- 
| tions.” 
To date, the experimental sus- 
pension system has logged nearly 
| 20,000 road-test miles. As you 
would expect, it has received 
“considerable abuse” in hard driv- 
ing by auto company engineers 
| to whom it has been shown. 
Hanslip stated: “From interest 
|evinced in this suspension and the 
further possibilities it represents, we 
are looking into development of 
other spring designs to produce 
| variable spring rates, level ride and 
other effects thought desireable in 


a suspension system.” 
- ~*~ * 


LOWER CONTROL ARM 


EQUALIZER LINK 


Split-Tube Torsion Springs— 


To achieve “soft” 
embodying variable spring rate, Mather 








handled tools, This water well at 
the same time is used for storing 
the elements when not in use. It 
provides sufficient shielding so that 
operators can enter the “hot” cave 
to assemble the material which is 
going to be tested. 
* * a 

A“ instruments and recording 

equipment for measuring radia- 
tion, as well as controlling the test 
equipment, are located in the 
operating area directly in front of 
the radiation cave. 

Mechanical “arms” permit the 
adjustment of the radiation source 
or the test equipment and the 
samples within the cave. Control 
panels handle a variety of other 
functions. 

Dr, A. I. Snow, Matteson, IIl., a 
veteran in the field of atomic 
science, will be in charge of the nu- 
clear radiation facility. Snow joined 
Sinclair in 1952 after several years’ 
experience in the field of nuclear 
physics. 


Assign Engineers 
Befitting Tasks, 
Industry Urged 


CHICAGO.—Engineers must not 
be assigned jobs below their abili- 
ties if industry is to solve the 
present shortage of scientific man- 


| power, according to the general 


manager of Universal Oil Products 
Co.’s research 
and development 
laboratories. 

Col. J. C. Raaen, 
vice-president of 
the Des Plaines 
(Iil.) company 
that pioneered 
many petroleum 
process develop- 
ments, told an 
American Man- 
agement Assn. 
meeting that a 
three-point program can help in- 
dustrial companies make the best 
use of research scientists, engineers 
and technicians already on the pay- 
roll. 

UOP’s experience, he said, indi- 
cates that output of research de- 
partments can be increased with- 
out increasing the number of 
employes by delegating technical, 
as well as administrative work; by 
providing research men with de- 
tailed cost information, and by pro- 


J. ©, Rasen 


| viding the best possible laboratories 


and equipment. 

Describing organization of the 
company’s mixed-skill research 
teams, he said, “The system is 
flexible so a research director can 
run his operation in the best way 
to get results.” But, he added, there 
is one principle: Scientists do not 


do the work of technicians, and 4 
professional man is not a bottle- 
| washer. 


— 








wheel rate in the curb position on a front suspension design 


Spring engineers required an extremely 


long spring. A novel solution to this requirement was found when they decided to 


use a split-tube arrangement that, in effect, 


back on itself." 


permits the torsion spring to “double 
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Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 


tomorrow. 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning new and 


better products for the cars and trucks of tomorrow. 


That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 


*REG. U.S. PAT. OFF. 


Bendix Power Brakes 


BRAKES « POWER STEERING + POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


Bendix 2s South Bend, wo. 
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Problem of Management Organization .. . 


Engineers: How to Use Them? 





(Continued from Page 13) 
reports on status and progress at 
predetermined “check points.” 

Engineering programs are, of 
course, closely linked to a vital 
factor in a corporation’s profit and 
growth picture: The over-all prod- 
uct program. In his discussion of 
“top management and the engineer- 
ing program,” Clarence Linder, en- 
gineering vice-president, General 
Electric Co., explained why man- 
agement groups in successful com- 
panies place engineering programs 
in top spots on their agenda and 
take an active role in programming 
engineering activities. 

He emphasized the importance 
of this role as a top-management 

interest and described the respon- 
sibilities that must be exercised 
by management if an engineer- 
ing program is to provide the 
maximum return on investment. 
Inasmuch as the proportion of 
research and development expense 
going into the cost of products is 
increasing annually, it is apparent 
that the formulation and direction 
of a company’s engineering pro- 
grams is a top-management prob- 
lem of growing importance. 
Implications of this trend in 
forcing a continual check on effec- 
tiveness of research and engineer- 
ing management should be obvious 
to any alert management group— 
and the burden of responsibility 
for “producing results” is squarely 
on those who direct these programs. 
Linder declared that the tradi- 
tional basic management functions 
—planning, organizing, integrating 
and measuring-—apply to engineer- 
ing programs as well as to top- 
management tasks. 

At regular intervals, when prod- 
duct programs are initiated or re- 
viewed, it is necessary to: (1) Vis- 
ualize technical work that must be 
done to accomplish business objec- 
tives; (2) know clearly what are 
the aims of the business as a whole; 
and (3) prepare descriptions of 
staff and facilities required to per- 
form the technical programs (in- 
cluding an appraisal of “technical 
competence” needed to attain ob- 
jectives). 

At the time these plans are 
made, a decision should be 

portions 


While executing the functions of 
“pulling together” all factors im- 
pinging on a given situation, en- 
gineering managers were cautioned 
by Linder to avoid two common 
pitfalls: (1) Engineering design 
must be oriented toward customers’ 
needs and wants, rather than to- 
ward “technology”; (2) engineers 
should strive for optimum designs, 
with due regard for producibility. 

Basically, most companies require 
two kinds of engineering effort. 
These are activity in support of 
present products and development 
effort aimed at new products. Linder 
noted that these two functions are 
so different in nature that they 
call for different “frames of ref- 
erence” and different yardsticks 
when undergoing evaluation for 
progress or accomplishments, How- 
ever, he warned, “all work should 


be in proper relation to over-all|} 


business objectives.” 


. ® > 
Engineering Plan Derived 
From Business Objectives 


IHHE business objectives them- 

selves are the source from 
which product objectives are de- 
rived. And product objectives, in 
turn, are the key source of infor- 
mation for creating an engineering 
plan. 


In order to measure effective- 
ness of engineering operations, it 
becomes necessary to define a 
“standard of excellence” to be 
used as a basis for comparison. 
Engineering managers may de- 

vise their own techniques for in- 
ternal measurement of results, but, 
over-all, the reference standards 
for ascertaining the degree of suc- 
cess or excellence in engineering 
are readily visible: (1) Is your 
end-product competitive? (2) Is 
your product development pace 
and timing fully competitive in 


offering new features having sales 


significance? 


Sound organization structures can 
set the stage for best performance 
in the engineering function by pro- 
viding a framework for economy 


of effort. In too many companies, 


however, organizational analysis of 


mushrooming engineering depart- 
ments has been neglected, And, 
even in those that are efficiently 
managed, the passage of time and 
changing requirements create a 
need for engineering reorganiza- 
tion. ; 


At the AMA conference, a panel 
discussion covered the new con- 
cepts that have been developed with 
respect to this task and showed 
how the new concepts are tailored 
to meet current operating needs. 
Included in the three-part des- 
cription of “the engineering organ- 
ization— its structure and func- 
tions,” was an exposition of organi- 
zation principles that have been 
discovered to increase effective out- 
put. 


An important aspect of these 
talks was elaboration of the fun- 
damental idea that, in an indus- 
trial organization, the basic func- 
tion of the engineering group 
should be seen in proper perspec- 
tive. This means that, when view- 
ing engineering effort in relation 
to the total company activity, the 
integrated end result of engineer- 
ing, manufacturing and sales ef- 
forts must be the supply—on a 


If, in observing the AMA con- 
ference, it may be said that one 
speaker (Palley) devoted consider- 
able attention to the control of time 
in engineering programs, then it 
might be noted that another speaker 
dealt with the control of money. 

This was Henry C. Johnson, en- 
gineering controller, Ford Motor Co. 
— who talked on “budgeting the 
engineering program.” Budgets are, 
of course, essential administrative 
tools for managing technical activi- 
ties. To be realistic, these budgets 
must be tailored to the specialized 
requirements of the technical or- 
ganization they serve. 

. o > 


Ford Budgets Engineering 
By Direct Lifetime Costs 

N EXPLAINING how Ford 

Motor Co. budgets its engineer- 
ing program, Johnson pointed 
out that the engineering staff 
workload at any given time is 
determined by two factors. One is 
what each division requires of the 
engineering staff, and the other is 
what the engineering staff decides 
to do on its own initiative. 

The various manufacturing di- 
visions request engineering serv- 
ices (design, development and 
test) for a specific future car. For 
illustrative purposes, Johnson 





Infra-Red Treatment— 


A machine that utilizes infra-red lamps 
to temper nylon cord for tires at a speed 
never before attainable has been installed 
in the Buffalo plant of Dunlop Tire and 
Rubber Corp. According to Dunlop, this 
tempering process drastically retards the 
tendency of the cord to stretch when the 
tire is in use. The cord is pre-stretched by 
rolls with the ability to produce 10-ton 
tensions. In just six seconds, the infra-red 
treatment is said to provide a degree of 
tempering the older, oven-heat methods 
could not accomplish in 40 seconds. A 
typical infra-red installation is shown 
above. 








used the 1961 Ford car from in- 
ception of the product program to 
the time it will go into produc- 
tion, 

Space limitations do no permit 
inclusion of full details from John- 
son’s informative and comprehen- 
sive outline of the budgeting and 
cost-control operations, However, in 
brief, Ford budgets and controls its 
programs (for each projected model 
year) by the total direct lifetime 
costs. 

Within a program, cost control is 
by major elements, such as body, 
engine, etc. Further control of 
major elements is attained by their 
sub-elements such as engine 
design, fabricating and testing. 


For each major area, the manu- 
facturing division issues an order 
and then the area receiving the 
order will itself issue sub-orders. 
These orders and sub-orders are 
based upon given assumptions con- 
cerning the future product “pack- 
age.” If the assumptions change, 
the order or sub-order is revised 
accordingly. 


A segment of the yearly budget 
presentation of the Ford division 
is a tabulation as of a given 
date on the portion of these ap- 
proved orders applicable to that 
year. This part of the budget 
(for car programs) may have 
been approved previously by the 
administrative committee. 

In its budget presentation, the 
Ford division will seek approval of 
funds required to make preliminary 
package development studies by its 
advanced car engineering group 
and the costs to be incurred by 
engineering staff, body, engine, 
electrical, transmission and other 
groups for estimating their seg- 
ments of the preliminary package 
book. These and any investigation 
costs are authorized on a fixed 
annual basis, and the division is 
not expected to exceed them. 

Approval of the product engineer- 
ing costs for the 1961 Ford covers 
only the expenses up until the 


time it goes into production, How- 
ever, there will continue to be ex- 


penses incurred after the produc- 
tion date. These are called “con- 
tinuing engineering.” 

Within each car engineering of- 
fice, a production product group 
assumes full responsibility for en- 


gineering aspects of all vehicles in 


production, They work with manu- 
facturing engineering, quality con- 
trol, production and service 
engineering on all problems having 
engineering implications. 


Johnson explained that the con- 


division reviews the request; and, 
if it agrees, submits and asks 
approval of this category of ex- 
penses in its own annual budget. 

Each car manufacturing division, 
besides giving the Ford engineer- 
ing staff orders for its new-model 
programs, also requests work on 
special projects which are not part 
of a program. The annual budget 
presentation includes fixed amounts 
to cover these advanced engineer- 
ing projects. 

Aside from work given the en- 
gineering staff by the Ford car and 
truck divisions, the second category 
of work is that which the engineer- 
ing staff originates itself. This con- 
sists principally of projects 
undertaken by the scientific labor- 
atory and the advanced product 


study and engineering research 
offices. 
Budgeting is handled by each 


research project within a given 
program, For example, in the gas 
turbine program, there currently 
are nine different projects. 
Johnson remarked that, from a 
managerial or administrative 
standpoint, one of the major prob- 
lems in this advanced engineering 
area is achieving a proper balance 
between programs and the proj- 
ects within a program. Basically, 
however, the advanced research 
work done by Ford engineering 
(Continued on Page 26, Col. 1) 
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At Engineering Management Forum— 


Discussing the day's program at a meeting of the American Management Assn. are, 
left to right: Dr. Philip H. Marvin, director of AMA's research and development 


division, 1. 


Nevin Palley, engineering vice-president, Temco Aircraft Corp., Henry 


Johnson, engineering controller, Ford Motor Co., and Prof. John H. Flynn, director of 
student personal services, College of Industrial Technology, Boston University. 


Turnings . 


e oe By John T. Benedict 


(Continued from Page 13) 


off-floor discussions, it seemed to 
me that some people were using 
the same words to describe different 
things—while others were in agree- 
ment on ideas but differed only in 
terminology. 


To some executives, “systems en- 
gineering” denotes a method of 
approach: a way of thinking about 
engineering development work. To 
others, it is a way of doing the 
work. 

> . > 

ANY find that their understand- 

ing of systems engineering is 
indistinguishable from the older 
term “project engineer.” Some be- 
lieve that systems engineering is 
merely a new term for “manage- 
ment of product development”—and 
the essential responsibilities, duties 
and methods are similar. 


Milton L. Almauist, director of 


separate area of work with recog- 
nized responsibilities, on equal 
level with research and develop- 
ment functions. 


Pointing out that systems engi- 
neering as now practiced is a func- 
tion that has been evolving for some 
20 years. Almquist summarized his 
description by calling systems engi- 
neering “an orderly and scientific 
mapping out of new developments.” 

You'll find further discussion of 
this controversial new idea in the 
accompanying feature article on 
engineering management. There is 
some agreement that systems engi- 
neering is an organized attempt to 
regard a complex product (such as 
a telephone system or a military 
airplane) as a unified whole 
throughout the entire development 
process. 

Another aspect common to most 
attempts at systems engineering is 
the concept of thoroughly consider- 
ing the “environment” or conditions 
in which the product is to operate. 

Of another thing, I’m also sure: 
As it is visualized by those who 
define the highest degree of sys- 
tems engineering, the job requires 
considerably more mathematics 
training and competence than is 
found in most full-fledged project 
engineers. 

As for the automotive industry 
and systems engineering: Again, 
I find a range of views. Some 
think the auto companies already 
Practice systems engineering 
without calling it by that name. 
However, one of the recognized 

authorities in this field (who also 
has some familiarity with the auto 
industry) told me that automobile 
manufacturers and their major sup- 


Firth Sterling Names Rep 

PITTSBURGH. — Firth Sterling 
here has announced appointment of 
Kasle Steel Corp., Grand Rapids, 
Mich., as distributor of tool and die 
steels, high speed steel bars, drill 
rod and ground flat stock. 


pliers have been slow to take ad- 
vantage of this new concept in their 
product planning and development. 
Personally, I’m inclined to think 

he may be right. 
= * 


Automation Machinery Plant 


A Model in Planning, Layout 


prox the standpoint of plant lay- 
out, the novel feature of Cross 
Co.’s new building is the idea of 
simulating line production of ma- 
chinery in what is essentially a 
job-shop operation on special 
machines. 

Material is received at the front 
of the factory building, moves 
through machining lines and in- 
spection, then is assembled and 
shipped at the rear. The main 
shop area comprises three 60-foot 
bays which are 700 feet long. 

The three bays house heavy, me- 
dium and light machining lines as 
well as assembly operations. Across 
the front is a transfer bay which 
handles the receiving function and 
feeds material to the three machin- 
ing lines. 

Coincident with its move into new 
quarters, Cross Co. added a data 
processing department with a Uni- 
vac high-speed electronic computer. 
Accounting and bookkeeping opera- 
tions are among the important oper- 
ations performed by this depart- 
ment. Pay checks, for example, are 
computed and printed automatically. 

The computer equipment also is 
an important aid to production 
scheduling. It makes available such 
records as: Daily order status, job 
cost information, behind - schedule 
jobs requiring special attention and 
work scheduled into the shop. 

Touring the plant with Kurt O. 
Tech, engineering vice - president, 
my dominant impression was that 
the “clean” design and obvious 
sense of organization and planning 
that is so characteristic of Cross 
automation machines obviously has 
carried over into construction of 
the company’s new facility. 

During our walk through the 
plant, I had a look at a machine 
we'll probably be hearing more 
about in another year or two. Ex- 


spring assemblies in a V-8 engine. 

When operating at capacity, the 
equipment will assemble valve 
springs at a rate of five completed 
cylinder heads per minute. 

Attesting to Cross management’s 
confidence in the future growth of 
industry needs for automation 
equipment is the built-in provision 
for the next phase of expansion and 
space layout on a building-block or 
“module” scheme to accommodate 
long-term growth as needed. 

At the opening of the new plant, 
Milton O. Cross jr., president, said, 
“This completes the first phase of 
our long-range expansion program. 
We now have capacity for an an- 
nual sales volume of $15 million, 
and floor space to increase our 
capacity to a $25 million volume.” 
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Stainless Steel can help you sell! 


Stainless Steel trim can be a sales point 
when you talk about your new models, if you 
make your prospects aware of its advantages. 

Start by showing the trim. Emphasize that 
Stainless Steel is harder even than carbon 
steel, and thus can do an outstanding job of 
resisting dents, scratches, pitting and corro- 
sion. Point out its ease of cleaning, its resis- 
tance to bleaching or discoloration by deter- 
gents. Stress its beauty—the gleaming good 
looks that won’t fade through the years. 





Don’t forget, either, that your customers 
are already familiar with Stainless Steel. They 
know its value, because they’ve used it in 
countless ways to enrich their lives. Show 
them how they can receive this same value 
in their new Pontiacs. 

Use these sales points! 


USS 
Stainless Steel | 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices Of "56s added and '48s dropped in November, 1955. Prices of 57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $7 last week to $926, 
according to Automotive News’ 
index. 


Biggest losses were recorded 
on late models, with prices going 
down $27 on ’57s, $19 on ’56s and 
$10 on ’55s. Other setbacks in- 
cluded $4 on ’53s and $2 on ’52s. 

Higher prices amounted to $2 












ALABAMA 








JOHNSON AUTO 
AUCTIONS 
Lawrenceburg, Tenn.—Tuesday 




















MID-WEST AUTO AUCTION 


1155 So, Platte River Dr. 
DENVER, COLORADO 
Burden-Dud!ley-Caswell 
: Harvey Greenwood 
Sale every Tuesday at !1 A.M. 
Phone Sherman 4-3263 








BIG — ANNIVERSARY SALE — BIG 
FRIDAY, MAY 3, 1957 


DENVER AUTO AUCTION 


4595 Seuvth Senta Fe Littleton, Colo. 
Phone Sunset 1-6673 
Car will be given away free 
BIG — ANNIVERSARY SALE — BIG 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 


Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 


the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 


through an ad in Automotive 
News. 
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ILLINOIS 





QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 





IOWA 








TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa'’s Oldest Auto Auction 
of the Clean Car Country 
Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








MASSACHUSETTS 








PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at I! A.M. 
Newburyport Turnpike, U.S. Rt. | 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 








MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. 


on ’54s and ’50s and $1 on ’5l1s. 


Readjustments on ’56s and ’55s 
established new lows for those 
models. 

At a group of representative 
auctions last week, the average 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half an west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 








AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 


Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 


Sale every Friday: 10:30 a.m. 
An effective channel to buy and sell 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Ev. Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 





DIRECTORY 


type) —$5.00, I-time; $4.00, 13-times; $3.50, 52-times. 
S-inches on 2 columns.) For Display Rates contact Want Ad Dept., 





consignment was 189.5 units, com- 
pared with 1674 the previous 
week. The sales ratio was 70.9 
percent, compared with 72.6 per- 
cent a week earlier. 


Prices marked with an as- 





Display 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% saf. because all titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
Your Good Will—Our Most Valuable Asset 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, 


. Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


WASHINGTON 





terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday, 

Prices are for sale of Apr. 12.) 

(Activity really strong as 69 percent of 
consignments sold. Still no indication 
that prices are getting any stronger, Sold 
272 out of 397.) 

BUICK—’57 Century Riviera, $2,805* (ps), 
’56 Special Riviera, $1,855*, °55 Century 
Riviera, $1,555*, $1,300* (ps); Super 
Riviera, $1,465* (ps); Special Riviera, 
$1,410*, $1,290*; 4-dr., $1,320*. 54 Cen. 
tury conv., $1,350* (ps); Special 4-dr,, 
$1,035, $1,015*. 

CADILLAC—’56 (62) coupe, $3,450* (ps), 
"54 (60) 4-dr., $2,055* (ps). 52 (60) 4 
dr., $1,105* (ps). '51 (62) 4-dr., $490*, 
"49 (61) 4-dr., $430*, °48 (61) 4-dr,, 
$125*. 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,275*; coupe, $2,185*; Two-ten (6) 2. 
dr., $1,625. ’56 Bel Air (8) coupe, $1,- 
775*; 4-dr., $1,550*, $1,535*; Bel Air (6) 
4-dr., $1,360*; Two-ten (6) 2-dr., $1,325, 
’55 Bel Air (8) coupe, $1,265*, $1,240*; 


4-dr., $1,065, $1,055*, $1,025*, $970°, 
$920; Two-ten (8) 2-dr., $1,050, $905; 
Two-ten (6) 2-dr., $1,125, $955, $865, 


‘54 Bel Air 4-dr., $875, $720; Two-ten 
4-dr., $700, $690, $680*, $670, $660°. 
CHRYSLER—’55 (300) coupe, $1,875* (ps); 
St. Regis coupe, $1,680* (ps). '54 NY 
4-dr., $945* (ps). °52 NY 4-dr., $350° 
(ps); Saratoga 4-dr., $125*. ‘51 NY 4- 

dr., $295°. 

DeSOTO—’50 Sportsman coupe, $145. 

DODGE — ’'55 Royal 4-dr., $1,030*. °53 
Meadowbrook 4-dr., $325; Coronet 2-dr., 
$305*, °52 Meadowbrook 4-dr., $215. 51 
Coronet 4-dr., $155. 

FORD—’57 Country sedan, $2,450°; Fair- 
lane (8) Victoria, $2,200*; Ranch Wagon, 


$2,025. °56 Thunderbird, $2,680* (ps); 
Fairlane (8) Victoria, $1,800*, $1,710* 
(ps), $1,645*, $1,585* (ps); conv., $1,- 
700*, $1,665°; 4-dr., $1,535*°, $1,455*; 


Ranch Wagon, $1,580*. ’55 Fairlane (8) 
Victoria, $1,140*; Custom (8) 2-dr., $905, 
2 at $900, 2 at $870. 

HUDSON—’54 Jet Liner 4-dr., $480*. 

KAISER—’53 Manhattan 4-dr., $295°. 

LINCOLN—’55 Capri 4-dr., $1,575* (ps). 

MERCURY—’57 Montclair coupe, $2,675* 
(ps); Monterey 4-dr., $2,570° (ps). '56 
Montclair 4-dr., $1,650* (ps). "55 Custom 
coupe, $1,215*. "54 Monterey 4-dr., $950*, 
$890*. '53 4-dr., $475. 

NASH—’57 Rambler Cross Country, $2,- 
275°. °53 Statesman 4-dr., $465; 2-dr., 
$250. "52 Statesman 4-dr., $150; Ambas- 
sador 4-dr., $145*°. °51 Rambler station 
wagon, $235. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,145* (ps); Deluxe Holiday, $2,115° 
(ps). "53 (88) 4-dr., 2 at $800° (ps). "51 
(98) Holiday, $325*; 4-dr., $290°, $160°*, 

PACKARD—’53 (300) 4-dr., $325*, $200. 

PLYMOUTH—’57 Plaza (8) station wagon, 
$2,075. °56 Savoy (8) coupe, $1,460*; 
Belvedere (6) 4-dr., $1,205, '55 Savoy (8) 
4-dr., $955, $950, $915; Savoy (6) 4-dr., 
$875°*; Plaza (6) 4-dr., $780. '54 Belve- 
dere ceupe, $550°; Savoy 4-dr., $395. 

PONTIAC—’56 Star Chief (8) conv., $2,- 
155° (ps); Chieftain (8) Catalina, $1,- 
335°. °55 Star Chief (8) 4-dr., $1,685* 
(ps); Chieftain (8) Catalina, $1,255*; 4- 
dr., $1,105*, $1,060° $975. ‘54 Chieftain 
(8) 4-dr., $870°. "51 2-dr., $215. 

STUDEBAKER—’ 55 President, 4-dr., $970*. 
’53 Champion coupe, $500*; 4-dr., $345; 
Commander 4-dr., $235*. °52 Champion 
coupe, $155, $125°. "51 Champion 4-dr., 
$105*, $100°. 

WILLYS—'56 station 
station wagon, $210. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of Apr. 12.) 

(Snowed in again. Very active sale on 
clean cars.) 

BUICK—’56 Super coupe, $2,070* (ps). ‘55 
Special Riviera, $1,485*; coupe, $1,445°. 
"53 Super coupe, $750°. 

CADELLAC—'55 (62) 4-dr., $2,380° 
"52 (62) 4-dr., $1,070°. 

CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,400°. '56 Two-ten (8) station wagon, 
$1,900*, $1,870°; Bel Air (8) Sport coupe, 
$1,870*; 4-dr., $1,300. '55 Bel Air (8) 
station wagon, $1,570* (ps); Sport coupe, 
$1,455°*; 4-dr., $1,295*; Two-ten (8) 2- 

., $1,100°. °54 Bel Air 4-dr., $915°; 
Two-ten 2-dr., $820. °53 One-fifty 4-dr., 
$525. "52 SL Deluxe 4-dr., $175. 

CHRYSLER — '°55 Windsor 4-dr., 
(ps). 

DeSOTO—'55 Fireflite 4-dr., $1,580° (ps). 
"54 Firedome 4-dr., $925 (ps). 

DODGE—’56 Royal 4-dr., $1,700*, '55 Cor- 
onet (8) 4-dr., $1,020*. '53 Coronet (8) 
coupe, $580. 

FORD — '57 Thunderbird, $3,160* (ps); 
Fairlane (8) 4-dr., $2,205*%; 2-dr., $2,- 
175*; Custom (6) 4-dr., $1,595; 2-dr., 
$1,480, °56 Country sedan, $1,750° (ps); 
Fairlane (8) 4-dr., $1,580*, $1,510°, $1,- 
505; Custom (8) 2-dr., $1,400, 2 at $1,- 
240; 4-dr., $1,135; Custom (6) 2-dr., 
$925; Main (6) 2-dr., $1,070. 

KAISER—’53 Manhattan 4-dr., $250. 

LINCOLN—’55 Capri coupe, $1,750* (ps). 

MERCURY—'56 Montclair coupe, $1,900*. 
’55 Montclair coupe, $1,570*; Monterey 
coupe, $1,420*; Custom 4-dr., $1,130*. 

NASH—’55 Rambler Cross Country, $1,270. 

OLDSMOBILE—’57 (88) Holiday, $2,500°; 
2-dr., $2,380. ’56 (98) 4-dr., $2,200* (ps); 
(88) 4-dr., $1,800*, ’55 (88) Super Holl- 
day, $1,785* (ps); 4-dr., $1,475°. ‘54 
(88) 4-dr., $1,200°. 

PLYMOUTH — '57 Belvedere (8) Sport 
coupe, $2,490; Hardtop, $2,460* (ps); 
Plaza (6) 4-dr., $1,870*, '56 Belvedere 
(6) Sport coupe, $1,495*, ’°55 Savoy (8) 
4-dr., $975°*. 

PONTIAC— 56 Chieftain (8) Catalina, $1,- 
735*. °55 Chieftain (8) station wagon, 
$1,575*, $1,425*; 4-dr., $1,120*, $1,080°. 
’53 Chieftain (8) Catalina, $735°. 

STUDEBAKER — ‘52 Commander 4-dr., 


wagon, $1,140. ‘49 


(ps). 


$1,520° 


WILLYS—’50 station wagon, $195. 

MISCELLANEOUS—’57 Ford %-ton pick- 
up, $1,685. ’°56 Chevrolet %-ton pickup, 
$1,095; Ford %-ton pickup, $1,500, ’51 
Willys pickup, $335. 


SOUTH SEATTLE AUTO AUCcTION| WAREHOUSE POINT, CONN. 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





(Southern Auto Sales Inc, Auction, Sale 
every Wednesday. Prices are for sale of 
Apr. 10.) 

(Consignments high with an excellent 
— = sold, Market strong, Sold 188 out 
of 246.) 

BUICK—’55 Special Riviera, $1,475*. "54 

Special conv., $1,350*%; Riviera, $1,100; 


(Continued on Page 19, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 18) 


RM conv., $1,255* (ps). "53 RM Riviera, 
$795* (ps), $635*. °52 Special Riviera, 
$505*, $475*, $320*%, $275°. ’51 Super 2- 
dr., $335*, $225*, $175°*. : 
)ILLAC—’56 (62) conv., $3,750* (ps). 
eo) 4-dr., $2,800* (ps). "54 (62) 
coupe de Ville, $2,500* (ps) ; coupe, $2,- 
250* (ps), $2,100* (ps). '53 (62) 4-dr., 
$1 360* (ps). "52 (62) 4-dr., $900*, $815* 
(ps). "51 (62) conv., $1,025*, $675*, 
$650*. '49 (62) 4-dr., $260*, $150°. 
CHEVROLET — '56 One- fifty (8) station 


wagon, $1, 560; Two-ten (8) 4-dr., $1,400, 
$1,325. '55 Bel Air (8) Nomad, ‘$1, 650* ; 
Hardtop, $1,335* (ps), $1,265; Two-ten 
(8) Delray, $960, $950, $935, $925, $875. 
'54 Bel Air 2-dr., $1,000, $835; Two-ten 


4-dr., $805, $730, "$700, $650. 53 Two-ten 
9-dr., $740, $650, $455*, $430*; Bel Air 
9-dr.. $620, $575, $500; One-fifty 2-dr., 
$530, °52 SL Deluxe 4-dr., $335. '51 SL 


Deluxe 2-dr., $295*, $155. "50 SL Deluxe 
station wagon, $280, $225, $175, °49 2-dr., 
$165. 

CHRYSLER — 
(ps), $230*. "50 NY 4-dr., 

DeSOTO—’'53. Custom 4-dr., 
tom 4-dr., $210*. = a 

D G E—’53 Coronet conv., $550; clu 

a $350; Meadowbrook 4-dr., $500, 
$450*. °52 Coronet 4-dr., $255, '51 Way- 
farer 2-dr., 2 at $150, '50 Coronet 4-dr., 
—s ir., $1,335; Main 

D—’56 Custom (8) 2-dr., ,335; Ma 

~~ 2-dr., $975; police, $790, $785. °55 
Thunderbird, $1,900 (ps); Country Squire, 
$1 495, $1,460*, $1,450, $1,050; Custom 
(8) 2-dr.. $1,030, $985. °54 Custom (8) 
4-dr.. $850*, $630. °53 Ranch Wagon, 
$300. $585, $570, $560; Main (6) 2-dr., 
$505, $474. $425. $385. '52 Main (8) 2- 
dr.. $320,'$300. °51 Custom (8) conv., 
$360, $310*, $175, $110. '50 Deluxe 2-dr., 
$170, $155. 

LINCOLN—’52 Capri Hardtop, $300*. : 

MERCURY—’56 Custom 2-dr., $1,370. °55 

Monterey Hardtop, $1,335*. “54 Monterey 
9-dr., $1,050* $965*. "53 Monterey Hard- 
top, $845", $800*, $610, $590. "52 Monte- 
rey 4-dr.. $575. "51 4-dr., $395, $270, 
$255, $175. "50 2-dr., $135. 
NASH—’52 Rambler ‘station wagon, $320; 
Hardtop, Statesman 4-dr., $305; 
Ambassador 4-dr., $145, ‘51 Ambassador 
4-dr.. $135. 

OLDSMOBILE—'54 
"53 (88) Holiday, 
$540*: (98) Holiday, $765". 
per 2-dr., $450*; conv., $425°, $400°. "51 
(88) conv., $370*; Holiday, $270*, $220°, 
$185*, $135*, $100*; (98) conv., $170*. 

PACKARD—'52 (200) 2-dr., $285°. 

PLYMOUTH—’'56 Savoy (8) 2-dr.. $1,460° 
'55 Savoy (8) 2-dr., $885, '53 Cranbrook 
4-dr., $335. "52 Cambridge 4-dr., $280, 
$275, $200. "50 Suburban, $405. 

PONTIAC—’'55 Chieftain (8) station wag- 
on, $1,440*. '54 Chieftain (8) 2-dr., $875° 
(ps); 4-dr., $800, $690. ‘53 Chieftain (8) 
2-dr., $630*. °52 Chieftain (8) 2-dr., 
$500*: Catalina, $540*, $360°. ‘51 (8) 4- 
dr., $290° $275*, $270°, $150. 

STUDEBAKER ’55 Commander club 
coupe, $865*. "54 Commander club coupe, 
715. "53 Champion club coupe, $535°; 
Commander Hardtop, $295. '51 Champion 
2-dr., $110. 

MISCELLANEOUS — '53 Chevrolet 
pickup, $610; Dodge 1i1-ton 
$480. "52 Henry J 2-dr., $120; 
tional walk-in, $355. 


FORT WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 

Tuesday. Prices are for sale of Apr. 16.) 
(Sold 59 cars out of 75 offerings.) 

BUICK—’57 Special Riviera, $2,625*° (ps). 
"56 Century 4-dr., $1,980°, ‘55 Special 2- 
dr. $1,560° (ps). ‘54 Special Riviera, 
$1,035". "53 Super Riviera, $655° (ps); 
Special 4-dr., $490; RM Riviera, $700° 
(ps). "52 Special 4-dr., $310. 
4-dr.. $300. 

CADILLAC —'54 (62) $1,830°. 
(62) Hardtop, $1,300*; 2-dr., $1,280°. 
CHEVROLET—’'56 Two-ten (6) 2-dr., $1,- 
315. "55 Bel Air (8) Hardtop, $1,320°*. 
"54 Bel Air 4-dr., $810*, "53 Two-ten 4- 
r., $575*; One-fifty 4-dr., $385. "52 De- 
luxe 4-dr., $305; 2-dr., $300. 
Deluxe Bel Air, $390*; 2-dr., $275°. 

CHRYSLER—'49 Windsor 4-dr.. $120°. 

DeSOTO—'51 Custom 4-dr., $165. 

DODGE—’55 Coronet Hardtop, $1,140. 
Coronet 4-dr., $215. 

FORD—’56 Ranch Wagon, $1,460*; Fair- 
lane (8) club coupe, $1,430°; 4-dr., $1,- 
405°; Custom (8) 4- dr., $1,425*. '55 Fair- 
lane (8) Victoria, $1, 240°; Ranch Wagon, 
$1,230; Custom (8) 2-dr., $1,030°; Main 
(6) 2-dr., $675. "54 Custom 4-dr., $600. 
"53 Custom (8) 2-dr., $600, $540; Hard- 
top, $425*. "52 Crest (8) Victoria, $435*; 
Custom (8) 4-dr., $385, $365, $350°. 

MERCURY—’53 Monterey Hardtop, $875*. 
‘52 Monterey Hardtop, $600*, $340; 4- 
dr., $370. 

OLDSMOBILE—’'54 (88) 4-dr., $1,215*. '53 
(88) 2-dr.. $535*. ’51 (88) 4-dr., $235°. 
"50 (88) Holiday, $180*; 2-dr., $140*. 

PLYMOUTH—’53 Cambridge station wag- 
on, $625. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
825*, $1,550*. ’55 Chieftain (8) Catalina, 
$1,390*, °54 Star Chief 4-dr., $805*, ‘51 
Catalina, $250*, $185*. 

STUDEBAKER — °51 Commander Land 
Cruiser, $100°*. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of Apr. 16.) 

(Sold 228 cars out of 356.) 

BUICK—’56 Special Riviera, $1,920*, $1,- 
890*. '55 Special Riviera, $1,620°, $1, 450°, 
$1,425* (ps); Century ‘Riviera, $1,600*, 
.$1,525°; 2-dr., $1,400* (ps), $1,300 (ps), 
$1, 300°: Super Riviera, $1,550* (ps). '54 
RM conv., $1,195* (ps); Century Riviera, 
$1,025*; Special 4-dr., $990; Riviera, 
$865* (ps). °53 Special Riviera, $845* 
(ps); Super Riviera, $795*, $400° (ps); 

Riviera, $745*. °52 Super Riviera, 
$410*, $350*, $270; Special Riviera, $255*. 
"51 RM Riviera, $400*. 

CADILLAC—'56 (62) coupe de Ville, $3,- 
500* (ps). '55 (62) coupe de Ville, $2,775* 
(ps). ’54 (62) coupe, $2,230° 3, S; 
175*. '50 (62) 4-dr., 5 
49 (62) 4-dr., $355*.. 

CHEVROLET—'56 Bei Air (8) conv., $1,- 
800* (ps); Sport coupe, $1,660*; Two-ten 

(6) Sue, $1,300; 4-dr., $1,275, $1,150; 

2-dr., $1, 130; One-fifty (8) station wag- 

on, $1, 300; 2-dr., $950; One-fifty (6) sta- 


’52 Saratoga 4-dr., $465* 
$175*. 


$575*. °51 Cus- 


$275; 


Holiday, $1,625*. 
(ps); 4-dr., 
"52 (88) Su- 


(9R) 
$s00* 


\%-ton 


4-dr.. "53 


"51 


platform. | 
Interna- | 


51 Super | 


"51 SL) 





tion wagon, $1,015; 4-dr., $770; Bel Air 


(6) 2-dr., $1,500* (ps), $1,295; conv., 
$1,430; 4-dr., $1,250*, '54 Bel Air 2-dr., 
$825* (ps), $770; One-fifty 2-dr., $650; 


Two-ten 4-dr., $540. ’53 Bel Air 4-dr., 
$580, ’52 station wagon, $500. 

CHRYSLER—’55 NY 4-dr., $1,465* (ps). 
"54 NY 4-dr., $1,175* (ps). ’°51 Windsor 
2-dr., $270*, $210*. 

DeSOTO—’55 Firedome Seville 2-dr., 
300*, $1,275*. °54 Firedome (8) 
$800* (ps). '53 Firedome (8) 4-dr., 
conv., $280* (ps). 

DODGE—'56 Royal (8) 4-dr., 
Royal Lancer, $1,495*; 2-dr., $1,295*; 
4-dr., $1,195*; Coronet 2-dr., $1,270*; 
4-dr., $1,195* (ps). °54 Coronet (8) 4-dr., 
$695*. '53 Coronet (8) 4-dr., $465*, ‘52 
Coronet 2-dr., $235*. 

FORD—’57 Custom (6) 300 sedan, $1,570. 
‘56 Fairlane (8) Country sedan, $1,610*, 


$1,- 
2-dr., 
$570*; 


$1,610*. '55 


$1,405*; conv., $1,655; Town sedan, $1,- 
585*; 4-dr., $1,575*; Victoria, $1,550*; 
Crown Victoria, $1,525*; Ranch Wagon, 
$1,380; Custom (8) 2-dr., $1,240*, $1,050. 
"55 Fairlane (8) conv., $1,560*, $1,300*; 
4-dr., $1,255*, $1,225* (ps); Ranch Wag- 
on, $1,025; Custom (6) 2-dr., $965*. '54 


$675, $435, $420; Main 
(6) 2-dr., $385. '53 Crest (8) 4-dr., $600; 
Victoria, $650*, $500; 2-dr., $415*. °52 
Custom (8) 2-dr., $410*; Main (8) 2-dr., 
$215. 
HUDSON—’54 Wasp 4-dr., $335*. 
LINCOLN — ’'57 Premiere 2-dr., $3,950* 
(ps). °56 Capri 2-dr., $2,450* (ps). 
Capri 2-dr., $740* (ps). | 
MERCURY — ’'56 Monterey 2-dr., $1,750* 
(ps). ‘55 Monterey 2-dr., $1,425* (ps); 
Montclair 4-dr., $1,095*. °54 Custom 
Sport coupe, $1,010*; 4-dr., $945*. °53 
4-dr., $575*, $355*. °51 Monterey 2-dr., 
$440. 
NASH 
Rambler 4-dr., 
dr., $495, $220. 
OLDSMOBILE—’57 (98) Holiday, $3,225* 
(ps). "56 (98) conv., $2,485* (ps), $2.,- 
375* (ps); (88) Super conv., $2,250* 
(ps), $2,215* (ps), $2,145* (ps); Holiday, 
$2,145* (ps), $1,810* (ps); Deluxe 4-dr., 
$1,600*; 2-dr., $1,595*. "55 (98) Holiday, 
$1,.850*, $1,580* (ps); 4-dr., $1,420* (ps): 
(88) Super Holiday, $1,800* (ps), $1,660° 
(ps); Deluxe Holiday, $1,575* (ps). °54 
(98) Holiday, $1,460* (ps); 4-dr., $1,375* 
(ps); (88) Super 4-dr., $1,330* (ps), $1,- 
075*; Holiday, $1,275* (ps); Deluxe 4- 
dr., $1,300* (ps), $1,185* (ps), $1,185*, 
$940*; 2-dr., $940°. "53 (98) 4-dr., $735° 
(ps), $725* (ps), $575*. °52 (88) Super 
4-dr., $360°. 
PLYMOUTH- 
240°; 2-dr., 


$1,085°, 


Custom (6) 2-dr., 





56 Rambler 4-dr., $1,340*. '54 
$955*. °53 Statesman 4- 


"55 Belvedere (8) 4-dr.. 
$1,205*; Savoy (8) 4-dr., 

$1,040°. °54 Belvedere 4-dr., 
$835*; Savoy 4-dr., $545. "53 Cambridge 
4-dr., $405, $335; Suburban, $395. 

PONTIAC—'56 Star Chief (8) Catalina, 
$2,025* (ps). "55 Star Chief (8) Catalina, 
$1,435*, $1,400° (ps), $1,250*°; Chieftain 
(8) Catalina, $1,270*, '54 Star Chief ‘8) 
Catalina, $1,050° (ps); Chieftain (8) 
Catalina, $1,050°; station wagon, $875* 
"53 Chieftain (8) Catalina, $740*, $400*; 
4-dr., $210*°. °52 Chieftain (8) 4-dr., 
$375°, $235°. 


$1,- 


| STUDEBAKER — '53 Commander Hardtop, 


$550. 
MISCELLANEOUS—'57 Volkswagen 2-dr., 
$1,720. '54 International pickup, $610. 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 
nesday. Prices are for sale of Apr. 17.) 

(Used cars may be tn short supply but 
it certainly ts not reflected in the whole- 


sale market. Buyers are still cautious 
and mot buying heavily. Sold 103 out of 
167.) 


BUICK—'56 Century Riviera, $1,900* (ps). 
‘55 Super Riviera, $1,500*° (ps), $1,440* 
(ps); 4-dr., $1,300*%; Century Riviera, 
$1,430° (ps); Special 4-dr., $1,320*: Rivi- 
era, $1,060. 54 Century Riviera, $1,080°*, 
$930° (ps); Special 4-dr., $800*. ‘53 Su- 
per Riviera, $635°, $585°, $535°; 4-dr., | 
$575°. '52 Special 4-dr., $300*°. '51 Spe- 
cial 2-dr., $135°. 

CADILLAC—'56 (62) club coupe, $3,275* 
(ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
135°. '56 Bel Air (8) club coupe, $1,650°; | 
2-dr., $1,475*; Two-ten (8) 2-dr.. $1,355; | 
4-dr., $1,140. 55 Bel Air (8) club coupe, | 
$1,405; Bel Air (6) conv., $1,325*; club) 
coupe, $1,170*; Two-ten (6) club coupe, 
$1,065; Delray, $1,050*. '54 Two-ten sta- 
tion wagon, $795*; Delray, $625; One- 


fifty station wagon, $700. '53 Two-ten 
2-dr., $630°; Bel Air 2-dr., $560, e, | 
$475°*; 4-dr., $420°, $390° (ps); One-fifty | 
2-dr., $355. '52 Customized conv., $475. 
*51 SL Deluxe 4-dr., $205*; 2-dr., $155°. | 
$145*. '50 SL Deluxe 2-dr., $165. 


CHRYSLER-—’53 NY club coupe, $400. 

DODGE—’53 Coronet 4-dr., $380*; Mead- 
owbrook 4-dr., $265, °51 Coronet 4-dr., 
$165. i 

FORD—'56 Country sedan, $1,765* (ps), 
$1,550; Fairlane (8) conv., $1,665, $1,- 
625°; 2- dr., $1,500*, $1,435*, $1,380, $1,- 
375°; 4-dr.. $1, 320°; club coupe, $1,400* 
(ps); Ranch Wagon, $1,525*; Custom (8) 
4-dr., $1,190; Main (6) 2- dr., $975; Cus- 
tom (6) 4-dr., $885 (ps), taxi, ’55 Fair- 
lane (8) club coupe, $1,300*; conv., $1,- 
245; 2-dr., $1,050*, $1,045*, $990*; Cus- 
tom (6) 4-dr., $790 (commercial). °'54 
Ranch Wagon, $880; Main (8) 2-dr., 
$500. ’53 Crest (8) Victoria, $420°; Main 


(8) 4-dr., $275. '52 Crest (8) Victoria, 
$245; Main (6) 2-dr., $190; Custom (8) 
2-dr., $160, 


MERCURY—’56 Medalist 2-dr., $1,165. '55 
station wagon, $1,340*. '54 Custom 2-dr., 
$605*. ‘53 Monterey club coupe, $785*. 
"51 Custom 4-dr., $145. 

NASH—’54 Rambler 4-dr. $850. 

OLDSMOBILE—’55 (98) "Holiday, $1,605° 


(ps). °54 (88) Super 4-dr., $1,315*; De- 
a, club coupe, $900*; (98) Holiday, 
PACKARD—’51 Clipper 4-dr., $150*, 


PLYMOUTH—'55 Belvedere (8) club coupe, 
$1,400*; Belvedere (6) club coupe, $1,025; 
Savoy (6) 4-dr., $965*, $810°, '54 Belve- 
dere ciub sedan, ” $570, *52 Cambridge club 
coupe, $140. "51 Suburban, $200, 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
490°. '55 Chieftain (8) Catalina, $1,270*, 
$1,260*. '53 Chieftain (8) Catalina, $750°: 
4-dr., $525°; 2-dr., $385*. 

sTUDEnAKER—'6i Champion club coupe, 


631 = 


19 


MISCELLANEOUS—’53 Ford %-ton pick- 1 Fairlane (8) Victoria, $1,600*; 4- Hardtop, $1,160*, $1,155*. °52 Custom 
up, $500. $1, 330* (ps), $1,300*; Ranch Wagon, 2-dr., $470; Monterey conv., $450*, ’51 
$1. 270; Custom (8) 2- dr, $1, we $1,- wane $295, $225. ’49 4-dr., $105°. 

155, $1,025; 4-dr., $1,250*, $1,120*, °54/ } —'56 Rambler Cross Country, §$1,- 

PORTLAND, ORE. Custom (8) club coupe, $875; 4-dr., $855", 675. '55 Rambler Cross Country, $1,405*; 

(Portland Auto Auction, Inc, Sale every $550; 2-dr., $630; Custom (6) club coupe, 2-dr., $785. °54 Rambler station wagon, 
Tuesday. Prices are fur sale of Apr. 16.) $720*. °53 Ranch Wagon, $830; Custom $635. '53 Rambler station wagon, $500. 

(8) Victoria, $690*; 2-dr., $680*; club| OLDSMOBILE — ’57 (88) Super Holiday, 


oe? o * *. 
BUICK—55 Special 4-dr., $1,680°, $1,480°; | coupe, $675; Custom (6) 4-dr., $610, '52| $3,195° (ps), 


’56 (88) Holiday, $2,220*. 











tury Ande gino" °54 “Buser Riviera,| Crest’ (8) Victoria, $700; Custom (8) 4-| §1,930*; Super 4-dr., $2,020° (ps). °56 
$1,220*. '53 Super Riviera, $855*, $730°,| 4T-, $560*, $295; 2-dr., $550, $480, °51| (98) 2-dr., $1,760*; (88) Super 2-dr., $1,- 
"59 Super 4-dr., $550*: RM 2-dr. $545°. Custom (8) 2-dr., $325, $315*, $270; 4- 705* (ps); 4-dr., $1,680*. ’54 (88) Super 
50 Super 4-dr.. $190*, ’49 Super ‘sedanet T., $235, $225*; Custom (6) 2-dr., $195. 4-dr., $1,500* (ps); Holiday, $1,385*. '53 
$135*. '36 2-dr.. $175. | HUDSON—’52 Hornet 4-dr., $335*. (98) Holiday, $1,120* (ps); (88) 4-dr., 

CADILLAC—'56 Eldorado Seville, $4,.300° | LINCOLN — '53 Capri Hardtop, $1,105*| $675. 52 (88) Super 2-dr., $695°. *51 
’ ae can ora . — e, Se ose | (ps). '51 4-dr., $150", (98) 4-dr., $375*, $365*, 2 at $230*; (88) 
(ps), °53 (62) ddr. $1,325° ‘(ps)’ 52 | MERCURY—'56 Custom 4-dr., $1,880*, '55| 4-dr-, $315°. °50 (88) Super 4-dr., $240®; 
(62) 4-dr., $1,145* (ps). 51 (62) coupe| Monterey station wagon, $1,750*; Mont- (98) 4-dr., $225*, $150*; sedanet, $220*. 
de Ville, $1,100*. ’49 4-dr.. $330* clair conv., $1,650* (ps). °54 Monterey (Continued on Page 22, Col, 1) 




























CHEVROLET—’57 One-fifty (8) 2-dr., $1,- 
850. ’°56 Bel Air (8) Hardtop, $1,935*, | 
$1,725*, $1,660*; 4-dr., $1,715*, $1,705*; | 
Two-ten (8) 2-dr., $1,425, $1,400, 2 at) 
$1,375; Two-ten (6) station wagon, $1,- | w 
850°. °55 Bel Air (8) station wagon, § é 
$1,675*; 4-dr., $1,450*; Two-ten (8) sta- 
tion wagon, $1,460; 4-dr., $1,280*, $1,- 
185, $1,180, $1,120; 2-dr., $1,200; Two-ten 
(6) 2-dr., $1,265, $1,095, $1,040. °54 Bel) i ifa’ ; 
Air 4-dr., $960*, ’53 Two-ten club coupe, Pag paid for my wife’s mink coat! 
$710. '52 SL Deluxe club coupe, $465*; “Profits h : 
4-dr., $445*, $415*: 2-dr.. $385.51 SL rofits have been phenomenal since 
a a $395*; 4-dr., $320*, $250; I introduced ISETTA ‘'300" just a 
Special club coupe, $310; 2-dr., $250. | * 
'50 4-dr., $320, $250; club coupe, $290. | month ago. Sold 16 in first five days 
$195. °49 4-dr., $185, $155; Carryall, .. showroom traffic is terrific since 
$225. cars began appearing around town.” 
CHRYSLER — '55 Imperial 4-dr., $2,150* | 
(ps), ’51 Imperial 4-dr., $295* (ps). A. C. DOERING DEALERS! SEE PAGE 33 
DeSOTO—'52 Custom 4-dr., $420*. Perego WRITE or WIRE: 
FORD—'57 Fairlane (8) 500 Acdr., $2,290°; Pa FADEX COMMERCIAL CORPORATION 
airlane (8) ctoria, $2,125*. '56 Coun- ; ; 
try sedan, $1,905*, $1,650: Fairlane (8) Grand Rapids, Mich. 136 LIBERTY ST., NEW YORK 6, N. Y. 
4-dr., $1,675, $1,650*, $1,565; Custom 
(8) 4-dr., $1,270. 


_ (8) 4-dr., § _’55 Thunderbird, $2,- 








offers a motor oil 
that auto engines 


thrive on... 


a reliable 33,000 
mile guaranty that 


honors claims promptly... 


PLUS 
satisfied customers 


who keep coming back... 


free chassis and engine repair motoring, 
when Valvoline lubricated—at no cost to you. 


Here is the positive way to give your cus- 
tomers 33,000 miles or 24 months of trouble- 


Write Valvoline today, Dept. AN-457, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 
about the 33,000 Mile Guaranty. 


VALVOLINE OIL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
- FREEDOM, PENNSYLVANIA 
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FORD FAMILY OF FINE CARS 
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A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


After years of testing, trial and error, Henry p» 
Ford in 1917 began to manufacture the Fordson 

the world’s first mass-produced tractor. It 
revolutionized farming and for several years in 
the 1920's accounted for three-fourths of all 
tractors sold in the U.S. 


Henry Ford in 1907, seated on one of his early 
experimental tractors which he called an “‘auto- 
mobile plow.” Born on a farm, Henry Ford 
never lost his deep desire to make farm life less 
burdensome. Once he said, “I have walked many 
a weary mile behind a plow and I know all the 
drudgery of it.” 









ak 

Now undergoing tests, this experimental Ford 
Typhoon tractor contains many totally new 
features, including a unique free piston turbine 
engine, power shift transmission and power 
capabilities too great to be used effectively at 
this time. 
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The “automobile 
plow’ has come 
a long way... 


Today's Ford tractors provide the versatile muscles of steel that are taking 
more and more of the burden of farming off the backs of men. The Model 960 
Ford Powermaster shown is one of 11 models available in two power series. 


This year marks the Fortieth Anniversary of the world’s first 
mass-produced tractor. It was a Fordson tractor—husky, steel- 
wheeled and hand-cranked—but it set the pattern for future farm 
motive power and literally “‘sold”’ the advantages of mechanized 
farming. It spelled the end of the Horsepower Era on American 
farms. 

Ever since that day in 1917, Ford Motor Company has man- 
ufactured tractors—constantly seeking to improve performance, 
economy and quality. 

This month our 2,500,000th Ford tractor came off the assembly 
line. In power, capacity and design it’s a far cry from its distant 
cousin, the 1917 Fordson. 

No longer is the tractor a “mechanical horse” that drags farm 
machinery along the ground. Today’s versatile models have a 
built-in hydraulic lift system and three-point implement linkage 
that integrate implement and tractor into a single working tool. 
The farmer can lift, lower or adjust an implement without leaving 
his seat on the tractor. 

Our search for better and more efficient farm mechanization 
continues. The new, experimental Ford Typhoon tractor, for 
instance, may be the forerunner of a totally new concept of farm 
power. It has a unique free piston turbine engine, and power 
capabilities so great that only half its potential has been utilized 
in initial test work. 

The Typhoon is another indication of our interest in serving 
agriculture. Today, Ford Motor Company is the only manu- 
facturer producing all three of the basic types of equipment the 
modern farmer needs—automobiles for transportation, trucks 
for hauling, and farm machinery for the vital job of growing food 
and fiber. 

We call them the Ford Farm Family—and for many years each 
member has helped to take the burden of farm work off the backs 
of men and place it on muscles of steel. As we mark this Anniver- 
sary, we pledge ourselves anew to work toward a better, more 
bountiful, more profitable agriculture that will benefit us all. 


“He Who Serves Agriculture Serves All Mankind.” 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN ¢ CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 





AUTOMOTIVE NEWS, APRIL 29, 1957 


Used-Car Auction Prices 


(Continued from Page 19) 


PLYMOUTH—’55 Savoy (8) 4-dr., $1,085, 
$1,045, $1,030; Plaza (8) 4-dr., $975; 
Savoy (6) 2-dr., $950, $710. '54 Subur- 
ban, $920. '53 Cranbrook club coupe, 
$655; 4-dr., $625*, $620. '52 Concord se- 
dan, $540. 51 Cranbrook 2-dr., $300. '50 
4-dr., $330, $220, $190; club coupe, $170. 
"49 4-dr., $150. 

PONTIAC—’56 Chieftain (8) 2-dr., 
‘55 Chieftain (8) 4-dr., $1,310* 
54 Chieftain (8) 2-dr., $900; 4-dr., $850. 
53 Chieftain (8) Catalina, $725*, ‘52 
Chieftain (8) 4-dr., $470*, '51 (8) 4-dr., 

$325; 2-dr., $295*, '50 (8) 4-dr., 
; 2-dr., $120°. *49 club coupe, $270*. 
‘52 Commander 4-dr., 

. '47 Champion 4-dr., $115. 

WILLYS—’53 station wagon, $700. 

MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,480. °55 Volkswagen 2-dr., $1,400; 
Ford %-ton pickup, $1,040; Hillman Minx 
sedan, $675; International %-ton pickup, 
$700. '53 Studebaker %-ton pickup, $590. 
"51 GMC %-ton pickup, $325; Ford %- 
ton pickup, $450, $445; Chevrolet %-ton 
pickup, $485. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Apr. 15.) 
BUICK—’57 Special Riviera, $2,435*. ‘56 

Super Riviera, $2,050* (ps), $2,005* (ps); 

Special Riviera, $1,990*°, 3 at $1,900*, 

$1,815°. °55 Special Riviera, $1,545* (ps); 

Super Riviera, $1,400* (ps). ’54 Century 

Riviera, $1,250; Super 2-dr., $1,140*, $1,- 

110° (ps). °53 RM Riviera, $805* (ps), 

$690° (ps). "52 Super 4-dr., $330° (ps). 

OADILLAC—'57 Eldorado Sevilie, $6,v75* 
(ps); (62) coupe, $4,535° (ps). '56 (62) 
sedan de Ville, $4,255* (ps), $4,050° (ps); 
4-dr., $3,190° (ps). "55 (62) coupe de 
Ville; $2,995* (ps); (60) 4-dr., $2,875° 
(ps). "54 (62) 4-dr., $2,140* (ps), $2,125* 
(ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., §$2,- 
450°, $2,275°, $2,150°. "56 Two-ten (8) 
station wagon, $1,915* (ps); Bel Air (8) 
4-dr., $1,855°, $1,750°. °55 Bel Air (8) 
4-dr., $1, 290°" $1,230°, $1,050; Two-ten 
(6) 3-dr., $910; One-fifty (6) 4-dr., $865. 
"54 Two-ten (6) station wagon, 2 at $985; 
2-dr., $725. ‘53 Two-ten station wagon, 
$700, $605; 4-dr., $505, $500. '52 SL De- 
luxe Bel Air, $540*. 

CHRYSLER — ‘57 NY Hardtop, $3,685* 
(ps); Saratoga Hardtop, $3,135* (ps); 
Windsor 4-dr., $3,050* (ps). '56 NY 4-dr., 
$2,750* (ps). °55 Windsor Newport, $1,- 

; 4-dr.. $1,440° (ps). "54 NY 2-dr., 


$1,700°. 
$1,135. 


). '53 Windsor Town & Coun- 
DODGE—’57 Coronet (8) Hardtop, $2,150; 


$2,035°. 
(ps); 


YOUR YEAR- ROUND 


Coronet (6) 4-dr., 
station wagon, $2,035° 


"56 Royal (8) 
Custom 4- 





r., $1,850° (ps); Coronet (8) 4-dr., $1,- 
605*. '53 Coronet (8) conv., $400*, 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
595* (ps), $2,170*; conv., $2,580°; 
Ranchero, $1,990. "56 Country sedan, $1,- 
760; Fairlane (8) 4-dr., $1,740*, $1,- 
560*, $1,455*; Custom (8) 4-dr., $1,455*, 
$1,270, $1,170. '55 Fairlane (8) Victoria, 
$1,340*; Ranch Wagon, $1,300*, $1,045; 
Custom’ (8) 2-dr., $990, 2 at $950. '54 
Ranch Wagon, $920. 

KAISER—’53 Manhattan 4-dr., $450°*. 

LINCOLN— 55 Capri Hardtop, $1,745* (ps); 
4-dr., $1,640*, °'54 Capri conv., $995* 
(ps). 

MERCURY — '56 Montclair Hardtop, $2,- 
105* (ps); Monterey Hardtop, $1,825*. 
'55 Montclair Hardtop, $1,450*°; Monterey 
2-dr., $1,395*, $1,175*. "54 Custom 2- dr., 
$850. °53 Monterey 4-dr., $670*, $665°. 
"52 Monterey Hardtop, $595*. °51 conv., 
$365°. 

NASH—’55 Ambassador Hardtop, $1,435°; 
4-dr., $1,230°. 

OLDSMOBILE—’57 (88) Super 4-dr., $3,- 
475* (ps), $2,990*; Deluxe Holiday, $2,- 
790*. '56 (98) Holiday, $2,400* (ps); (88) 
Super 4-dr., $1,855*. '55 (98) Holiday, 
$1,915* (ps), $1,830* (ps); (88) Super 
Holiday, $1,840° (ps), $1,530* (ps). ‘54 
(98) Holiday, $1,359*; (88) 4-dr., $1,- 
285*, $1,200*. ‘52 (88) Super Holiday, 
$540*, "51 (S88) 4-dr., $375*, 

PACKARD—’'54 Clipper 4-dr:, $640*. 

PLYMOUTH—'57 Belvedere (8) conv., $2,- 
420°; Hardtop, $2,405*, $2,310. '56 Belve- 
dere (8) Hardtop, $1,675*. '55 Belvedere 
(8) Hardtop, $1,070*; Savoy (6) 2-dr., 
$860°. '51 2-dr., $160*. 

PONTIAC—’'57 Safari station wagon, §$3,- 
075° (ps); Star Chief (8) Catalina, $2,- 
555°. "55 Chieftain (8) Catalina, $1,450°; 
2-dr., $1,235*; Star Chief (8) Catalina, 
$1,450°*, $1,310°; 4-dr., $1,045* (ps). °53 
Star Chief (8) Catalina, $280*. 

STUDEBAKER—’55 President Hardtop, $1,- 
290°; Commander 4-dr., $840, "50 Cham- 
pion coupe, $150. 

WILLYS—’56 station wagon, $1,550, ‘51 
station wagon, $840. "48 Jeepster, $400. 

MISCELLANEOUS — ‘57 Chevrolet \%-ton 
pickup, $1,615. ‘55 Ford %-ton pickup, 
$950, $875. ‘54 Chevrolet %-ton pickup, 
$705. ‘52 GMC %-ton pickup, $510, $465. 
"51 Chevrolet %-ton pickup, $435. ‘50 
GMC %-ton panel. $300. "48 GMC %-ton 
pickup, $355. 


ALBANY 


(Tim Anspach Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Apr. 15.) 

(We celebrated our 10th anniversary 
sale today with a very large attendance 
of buyers and sellers. Market prices 


struck out lower from the start; halfway 
cream puffs with poor rubber, unclean 
trunks, or stale interiors softened more 


solid as high as ever and were snapped up 
quickly by eager bidders, Sold 185 out of 
261.) 

BUICK—’55 Special Riviera, $1,600*, 
300*; Century Riviera, $1,450* (ps). 
Century station wagon, $1,530°; 4-dr., 
$775*; Super Riviera, $1,190* (ps). "53 
Special conv., $750; 4-dr., $650*; Super 
4-dr., $580°, +52 Special 4- -dr., $400; RM 
2-dr., $380*, ’51 Special 4- dr,’ $150°. 
Special 4-dr., $120; Super 4- dr. -, $110°*, 

CADILLAC—’54 (62) coupe de Ville, $2,- 
400* (ps). '52 (62) 4-dr., $970°*, $720°. 

CHEVROLET—’56 Two-ten (8) 4-dr., 
430°; Bel Air (6) 4-dr., $1,285°; 

(6) 2- dr., $1,275; One- fifty (8) 2-dr., 

185, °55 Two-ten (6) station wagon, 

320; 4-dr., $985, 2 at $975, $950; 2-dr., 
$935; Two-ten (8) 2-dr., $1,040°; 4-dr., 
$1,020; One-fifty (6) station wagon, $1,- 
100; 4-dr., $925. '54 Bel Air conv., $950; 
Two-ten Delray, $800; One-fifty 4-dr., 
$575, $490. '53 1 Air 4-dr., $775; Sport 
coupe, $725*; 2-dr., $700; Two-ten 4-dr., 
$665*, $600; 2-dr., $590; One-fifty 2-dr., 
$460. '52 SL Deluxe Bel ‘Air, $510°*; 4-dr., 
$370*; 2-dr., $375; FL Deluxe 2-dr., $275. 

CHRYSLER—’54 NY 4-dr., $770* (ps). 

DeSOTO—’57 Fireflite 4-dr., $2,685* (ps). 
‘55 Firedome Sport coupe, $1,500*. ‘53 
Powermaster 4-dr., $550 (ps); Firedome 
4-dr., $450° (ps). 

DODGE—’ 53 Coronet station wagon, $650*; 
4-dr., $490*; Diplomat, $580*°, $480*; 
Meadowbrook 4-dr., $445. °51 Cranbrook 
4-dr., $220; Meadowbrook 4-dr., $165. 

FORD—’57 Custom (8) 300 4-dr., $1,675. 
'56 Country sedan, $1,850*%; Country 
Squire, $1,600*; Custom (8) Victoria, $1,- 
590°; 4-dr., $i, 425°; 2-dr., $1,290, $1,- 
170; Fairlane (8) 2-dr., $1,540°. '55 Fair- 
lane (8) 4-dr., $1,250*, $910°; 2-dr., 
$1,175, $1,125; Custom (8) 4-dr., $1,150*; 
2-dr., $1,025, $985. '54 Custom (8) 4-dr., 
$885, $870*; Main (6) 2-dr., $480. °53 
Custom (8) 2-dr., $725, $710* (ps), $470; 
Victoria, $660°; 4-dr., $640°, $600; conv., 
$560. "52 Custom (6) station wagon, $410. 

HUDSON—’S4 Wasp 4-dr., $585. °53 Super 
Wasp 4-dr., $470*. 

LINCOLN—’56 Premiere Sport coupe, $2,- 
975° (ps), $2,525* (ps); 4-dr., $2,610° 


(ps). 

MERCURY — '°'55 Montclair Sport coupe, 
$1,650*, $1,600*; 4-dr., $1,580°; Monte- 
rey Sport coupe, $1,410°; 4-dr., $880*; 
Custom 2-dr., $1,120*. '51 Custom 4-dr., 
$290, $170; 2-dr., $235; 4-dr., $290. 

NASH—'56 Custom Rambler 4-dr., $1,750. 
"53 Super 4-dr., $500, $410, "52 Rambler 
conv., $130. "49 Ambassador 4-dr., $140. 

OLDSMOBILE — '56 (98) 4-dr., $2,200*; 
(88) Holiday, $2,025*. °55 (88) Super 
conv., $1,670° (ps); Holiday, $1,670* 
(ps), $1,375* (ps); Deluxe Holiday, $1,- 

, $1,500° (ps). "54 (98) 4-dr., $1,375°*; 
4-dr., $1,100*. '53 (88) Super Holi- 
$840°; Deluxe 2-dr.. $510; (98) 

., $680* (ps), "51 (88)' 2-dr., $300*; 

(98) Holiday, $235°. '50 (88) 2- dr. $160°. 
PACKARD —'55 Patrician 4-dr., '$1,450° 
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Model Breakdown 
Of Auction Averages 


Apr., 1957 March, Feb., 
To Date 1957 1957 


$2,330 $2,404 

1,686 1,721 

1,247 1,275 
886 
575 
377. 
263 
202 


Model 


193 


Average $ 926 $ 946 $ 970 


(ps). °53 Clipper 4-dr., $460*, ’51 Clipper 
4-dr., $140*. 

PLYMOUTH—’57 Plaza (6) 2-dr., $1,610. 
’55 Belvedere (6) Sport coupe, $1,360°; 
4-dr., $1,100; Plaza (8) station wagon, 
$1,185. °54 Belvedere 4-dr., -$750. ‘53 
Cranbrook club coupe, $530; Cambridge 
coupe, $520*. 52 Cambridge 4-dr., $260. 
’51 Cranbrook 4-dr., $150. 

PONTIAC—’57 Star Chief (8) Catalina, 
$2,680* (ps). 55 Chieftain (8) Catalina. 
$1,310*; 2-dr., $1,240°; Star Chief (8) 
coupe, $1,300*. '54 Chieftain (8) station 
wagon, $900, $850; 4-dr., $765; 2-dr., 
$825, $760*, $635. '53 Chieftain (8) sta- 
tion wagon, $790* (ps); conv., $720. '50 
(8) conv., $110. 

STUDEBAKER — ’'53 Commander Sport 
coupe, $600°, °51 Champion 4-dr., $110. 

MISCELLANEOUS—’51 Ford %-ton pick- 
up, $150; International %-ton pickup, 
$170. '50 GMC Carryall, $100. 49 Willys 
i1-ton pickup, $240; International %-ton 
pickup, $110. °48 Chevrolet %-ton pick- 
up, $150. '47 Dodge 1%-ton rack, $100. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 

Wednesday. Prices are for sale of Apr. 17.) 
(Beautiful day. Excellent sale. Sold 81 
percent of consignments.) 

BUICK — ‘57 RM Riviera, $3,100*° (ps); 
Special Riviera, $2,500°. °56 Super Rivi- 
era, $1,930° (ps); Special 4-dr., $1,760* 
(ps). °55 Special 4-dr., $1,550°; 2-dr., 
$1,425*; Riviera, $1,460° (ps). °54 RM 
4-dr., $1,090* (ps); Super Riviera, $965°. 

CADILLAC—'56 (62) coupe, $3,490° (ps). 
"55 (62) 4-dr., $2,510° (ps). "54 (62) 4- 
r., $2,240* (ps), $1,900°. "53 (62) coupe, 
$1,350° (ps); 4-dr., $1,205*° (ps). "52 (60) 
4-dr., $1,015* (ps). "50 (62) 4-dr., $590°. 

CHEVROLET—’ 57 Bel Air (8) Sport coupe, 

; 4-dr., $2,200*; Bel Air (6) 4-dr., 
"56 Two-ten (8) Hardtop, $1,- 

., $1,545; Bel Air (8) Sport 

coupe, $1,760°; 4-dr., $1,655, $1,650, $1,- 

640, $1,630. "55 Bel Air (8) Sport coupe. 

; 4-dr., $1,310°; 2-dr., $1,010; Bel 
Sport coupe, $1, 310°: Two-ten 

(6) 4-dr., $940; 2-dr., $905. "53 Bel Air 

4-dr., $690°, $550°; Two-ten 4-dr., $680, 
$590; 2-dr., $555. "51 SL Deluxe 4-dr., 
$340, $200°. 

CHRYSLER — '55 NY St. Regis, 
(ps), $1,870* (ps). "54 NY 4-dr., 
(ps). ‘53 NY 4-dr., $760° (ps). 

DODGE—’56 Coronet (8) 4-dr., $1,585*. '55 
Royal (8) 4-dr., $1,450*; Coronet (6) 4- 
dr., $1,050*. "54 Coronet (8) 4-dr., $760°. 

FORD—'57 Country sedan, $2,120°; Fair- 
lane (8) 500 Victoria, $2,230° (ps); 4-dr., 
$2,105*. °56 Country sedan, $1,800*; 
Fairlane (3) 4-dr., $1,650*°, $1,625*, $1,- 
540°, station wagon, $1,455*. '55 Country 
Squire, $1,645°; Country sedan, $1,465°; 
Main (8) 2-dr., $825°. '54 Crest (8) Vic- 
toria, $960°; conv., : 
Main (6) 2-dr., 
dr., $615*, $585°. 
$400°. 

HUDSON—’55 Hornet 4-dr., $1,070°. ‘53 
Hornet 4-dr., $510*. °51 Commodore 4- 

$145. 


MERCURY — ‘57 Monterey 4-dr., $2,675° 
(ps); Hardtop, $2,580* (ps). "56 Monte- 
rey 4-dr., $1,695° (ps), $1,630°. '55 Cus- 
tom 2-dr., $1,260*. °54 Monterey 4-dr., 
$910°. '53 Custom 4-dr., $730° (ps). "51 
2-dr., $390°. 

NASH —'55 Statesman 4-dr., $960°. ‘51 
Statesman 4-dr., $145. 

OLDSMOBILE — ‘57 (88) Super Holiday, 
$2,850° (ps); Deluxe Holiday, $2,650°. 
"56 (98) Holiday, $2,290° (ps); 
per 4-dr., $2,040° (ps). "55 (88) Super 
Holiday, $1,840°. °54 (88) 
$1,365° (ps); 2-dr., ; 
Super 4-dr., $600*. '52 (88) 4-dr., 

PACKARD—'53 (300) 4-dr., . 

PLYMOUTH—’'57 Plaza (8) 2-dr., $1,850. 
"56 Belvedere (8) 4-dr., $1,615*. "55 Bel- 
vedere (8) 4-dr., $1, 120°; Plaza (8) 4-dr., 
$895*; Savoy (8) 4-dr. "$850°. 
4-dr., $650. '53 Cranbrook 4-dr., ° 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
725° (ps); 4-dr., $1,680°, "55 Star Chief 
(8) Catalina, $1,420°; 4-dr., $1,390°; 
Chieftain (8) station wagon, $1,550°; 
Catalina, $1,275; 4-dr., $950. '54 Chief- 
tain (8) 4-dr., $825, $620. ‘53 Chieftain 
(8) Catalina, $790°. °"52 Chieftain (8) 
Catalina, $465*. "51 conv., $350°. 

— Commander Hardtop, 


$1,965° 
$1,210° 


"52 Custom (8) 2-dr., 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 18.) 
BUICK—’56 Super Riviera, $2,000* (ps). 

’55 Special Riviera, $1,095*. ‘50 Super 

4-dr.,$175. 
CADILLAC—’'53 4-dr., $1,145*. 
CHEVROLET—’'56 Bel Air (8) Sport coupe, 

$1,875*; Two-ten (8) 2-dr., $1,350; 4-dr., 
+ $1,120. ’55 Bel Air (8) 4-ar. $1, 350° ; 

Two-ten (8) 4-dr., $1,035; 2- dr., $1,055; 

Two-ten (6) 2-dr., $945. °54 "Bel Air 

conv., $1,015°*; Two-ten 2-dr., 

$200, $740; 4-dr., $820*. 

$710, 2 at $590; Bel Air 4-dr. 

2dr. $610. °51 SL Deluxe station wag- 

on, $435; 4-dr., $255, 50 Delivery sedan, 


CHRYBLER—'55 NY 4-dr., 2 at $1,700*° 
Ps). 
DODGE—’55 Custom Royal 4-dr., $1,305* 


(ps). 

FORD—’'57 Fairlane (8) 2-dr., $2,045*. 
Main (8) 4-dr., $1,265, $1, 225. °55 Fair- 
lane (8) Victoria, $1,200*; Custom (8) 
4-dr., $995; Main (8) 2-dr., $875. '54 
Ranch Wagon, $1,035*; Custom (8) 4-dr., 
$780°. 53 Ma Main (6) 2-dr., $450. ’52 Cus- 
_ gine" 4-dr., $545*. '50 Custom (6) 2- 

MERCURY—’54 Custom 4-dr., $825°. ’53 
Custom coupe, $825°; Monterey 4-dr., 
NASH—’56 Statesman “4-dr., $1,310*, °55 
Statesman 4-dr., $945°. 


— 


OLDSMOBILE—’55 (98) Holiday, $1,795* 
(ps); coupe, $1,760*; (88) Holiday, $1,. 
565* (ps); 2-dr., $1,450°. °53 (88) Super 
4-dr., $850*, $815* (ps). 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,185, 
*64 Savoy (6) 2-dr., $645, '53 Cambridge 
4-dr., $145. 

PONTIAC—’56 Chieftain (8) Catalina, $1,. 
685*. ’55 Chieftain (8) 4-dr., $1,220*. '53 
Chieftain (8) Catalina, $715*, 

STUDEBAKER—’56 President 4-dr., $1,. 
090°. '53 Commander Sport coupe, $570, 

MISCELLANEOUS — ’50 Chevrolet *-ton 
pickup, $520; GMC %-ton pickup, $365, 


SEATTLE 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 17.) 
(We had a very limited supply of cood 
cars and lots of buyers went home emp- 
tyhanded. Sold 118 out of 201.) 
BUICK—’56 Super Riviera, $2.130* (ps); 
Special conv., $2,170*, °55 Super Sport 
coupe, $1,800*° (ps), $1,645* (ps). ‘53 
pag Sport coupe, $925* (ps), $920*; 2. 
$635. °51 RM 4-dr., $275*. 50 Super 
$1 $290°; sedanet, $260; Special 2-dr., 


CADILLAC—'56 (62) coupe de Ville, $3,- 
560° (ps). °55 (62) coupe de Ville, $2,. 
850* (ps). *52 (62) coupe, $895*. ‘49 
(62) 4-dr., $330°, 

CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,350*, °56 Two-ten (8) station wagon, 
$1,955; 4-dr., $1,535; 2-dr., $1,465; Be} 
Air (8) 4-dr., $1,870°*; Two-ten (6) 2-dr., 
$1,445. °55 Two-ten (8) station wagon, 
$1,530* (ps); Delray, $1,270; 4-dr., $1,- 
185; Bel Air (6) Sport coupe, $1,360*; 
Two-ten (6) 2-dr., $1,110. °53 Bel Air 
4-dr., $780; Two-ten 2-dr., $645; One- 
fifty coupe, 2 at $425. '52 Bel Air Sport 
coupe, $600; 4-dr., $495, $490*. °51 SL 
Deluxe station wagon, 65; 4-dr., $325, 
$300*. "50 SL Deluxe 2-dr., $280, $265*, 

CHRYSLER—’56 Imperial Sport coupe, $3,- 
045* (ps). °53 Windsor 4-dr., $610*. ‘51 
NY 4-dr., $245*. °49 Windsor club coupe, 
$185; 4-dr., $125. 

DeSOTO—’53 Firedome 
$745*. °51 conv., $275. 

DODGE—’56 Royal Lancer Hardtop, $1,- 
870* (ps). "55 Custom Royal Lancer, $1,- 
680°, $1,430° (ps). ‘53 Coronet 4-dr., 
$495*. '52 Coronet club coupe, $360. ‘51 
Coronet 4-dr., $290*, $280*. 

FORD—'56 Custom (8) 4-dr., $1,615. °55 
Fairlane (8) Victoria, $1,435*; Ranch 
Wagon, $1,315; Custom (8) 4-dr., $1,- 
225°, $1,095, $1,075, $1,065. "54 Crest (8) 
4-dr., $940° (ps); Main (6) 4-dr., $460. 
*53 Ranch Wagon, $900*; Crest (8) Vic- 
toria, $785; 4-dr., $795, $760. '52 Crest 
(8) Victoria, $525°*; club coupe, $465*; 
4-dr., $370, $330°. '51 Custom (8) Vic- 
toria, $450°, $305*, $300°. °50 2-dr., $200, 
$160, $135. 

HUDSON—’55 Metropolitan Hardtop, $855. 
MERCURY—'55 Monterey Sport coupe, $1,- 
445°. "50 4-dr., $225. 
OLDSMOBILE—’'55 (98) 

(ps); (88) Super 4-dr. $1,520° (ps). ‘53 
(88) Super 4-dr., $845. °51 (88) 4-dr., 
$330°. "50 (88) Sport coupe, $250*: (76) 

club coupe, $240. ‘49 (98) 4-dr., $220. 

PACKARD—’53 Clipper Sport coupe, $580*. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,320. 
55 Savoy (8) 4-dr., $1,120*, $1,075. "54 
Belvedere 4-dr., $625. '53 Cranbrook 4- 
dr.. $535. °51 Cranbrook 4-dr., $205. '50 
4-dr., $360, $135. 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
815°. "55 Star Chief (8) Catalina, $1,715* 
(ps), $1,480° (ps). ‘54 station wagon, 
$1,095° (ps). "53 Chieftain (8) Catalina, 
$960°. '52 4-dr., $485°. '50 4-dr., $315°*. 

MISCELLANEOUS—’53 Ford \%-ton pick- 
up, $735*, $650. "50 Ford %-ton pickup, 
$440, "49 1%- ton Gaste and cab, $355. 


‘ar 
00. 


(8) Sport coupe, 


Holiday, $1,955* 


— Anstions in Brief —_— 


NEW YORK CITY 


Skyline Auto Auction, Sale every Tues- 
day (Apr. 16). Market strong on all sharp 
merchandise, Dealers bidding very competi- 
tively for good cars. Sold 118 out of 151. 

* * * 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction, Sale every Tues- 
day (Apr. 16). If it ever quits raining we 
will be able to tell the condition of the 
market. Sold 32 out of 92. 
* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday (Apr. 18), Prices reasonable and 
buyers ‘interested. Sold 89 cars. 
* 


* 
CHICAGO 
Greater Chicago Auto Auction, Sale every 
Thursday (Apr. 18). Sold 287 cars out of 
465 offerings. 
* * * 
VALDOSTA, GA. 
Tom Hewitt Auto Auction. Sale every 


Friday (Apr. 19). Weather nice and lots of 
action at this Easter sale. Sold 183 out of 
279. 


* * * 
SYRACUSE 

Syracuse Auto Auction, Sale every Wed- 
nesday (Apr. 17). Excellent sales percent- 
age at today’s sale—but it seemed a little 
harder to sell them. Many of the boys were 
“no sale-ing’’ them on the stand, then 
“‘split the difference’’ on the yard, produc- 
ing many yard antes. 

* 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Apr. 18). All cars held 
steady to strong today as bidding was very 
active from start to finish. Sold 76 percent 
of consignments. 

* * * 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (Apr. 18). The sale is continually 
growing in volume and activity. In spite of 
weather conditions and the Easter season, 
the sale was tops and percentage of cars 
sold excellent. We have a demand for '55 
and ’56 models and can use more of them 
each week. 

* * * 

PA. 

Manheim Auto Auction, Sale every Fri- 
day (Apr. 19). Market strong as 76 percent 
of consignments Gomes aw homes. 

* 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (Apr. 17). Nice weather and a very 
good sale. Sales percentage, 129 out of 176, 
a high as quality of cars was very 


* * * 


W. PEABODY, MASS. 
Peabody Auto Auction, Inc. Sale every 
Thursday (Apr. 18). Consignments off this 
week due to holiday. Good percentage sold, 
91 out of 134 and prices steady. 
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ECONOMY RUN! 


FORWARD LOOK ENGINEERING AND DESIGN 
WRITE PERFORMANCE HISTORY— 
WIN EVERY CLASS IN TOUGH MOBILGAS TEST! 


Never before in the history of the Mobilgas Economy 
Run has one car-making corporation swept all 
competition aside in every event, in every price, weight 
and displacement class—right across the board! An 
unprecedented display of engine and car 
performance! Here’s positive proof that Chrysler 
Corporation cars with their exclusive and winning 
combination of functional stabilizer fin styling, 
revolutionary Torsion-Aire Ride, Pushbutton 

TorqueF lite transmission, full-time power steering 
and Total Contact Brakes, are far and away the 

best buys on the American road today! 


Class D and Overall Winner 
IMPERIAL—64.51 TON-MILES* 


For the second straight year, an Imperial walked away 

with the top honors in the grueling Mobilgas Economy Run. 
This year a Crown Imperial won by the widest margin in the 
history of the event—12.17 ton-miles more than the next best car. 


Class C 
FIRST CHRYSLER SARATOGA—56.72 TON-MILES 
SECOND DE SOTO FIREDOME—56.44 TON-MILES 


A Chrysler Saratoga and a De Soto FireDome dominated the 
medium price and weight class. Chrysler won the event 

with an average of 56.72 ton-miles with De Soto a close second. 
No competitive car was even close! 


Class B 
DODGE CORONET 500—55.89 TON-MILES 


Dodge ran away with all the honors in Class B. A Dodge 
Coronet 500 negotiated the grueling 1500 mile run 
with a ton-mile average of 55.89. 


Class A 
PLYMOUTH BELVEDERE—52.62 TON-MILES 


Plymouth topped the big low price and weight class. 
A Plymouth Belvedere 8 swept the field with an average 
ton-mile rating of 52.62. 


*Miles per gallon multiplied by weight of car in tons. This is 
the official method used by the United States Automobile 
Club ... and figured this way so that all cars, regardless 
of make or size, may be judged on an equal basis. 


ECONOMY! ONE MORE REASON WHY THE SWITCH IS ON 


TO THE cars OF THE FORWARD LOOK 


SWEEPS 
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Sales Conditions in Various Areas... 
8 


Auto Market Reports 


Dallas 


A gain of 14 percent marked new- 
car registrations in Dallas during 
March. The month’s count was 
3,796, compared with 3,338 in Feb- 
ruary. 

An even larger gain marked new- 
truck sales, with registrations climb- 
ing 27 percent, from 422 to 535. 

New-car registrations by make 
were: Ford, 1,070; Chevrolet, 1,020; 

uth, 353; Oldsmobile, 333; 
Buick, 210; Pontiac, 196; Mercury, 
128; Dodge, 116; Cadillac, 104; 
Chrysler, 51; DeSoto, 50; Rambler, 
372; Volkswagen, 36; Lincoln, 20; 
Studebaker, 17; Imperial, 16; MG, 
10; Nash, 8; Renault, 5; Willys, 3; 
Anglia, 2; Hillman, 2; Hudson, 2; 
Triumph, 2; Alfa-Romeo, 1; Conti- 
nental, 1; Jaguar, 1; Metropolitan, 
1, and Packard, 1. 

Truck registrations were: Ford, 
220; Chevrolet, 200; International, 
50; White, 26; Mack, 10; Dodge, 9; 
GMC, 8; Kenworth, 6; Diamond T, 
3; Studebaker, 2, and Volkswagen, 
1—(Ruby Fenoglio.) , 

* 


Youngstown, O. 


March new-car sales in Mahoning 
County (Youngstown), O., totalled 
1,044, while used-car sales amounted 
to 2,236. 

As compared with March, 1956, 
new car sales were down less than 
one percent, while used-car sales 
were off 3 percent. 

March new-car registrations by 
make were: Ford, 276; Chevrolet, 
165; Plymouth, 116; Buick, 82; 
Dodge, 77; Pontiac, 77; DeSoto, 40; 
Mercury, 39; Chrysler, 38; Oldsmo- 
bile, 37; Volkswagen, 26; Cadillac, 
23; Hudson, 17; Studebaker, 10; 
Volvo, 7; Nash, 5; Lincoln, 4; MG, 
2; Packard, 1; Isetta, 1, and. Willys, 
1. 











Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Apr. 11 totalled 1,567 
units, or 30 percent fewer than in 
previous week, when 2,233 vehicles 
were sold. 

New-car registrations of 632 units 
were the lowest this year. In the 
week ended Apr. 4, a total of 931 
new cars were registered. 

A total of 58 new trucks were 
sold, compared with 53 in the pre- 
vious week. A total of 841 used cars 
and 36 used trucks were sold com- 

with 1,184 used cars and 65 
used trucks a week earlier. 

Repossessions during the week 
totalled 65, compared with 50 in the 
previous week.—(Frank Kappel.) 


o * > 
Pittsburgh 

New-car registrations in the 
Pittsburgh area during the week 
ended Apr. 13 “reflected a large 
gain,” according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
rose from 111.5 percent of the 1947- 
49 average in the first week of April 
to 116.7 in the week ended Apr. 13. 

Steel-mill operations stood at 95.5 
percent of practical capacity. — 
(Leon M. Leffingwell.) 

. * 


Norfolk, Va. 


With March registrations com- 
pleted, the Norfolk - Portsmouth 
(Va.) market showed an 18.5 per- 
cent drop in new-car sales for the 
first quarter of 1957, compared with 
the 1956 period. 

There were 3,200 new units regis- 
tered in 1957, compared with 3,928 


THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAC. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 


naval units with subsequent lay- 
offs of civilian personnel in the 
Portsmouth Navy Yard and the 
Hampton Roads Naval Base were 
largely responsible for the decline. 
Quarterly registrations were: 
Ford, 857; Chevrolet, 690; Plym- 
outh, 295; Pontiac, 266; Buick, 222; 
Mercury, 203; Oldsmobile, 167; 
Chrysler, 93; Dodge, 91; Cadillac, 
67; DeSoto, 49; Studebaker, 33; Lin- 
coln, 27; Rambler, 20; Imperial, 15; 
Nash, 8; Packard, 6; Continental, 1, 


and Willys, 1. 
+ + 


Augusta, Ga. 

New-car sales in Augusta, Ga., 
continue to show a considerable in- 
crease over last year. Used-car de- 
mand is also good, although some 
dealers report heavy stocks. 

Some dealers are asking lower 
downpayments with longer terms 
and higher tradeins. 

tton-mill operations in the dis- 


trict have declined and other indus- 
tries are laying off. Dealers believe 
this will slow up sales for the next 
two or three months. — (Julanie 


Lampkin.) 
* * 


* 
St. Joseph, Mo. 
Most dealers report fewer sales 


of new cars compared with a simi- 
lar period last year. 


One dealer said middle-class lines 
were losing to the lower-priced 
lines, citing his figures that low- 
priced lines controlled 60 percent 
of registration in 1956 and that the 
low-priced lines had 58 to 72 per- 
cent of the registration in the first 
months of 1957. 

Used cars are spotty after a 
slight upturn, with ’53s, "54s and 
558 selling well and ’56s harder to 
move, 

Repossessions and open-account 
credit are considered normal. 
Farmers are cheerful due to recent 


rains and may turn into buyers be- 
fore middle summer, — (L. H. 
Houck.) 






* * 


Cleveland 


Continued bad weather is blamed 
for slipping car sales in the Cleve- 
land area, compared with year-ago 
figures. For the week ended Apr. 
13, total new-car sales were 1,434, 
down more than 100 as against the 
same period a year ago. 


In used cars, volume of 1,443 was 
500 under the same week a year 
ago, and 300 under the previous 
seven days. 


In commercial sales, new trucks 
were 82; used, 50. Both figures are 
well under year-ago reports and 
considerably below the previous 
week.—(Sanford Markey.) 


* * * 


Chillicothe, Mo. 


New-car sales are reported slow 
in Chillicothe, Mo., but most dealers 
view the prospects as good. This 
agricultural center has had rain and 
the farmers are looking forward to 
a good year. 

Virtually no repossessions mar 
the scene and open accounts are 
being paid at a normal rate. 

Used cars, which enjoyed good 







demand in January and February, 
are now slowing up.—(L. H. Houck) 
* * * 


San Antonio 

March, with increases all along 
the line, proved the best month of 
the year so far in Bexar County 
(San Antonio), Tex. Dealers are 
hopeful that the upward trend in 
sales will continue. 

The month’s new-car registrations 
totalled 1,734, a gain of 21 percent 
over the previous month’s total of 
1,431. 

New-truck registrations were up 
36 percent, from 165 to 224. 

By make, March new-car regis- 
trations were: Chevrolet, 522; 
Ford, 467; Plymouth, 189; Oldsmo- 
bile, 105; Pontiac, 100; Buick, 96; 
Dodge, 73; Mercury, 48; Cadillac, 
23; Rambler, 22; Chrysler, 19; MG, 
15; Studebaker, 15; DeSoto, 13; 
Imperial, 12; Lincoln, 7; Hillman, 
2; Hudson, 1; Jaguar, 1; Porsche, 
1; Triumph, 1; Willys, 1, and mis- 
cellaneous, 1, 

Truck registrations were Chevro- 
let, 76; Ford, 63; International, 31; 
White, 24; GMC, 16; Mack, 8, and 
Dodge, 6.—(J. H. Reed.) 
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By Leo T. Parker 
Attorney at Law 

CCORDING to a late higher 
court decision, the purchaser of 
‘gn automobile can cancel his con- 
‘tract for purchase of an automobile 
‘f the testimony shows that the 
geller failed within a “reasonable 
“time” to give the purchaser a bill 
of sale and clear certificate of title 
to the automobile. 
'. For instance, in Bryant v, Han- 
-eock, 287 S. W. (2d) 525, it was 
| ghown that Hancock Automobile 
Co. sold to one 
Bryant a used 
1948 automobile 
for $995. Bryant 
| paid the seller 
$300 as a down- 

ent; $12 ad- 
' ditional so that 
the seller could 
transfer the cer- 
| tificate of title to 
the automobile 
_ properly, and exe- 












































Want bond holders? Considerthat The News 
reaches nearly one-third of all bondholders 
owning otherthan Government or State bonds 
in New York City and suburbs... 


100,000 more than the 

World-Telegram & Sun 
110,000 more than the Times 
140,000 more than the 


140,000 more than the Mirror 
150,000 more than the 








160,000 more than the Post 


Bondholders enjoy the badge of financial 
success, get extra spendable cash, a regular 


Lawsuits Affecting Dealers... 
Court Decisions 


cuted notes secured by a mortgage 
for the deferred balance of $695. 

In subsequent litigation, testi- 
mony showed that the seller did 
not transfer the title certificate 
to Bryant. Five months later 
Bryant sued the seller to recover 
the $312 paid, and to cancel the 

notes and mortgage given the 
seller. 

The legal counsel for Bryant 
argued that since the seller did not 
give Bryant a certificate of title 
the legal title to the automobile had 
not passed to Bryant who had a 
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and mortgage paid and given Han- 
cock by Bryant has failed, and 
Bryant is entitled to recover the 
$312 and to have the notes and 
mortgage cancelled.” 

+ rt * 


Valid Contracts 

N AUTOMOBILE dealer wrote: 

“Our company is interested in 

knowing how to write a conditional 
sales contract for an automobile 
which gives us advantages we de- 
serve if the purchaser defaults in 
making agreed payments. What is 
the proper kind of contract? Please 
outline to us a contract which you 
believe to be good for us.” 

My answer is: All sellers of 
automobiles should use a form 
of conditional sale contract pre- 
viously approved and held valid 
by the higher courts. 

For illustration, in General 


right to rescind the contract. The| Motors Acceptance Corp. v, Ballard, 


higher court upheld this argument 
and ordered the seller to cancel 
the contract, refund the money 
paid by Bryant, and cancel his 
notes and mortgage. The court 
said: 

“If the title to the car never 
passed from Hancock, (seller) to 


17 P. (2c) 946, the testimony showed 
that a conditional contract of sale 
for an automobile was before the 
court for interpretation. 

The contract provided that if the 
purchaser makes default in the 
payment, the seller may take im- 
mediate possession of the automo- 


Bryant, the consideration for the| bile without demand, and resell the 


$312 cash payment and the notes 
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\\ Glehy. 
“We're not selling cars—we’re 
selling price, economy and resale!” 





private sale with or without notice, 
and “apply the proceeds arising 
from such sale to the expense of 
retaking, reselling, and repairing 
the property, together with a rea- 
sonable attorney’s fee, and apply 
the balance arising from such sale 
on the amount due under the con- 


oupon-clipper customers? 
... [he News has more readers owning bonds than 


any other New York morning or evening newspaper! 


monetary return and security. Bondholders, 
incidentally, are fine customers! 

Metropolitan New York offers a higher 
concentration of bondholders than any area 
anywhere—and the largest concentration of 
bondholders are in the audience of New York’s 
largest newspaper! 

The Néws also gives you more $10,000 
and up incomes, more college educated, more 
home owners, more two-car owners, more 
families with children... more volume and 
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The News with 4,780,000 readers daily 
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tract, and, if any surplus remains, 
it should be paid over to the 
purchaser.” 


This contract also contained a 
clause to the effect that if the 
automobile does not bring a suffi- 
cient sum to pay the full amount 
due the seller the latter may sue 
the purchaser and recover the de- 
ficiency. In holding this contract 
valid, the court said: 


“Without discussing the fairness 
or unfairness of the contract, it is 
clear as to its terms, and we know 
of no legal inhibition, preventing 
its enforcement.” 

* od * 
Payment Required 
ACCORDING to a late higher 
court decision, a dissatisfied 
buyer of a used automobile cannot 
refuse or avoid the agreed payment, 
if the seller proves that he gave no 
verbal or written guarantee to the 
purchaser on the automobile, Fur- 
thermore, this court held that puni- 
tive or extra damages never are 
allowable unless definite proof is 
given that the party being sued 
was guilty of malicious intent, 
For illustration, in Chader v. 

Knecht, 132 N. E, (2d) 227, the 

testimony showed that one 

Chader purchased a used Buick 

for $500, giving the seller a bank 

check for this amount, 


Soon afterward and before his 
check cleared the bank Chader 
claimed there was mechanical de- 
fects in the automobile. He stopped 
payment on the check. 


The seller sued Chader for $500, 
the amount of the check on which 
Chader stopped payment, and $2,000 
as punitive damages. During the 
trial the seller proved that he had 
not in any way guaranteed the 
automobile to Chader. 


It is interesting to observe that 
the higher court held that Chader 
must pay the seller $500 and keep 
the automobile. The court refused 
to hold Chader liable for punitive 
damages because there was no 
proof that Chader stopped payment 
on the check with malicious intent. 

* > > 


Misdated Policy Held 


Valid by Wash. Court 

OLYMPIA, Wash. — The Wash- 
ington Supreme Court has ruled 
that an accident which occurred an 
hour before insurance was taken 
out was covered because the under- 
writer put an earlier date on the 
policy. 

The date and time listed on the 
policy were binding, the court said, 
even though the parties agreed to a 
different time by a telephone con- 
versation that was confirmed by 
letter. The opinion reversed a 
lower-court decision. 

The record showed that a broker 
for Smith-Gandy (Ford), Seattle, 
communicated with Northwest Gen- 
eral Agency at 3:15 p.m, June 7, 
1955, for issuance of coverage on 
a truck in transit from Detroit to 
Seattle. 


The parties agreed the policy 
would be effective at 3:15, but the 
policy was made out to become 
effective at 12:01 a.m. 

The truck was involved in an 
accident near Minot, N. D., at 2:15 
p.m. (PST), and a $200,000 
suit was filed against Smith-Gandy. 


Jones Opens Mercury 
In Addition to Ford 


Bob Jones, owner of Skyland 
Motors, Inc. (Ford), Broadway at 
Arapahoe, Denver, has- purchased 
Midway Mercury, 8200 W. Colfax 
Ave., Denver. 

Mercury will be sold exclusively 
at Midway, Jones said. Jack Deni- 
son, Oklahoma City, has been 
placed in charge of Midway. 
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Problem of Management 
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anization ... 


Engineers: How to Use Them? 


(Continued from Page 16) 
staff is controlled by a fixed annual 
budget. 

+ * ca 

‘Systems Engineering’ Given 
Varied Interpretations 

EXT on the AMA conference 

program were three papers on 
the controversial concept identified 
by the term “systems engineering.” 
To the observing student of en- 
gineering organizations who at- 
tended these sessions, perhaps the 
most striking impression was the 
prevailing vagueness regarding the 
precise meaning of “systems en- 
gineering’—and the varied defini- 
tions assigned to the term by 
individuals who firmly believe they 
do understand it. 

Despite this lack of agreement, 
however, it was possible to gain 
an understanding sufficient to 
formulate a definition that prob- 
ably would satisfy many who 
consider themselves engaged in 
the practice of systems engineer- 
ing. 

In general, most individuals in 
this field seem to use the term to 
mean an approach in research and 
engineering that regards a complex 
product (as for example an auto- 
mobile or airplane) and its many 
component parts as a unified, inte- 
grated whole. 

Usually, the descriptive term 
“systems engineering” implies prod- 
uct development performed with 
due consideration of the environ- 
ment (operating conditions and 
surroundings) or “system” in which 
the product must function. 

The “systems” approach to prod- 
uct planning has been brought 
about by rapid technological ad- 
vances and the growing complexity 
of products in many fields. During 
the past five to ten years, an 
increasing number of companies 
have begun to find the “systems” 
concept useful in selecting the most 
worthwhile projects for develop- 
ment and for integrating a complex 
engineering effort. 

Milton L, Almquist, director of 
systems engineering at Bell Tele- 

phone Laboratories told about 
the responsibilities, objectives 
and methods of systems engineer- 
ing as practiced by Bell. As 
background for his discussion, 
Almquist explained that techni- 
cal activities at Bell Laboratories 
may be divided into three gen- 
eral categories. 

The first comprises research 
(basic) and “exploratory” develop- 
ment to discover new knowledge 
and take the first steps toward 
practical application. The second 
category is specific development of 
new product items and design for 
manufacture. 

The third category is systems 
engineering — where “the new art 
coming from research is studied to 
see how it may best serve the 
needs of the organization.” Pre- 
liminary systems studies point out 
the more promising applications. 
Plans and objectives for new sys- 
tems to be developed are drawn 
up and operational requirements for 
the final product are delineated. 

Almquist said that the primary 
purpose of this phase of systems 
engineering at Bell is to aid man- 
agement in selecting the most 
worthwhile projects for develop- 
ment and making the most effective 
use of development manpower. 

In a sense, then, this form of 
system engineering consists of 
an orderly and scientific mapping- 
out of new developments, with 

concern for future 
needs of the company and its 
customers. 

After describing the relation of 
systems engineering to research 
and development and outlining the 
scope and responsibilities of sys- 
tems engineering at Bell, Almquist 
opened his discussion of the pattern 
of work and methods used in sys- 
tems engineering by listing the 
steps in planning a new system. 

First comes what Almquist called 
the “information-gathering” phase. 
The important steps here are study 
of needs, consideration of available 
information and examination of the 
operational conditions the new sys- 
tem will encounter. 

This phase provides background 
for the planning which follows. The 





system planning function consists 
of: Stating and evaluating objec- 


Schlager said, because of the com- 
plexity of today’s products and the 


tives, setting up and evaluating} complexity of organizations needed 


alternative plans, forecasting de- 
velopment effort (manpower, etc.) 
and an estimate of “economics” to 
ascertain what the new system will 
cost. 

Now, after arriving at a fairly 
clear picture of what is wanted and 
Several approaches which may be 
used, the Bell systems engineers 
are in a position to select a course 
of action; This decision may be to: 
(1) Drop or defer the project, (2) 
start some exploratory work, or (3) 
initiate a development program. 

When the decision is to initiate 
a development project, there are 
four additional steps: Formulation 
of objectives and requirements; 
determination of development 
priority; monitoring and support- 
ing the development and evaluation 
of completed work or finished 
product. 

Kenneth J. Schlager, senior 
project engineer, AC Spark Plug, 
prefaced his remarks by the 
statement that “systems en- 
gineering” is a term that means 
different things to different 
people. 

He admitted that many people 
wonder if “systems engineering” 
really is a new type of activity — 
or just a new name to justify 
adding a new group of people to 
an organization. While obviously 
of the firm conviction that the 
systems engineering concept offers 
an extremely valuable contribution 
to research, product planning and 
development work, Schlager ad- 
mitted that — thus far — many 
men engaged in this type of ac- 
tivity have had to “spend a lot of 
their time” merely justifying (to 
management) the existence of the 
systems engineering function. 

> ° = 


Complexity Brings Need 
For Systems Product Plan 


| Ae into his main topic 
—what is systems engineering, 
and why is it needed?—Schlager 
defined three types of systems: 
(1) A functional system at the 
theoretical level; (2) an actual 
physical system at the laboratory 
level; and (3) an operational sys- 
tem, which usually comprises 
human beings and man-made de- 
vices working together to perform 
an operation. 

With this prelude, Schlager 
took a bold plunge and defined 
systems engineering as the art 
and science by which a collection 
of physical objects and human 
beings are enabled to perform 
operational functions in a stipu- 
lated environment or set of con- 
ditions. 

Systems engineering is needed, 
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Giant Press— 


Shown is a triple-action Hamilton press 
after completion of construction at Hamil- 
ton Division, Hamilton, O., by Baldwin- 
Lima-Hamilton Corp. The press, one of the 
largest triple actions ever built, has 200- 
by-100-inch bed, is sufficient in size to 
produce the largest auto body stampings 
ever anticipated for any future car. The 
compact unit requires only 19 feet of 
headroom, a 17-foot basement. Ford Motor 
Co. is using two of the presses in its 
Chicago Heights (ill.) stamping plant. 


to develop these products. 

According to Schlager, systems 
engineering brings about a basic 
conflict between the freedom of 
individual component designers and 
the organization of the whole in- 
tegrated effort. 

As is usually the case with all 
new ccncepts, there also may be 
conflicts between the systems en- 
gineering group and other depart- 
ments which are firmly entrenched 
by tradition in certain functions. 

For purposes of discussion, 
Schlager continued, the subject 
of systems engineering may be 
divided into comments on techni- 
cal integration and organization 
and management considerations. 
Over-riding all else, he stated, is 
the idea that systems engineer- 
ing cannot be effective unless it 
is understood and backed by 
engineering management. 

For many in the audience, the 
high-spot of combined entertain- 
ment and informative discussion 
was the talk in 
which Prof. Harry 
H, Goode, Univer- 
sity of Michigan, 
related his views 
on the qualifica- 
tions and training 
for systems en- 
gineers. 

Like other en- 
gineering special- 
ties (or “generali- y 
ties” — depending 4 
on the viewpoint), H. H. Goode 

systems engineering calls for par- 
ticular skills and formal prepara- 
tion. 

In a humorous paper that was 
itself a masterly model of the 
systems engineering approach, 
Prof. Goode offered some opinions 
on the educational requirements, 
skills and personal characteristics 
that are essential to a good systems 
engineer. 

Prof. Goode reminded the audi- 
ence that the systems (or system, 
as he prefers to call it) engineering 
concept is so new that “we hardly 
are in a position to state cate- 
gorically that a given background 
will fill the bill.” 

After modestly disclaiming any 
real knowledge of what training 
and qualifications are needed for 
a good system engineer, Prof. 
Goode proceeded to use the sys- 
tem engineering approach to 
devise a description of what most 
will agree would, indeed, make 
a pretty fair system engineer— 
if only such specimens as he 
described were available! 

First, Prof. Goode reviewed the 
system design procedure as a 

method of attack on the problem 
of determining qualifications. Thus, 
he proposed a method that in- 
volved, first an orientation in the 
subject; second, an attempt to state 
the problem clearly; third, develop- 
ment of requirements for a solu- 
tion; and fourth, the formulation of 
suggested (tentative) solutions, 


* ® * 


Mathematics Emphasized In 





|Systems Engineer Training 


FTER a detailed enumeration 
of nine requirements for a sys- 
tem engineer, Prof. Goode sum- 
marized his “solution” as follows: 
“Our man should start out in a 
specialty — engineering or science 
— preferably the former. It would 
be desirable if he had a master’s 
degree, Moreover, it should be in a 
field that is not a stranger to com- 
plexity, In the course of training 
in this field, his mathematics should 
be done with some depth, One 
course beyond the calculus is not 
enough. He should have differential 
equations, a course in linear alge- 
bra, training in probability and, if 
possible, in mathematical statistics.” 
With this promising “start,” 
the embryonic system engineer 
then should be exposed to “four 
or five years of the real world,” 
according to Prof. Goode, Then, 
after acquiring experience in in- 
dustry, the man is considered 
ready to go back to school and 
study system engineering. 
Continuing his tentative descrip- 
tion of the system engineer’s quali- 
fications, Prof. Goode recommended 
“graduate training in depth in the 


Arvin Sound Tests— 


Two engineers test an Arvin fan for 
sound-wave buildup and “harmony” in 
the firm's new acoustical laboratory in 
Columbus, Ind. Arvin engineers say the 
new laboratory has stopped completely 
every sound thrown at it. 


field of system design.” He men- 
tioned a few of the desirable 
subjects for study—pointing out 
that they are associated with the 
characteristics of the system and 
the sciences which will be en- 
countered during design. 

Most of the subjects he advised 
are mathematical in nature, To 
name a few: System engineering 
methodology, mathematical statis- 
tics, computers, servomechanisms, 
information theory, queueing theory 
and cost accounting. 

Prof. Goode concluded by noting 
that the major question in con- 
nection with training is one of 
depth. He indicated that there is a 
school of thought that the broad 
training for a system engineer may 
be begun (without depth) in the 
undergraduate phase. 

“I have a fear in this regard,” 
Prof. Goode stated, “that not 
having studied in depth in one 
special field may lead to a 
shallowness of approach to these 
complex (systems) problems,” “It 
remains to the future to decide 
which of these approaches is 
better,” he said. 

Rounding out the AMA engineer- 
ing management conference was a 
paper on the shortage of engineers 
and another on evaluating the 
engineering applicant, McGraw-Hill 
economists Dexter Keezer and 
William H. Chartener referred to 
a current survey whose prelimin- 
ary results indicate that many 
companies expect their employment 
of engineers and scientists in re- 
search and development to increase 
anywhere from 10 to 60 percent in 
the next three years. Some firms 
estimate the increase at 100 percent 
or more, 

A strongly-held view on the per- 
sonnel shortcomings of some. en- 
gineering organizations was pro- 
pounded by Prof. John H. Flynn, 
director of student personal serv- 
ices, College of Industrial Tech- 
nology, Boston University. 
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Professor Cites Weakness 


In Personnel Policies 


Pppror. FLYNN declared, “part of 
our problem in proper staffing 
(of engineering departments) stems 





Pontiac Modernizes Foundry— 


—. 


from the fact that we are willing 
to spend the time and money 
necessary to attract the personnel 
we need—but, after we get them, 
we neglect the fact that success. 
ful utilization of an enginecring 
talent is dependent on what hap- 
pens to him when he goes on the 
job.” 

“Too often, this all-important 
area is left to chance,” he con- 
tinued, 

Prof. Flynn asserted that a 
strongly-staffed engineering depart. 

ment is not a chance happening, 
“We must consider,” he said, “the 
entire role which personnel depart- 
ments must play.” He referted to 
the need for proper provisions for 
counseling, promotion and pay ad- 
justment between new and old 
employes “in this helter-skelter 
situation which exists today with 
competitive salary bidding causing 
dislocations of salary relationships.” 

In other words, Prof, Flynn con- 
tinued, “is the personnel depart- 
ment adequately staffed and prop- 
erly placed in the hierarachy of 
departments to assist management 
efficiently in building and maintain. 
ing a strongly-staffed engineering 
department?” “My own observa- 
tion,” he stated, “is that too often 
the idea that ‘personnel’ is an- 
other name for ‘employment man- 
ager’ still persists.” 

After pointing out that, in hiring 
new people, the whole field of in- 
terviewing is a study in itself, Prof. 
Flynn peered into the future and 
listed some considerations for 
building a better supply of top- 
flight engineering personnel. 

He noted that testing plays a 
strong role in preselection of en- 
gineers and indicated that psy- 
chometric testing and personal 
interviewing are important 
factors in today’s efforts at im- 
provement of engineering per- 
sonnel selection. 

In a glimpse of what lies ahead, 
Prof. Flynn revealed that “many 
investigators and various universi- 
ties are out struggling with the 
problem of developing and working 
on a new multiple aptitude test.” 

He stated: “I have carried on an 
evaluation study for the last five 
years, and am becoming convinced 
that we are moving toward a me- 
chanical evaluation system which 
eventually will replace the familiar 
paper and pencil tests.” The use of 
the electroencephalogram (depict- 
ing brain waves) reportedly has 
opened the way to one avenue of 
investigation. 

Prof. Flynn stated that engineers 
themselves probably will be of im- 
mense help in developing mechani- 
cal personnel evaluators “once they 
see the potential uses which can 
be made of such devices.” 

The adaption of the present base- 
ball major league farm system, 
whereby major companies would 
“farm-out” young, promising en- 
gineering personnel to sub-contract- 
ing smaller companies (and 
vendors?) for general seasoning 
with possible periodic trips up to 
the major company for “try-outs” 
also has distinct possibilities, ac- 
cording to Prof. Flynn. 


Representing a significant stride in Pontiac's foundry modernization program, the 
new equipmént shown above has done much to improve working conditions, the 
company's product, and the task of housekeeping. At right is one of two modern 
30-ton electric holding and melting furnaces as it tilts forward to fill hot metal carriers. 
Employe at left gets a refill for the intake manifold moulds from a second crane that 
boasts a three-ton capacity bucket. The new equipment is the result of Pontiac's share 
in General Motors’ multi-million dollar expansion and modernization program 


instituted last year. 
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Report from the DeSoto Factory-Dealer Conference 


Sales Agreement 
Is beyond all 

our expectations 
and is the best 
in the industry... 


Of foremost importance to every automobile dealer is his factory 
sales agreement. The new De Soto Sales Agreement . . . product 
of over 6 months of development by DeSoto and Chrysler 
Corporation officials . . . is now being presented to De Soto 
Dealers everywhere. 


In Detroit a fortnight ago, the new De Soto Sales Agreement was 
presented to the 20 dealer-delegates of the DeSoto National 
Factory-Dealer Conference. 

The following is a verbatim excerpt from this committee’s final 
report to the De Soto and Chrysler Corporation officials and their 
fellow De Soto dealers whom they represent. 


“Our committee found that practically 
all of the items of discussion suggested by 
the dealers of all regions in regional level 
councils are already incorporated in the 
new DeSoto Sales Agreement. 

“This is a compliment to DeSoto and 
the Chrysler Corporation and all who had 
a part in drawing up the new agreement. 
We dealers do not hesitate to say that the 


new De Soto Sales Agreement is beyond 
all our expectations and is the best in the 
industry today.”’ 


Alert factory anticipation of dealer problems and a willingness to 
develop solutions to these problems in advance . . . these are two 
more good reasons why it pays to be a De Soto Dealer. 


the new DeSoto 


’, 


HENRY FROST 
Art Frost of Glendale 
Glendale, California 


EDWARD L. WOLF 
Allston Motor Co. 
Allston, Mass. 


HERBERT MORGAN 
Anniston, Alabama 


Cc. H. GLOVER 
Glover Motors, Inc. 
Spartanburg, S. C. 


J. R. HENDERSON 
Roy's Service 
Elkhorn, Wisconsin 


ALBERT FRANTA 
Franta Motor Co. 
Baytown, Texas 


E. L. FRETWELL 
Fretwell Motor Co. 
Oklahoma City, Okla. 


Ss. A. ROBINSON 
Robinson Bros. 
Jackson, Miss. 


NELSON MINTZ 
Nelson K. Mintz 
Staten Island, N. Y. 


J. E. ENANY 
Enany Motor Sales, Inc. 
Uniontown, Pa. 


Corporation officials. 
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Calhoun Motor Co., Inc. 
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MEMBERS OF THE DE SOTO 
NATIONAL FACTORY-DEALER CONFERENCE 


TOM O’BRIEN 
Tom O’Brien Co. 
Indianapolis, Ind. 


DAN O’SHAUGHNESSEY 
Dan O'Shaughnessey 
Lansing, Michigan 


H. R. McNEIL 
McNeil-Stanley, Inc. 
Los Angeles, Calif. 


N. J. KOPPY 
Koppy Motors, Inc. 
St. Paul, Minn. 


EUGENE FREED 
Freed Bros. Motor Co., Inc. 
Conshohocken, Pa. 


HERMAN RODELL 
Hull-Rodell Motors, Inc. 
Spokane, Wash. 


D. H. ROBERTS 
West End Motors, Inc. 
St. Louis, Mo. 


ANTHONY GIAMBACURTA 
Seneca Motors, Inc. 
Rochester, New York 


THOMAS M. LUCAS 
Thomas M. Lucas, Inc. 
Stockton, Calif. 


WILLIAM J. RENNIX 
Glendale Motors, Inc. 
Baltimore, Md. 


These 20 men, every one an active De Soto dealer, are the 
elected representatives of some 2700 De Soto dealers. They 
were chosen at 18 regional conferences following more than 
100 meetings on the district level. These national repre- 
sentatives met in Detroit on April 12, 1957, to discuss 
problems and objectives with top DeSoto and Chrysler 


it pays to be a 
DeSoto Dealer! 
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is read more 

by both men 

and women 
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Source: Studies by Daniel Starch and Staff, 1951 — 1957. 
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14 Parts Jobbers 
Charged in FTC 


Price Complaint 


WASHINGTON. — The Federal 
Trade Commission has charged 14 
automotive replacement part job- 
bers with soliciting unlawful price 
favoritism from suppliers through 
a mutual buying association. 


The group operates as Six-State 
Associates and is located in New- 
tonville, Mass., the FTC said. The 
complaint said the jobbers “exert 
the influence of their combined bar- 
gaining power to receive special 
prices,” discounts, etc. 


Usually, the complaint said, this 
bargaining includes a demand that 
the sellers consider the jobber- 
member purchases in the aggregate 
when granting quantity purchases 
discounts or rebates to each. 


Those named were Hunt-Mar- 
quardt, Inc., Boston; Mellor’s Auto 
Parts, Providence; Standard Auto 
Gear Co., Dorchester, Mass.; Tar- 
bell-Watters Co., Springfield, Mass.; 
Auto Electric Service Co., Manches- 
ter, N. H.; Farrar-Brown Co., Port- 
land, Me.; Christie & Thomson, Inc., 
Worcester, Mass. 

Grinold Auto Parts, Inc., Hart- 
ford, Conn.; Horton-Gallo-Creamer 
Co., New Haven, Conn.; Hagar 
Hardware & Paint Co., Burlington, 
Vt.; Plattsburgh Motor Service, 
Inc., Plattsburgh, N. Y.; Detroit 
Supply Co., Inc., Albany; William 
T. Manning Co., Inc., Fall River, 
Mass., and Thorpe Automotive Co., 
Pawtucket, R. L 


Standard-Triumph 
Elevates Bethell 


NEW YORK, — Alan F. Bethell 
has been elected president of 
Standard-Triumph Motor Co., Inc. 
here. Standard-Triumph imports 
British Triumph TR-3 sports cars, 
and markets sports cars in the U. S. 

Bethell, formerly executive vice- 
president of the company, has been 
in the automotive industry 20 years. 
He was educated in England and 
joined Standard Motor Co., Ltd, 
Coventry, England, as an apprentice 
17 years ago. Later he was a me- 
chanic in the service division, fol- 
lowing which he became a road 
tester. 

Following the war he was ap- 
pointed service representative and 
subsequently company representa- 
tive, visiting distributors in Europe, 
Middle East and Far East. Bethell 
was transferred to the U. S, in 1954 
as West Coast manager for 
Standard-Triumph. He was ap- 
pointed executive vice-president 
and moved to New York in 1956. 


Corn-Belt Cars 
Motor Sports Show Slated 


In Des Moines 


DES MOINES.—The third annual 
Motor Sports Show will be held here 
Oct. 5-6, with displays expected to 
include 300 classic, antique, custom, 
sports, special interest and hot-rod 
cars. 


Commercial exhibits will be staged 


by 100 suppliers of automotive 


equipment and accessories, trailers, 
autos and related products. 

The exposition is sponsored by the 
Iowa Motor Sports Assn. 


Alemite Chooses Tuttle 


For New Atlanta Outlet 


CHICAGO, — Formation of a new 
distributorship and appointment of 
Jack L. Tuttle as distributor of Ale- 
mite and Stewart-Warner instru- 
ment products in Atlanta has been 
announced. 

Alemite Co, of Georgia will en- 
compass territory formerly served 
by the Atlanta branch of Alemite 
Co. of the Southeast, Jacksonville, 
Fla., and other areas which best can 
be served from Atlanta. The com- 
pany plans to move into a new 
building under construction at 645 
Antone St. N. W., Atlanta. 


Methods Contest Opens 


CHICAGO.—The Industrial Man- 
agement Society has announced it 
is accepting entries for its 7th an- 
nual methods improvement contest 
to be held here in conjunction with 
its 2ist anniversary Industrial En- 


girieering and Management Clinic, | ' 


Oct. 30-Nov. 1. 





* 
WHAT IT IS 


WHAT IT DOES 


USING YOUR OWN LETTER-HEAD, We invite you to 
request full information on this very new and practical 
method of adapting the successful methods of currently 
operating dealers throughout the nation, for your use. 
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Headquarters for all MoPar Sales and Operational Activities. 


Headquarters for Chrysler Corporation Training Activities. 


Chrysler Motors Corporation to help 


its dealers wncrease their MoPar parts 


and accessories sales and profits... 








AR 


TO DOUBLE 
FIELD FORCE! 





Forward-looking Chrysler Corporation... already years 
| ahead in the automotive industry ...now moves ahead in 
the field to help Corporation dealers get a bigger share of 
MoPar parts and accessories business. 


Chrysler Motors Corporation-is more than doubling its 
present field force. The additional men will help dealers in 
every phase of their parts operation—stocking, stock con- 
trol, merchandising, sales promotion, and ordering of 


As the first step toward that goal, the MoPar Division of 


MoPar parts and accessories. 
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MoPar NEEDS ADDITIONAL DEALER PARTS AND ACCESSORIES REPRESENTATIVES 


The fast-growing field force described 
above has positions open for experienced 
men of right background and calibre. This 
information could be the turning point in 
the life of the right man: 


WHAT KIND OF WORK WILL HE DO? Aid all 
Chrysler Motors Corporation car and 
truck dealers in expanding their MoPar 
parts and accessories sales and profits. 


WHAT ABOUT SALARY? The pay is good, 


according to qualifications and accom- 


plishments. College education is desir- 
able, but not necessary. 


WHAT ABOUT MoPan? He will be identified 
with, and backed by, Chrysler Corpora- 
tion’s “‘years ahead” engineering and styl- 
ing achievements. Only MoPar parts and 
accessories are factory-engineered for 
Chrysler Corporation’s cars and trucks. 


WHAT ABOUT TERRITORIES? Many territor- 


ies afe open throughout the country ; per- 
haps there’s one in your present locality. 


WHAT ABOUT TRAINING? Selected individ- 
uals will be given specialized training in 
the most outstanding Training Center in 
the automotive industry. 


Interested men should write Mr. J. H. 
Bonner, Personnel Manager, Chrysler 
Motors Corporation, P. O. Box 857, De- 
troit 31, Michigan. A brief summary of 
your education and experience, and a 
photograph, should be included. All in- 
quiries will be handled confidentially. 


a 
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Four AMC Dealerships 


Start in W. Va., Pa. 
Four American Motors 


and Pennsylvania. 


J. Emmett Ferrell has opened 
(Nash), 
Wheeling, W. Va. David W. Smoot 
ig head of Smooth’s Auto Rebuilders 
(Hudson-Rambler-Nash), Elkins, 


Emmett Ferrell Motors 


W. Va. 


Alvin W. O’Brien has started| and Charles 
(Nash), New 


O’Brien Motor Co. 


“SOLD 60 


DEALERS! SEE PAGE 33 
WRITE or WIRE: 


dealer- 
ships have opened in West Virginia 
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Eagle, Pa., and G, Randdélph Bur- 
kett owns Burkett Motors (Nash), 
Bedford, Pa. 

* 


* * 
Courtesy Buys Rotolo 
Courtesy Dodge-Plymouth West 


La., has purchased the assets of 
Rotolo Motor Co., which for- 
merly held a Dodge-Plymouth 
franchise. Mel Jacobson is presi- 


Across the Nation .. . 


Auto Dealer Changes 


Beutz Motor Sales, headed by 


dent, J. C. Young, vice-president, | Clarence Beutz, is a new Dodge 
Sheppard 


tary-treasurer. 





IN 60 DAYS... and expect to 


double the volume in 
the MAY-JUNE period” 


“Profits .. . volume astounding since ! 
added ISETTA “300”. Business and 
City departments are asking for 

bids on 15, 20 cars at a time.” 


TOM ATKINSON, Prominent Avto 
Dealer in Ft. Lauderdale, Fla. 


 pyetta 300 


AMERICA’S FASTEST SELLING SMALL CAR 


jr., secre- | dealership in Mankato, Minn. Beutz 


also operates a Dodge dealership 
in Le Sueur, Minn. 


* * * 


Derryberry Sells Out 
Chief Pontiac Co., Albuquerque, 
has been sold by Ward Derry- 
berry to Edmund DiLorenzo and 
Ned Wood, The dealership will 
be renamed Quality Pontiac, Inc. 
Derryberry plans to retire. 


* x * 


Amdahl Adds Dodge 
Cc. J, Amdahl & Sons (Chrysler), 
Pipestone, Minn.,, has been awarded 
a Dodge franchise and will handle 
both makes. 


* * * 


Chrysler Splits Parma 


is Parma Motors, DeSoto-Plym- 
outh, Parma Motors will become 
a Plymouth operation under Ern- 
est Gerzeny, with Parma Motors 
DeSoto, Inc,, designated to handle 
DeSoto. 


* * * 


Lovelady-McKee Moves 


Lovelady-McKee Motor Co. 
, Albuquerque, has moved 
S. E. A new 
building is being planned, 

* * * 


Church Motors Opens 
Robert Church Motors, Inc., is a 
new Mercury dealership at 215 E. 
Kansas St., Liberty, Mo. 
* * * 
Hanken Adds Buick 


Al Hanken, Pontiac dealer in 
Larned, Kans., for five years, has 





dealership to be split in Cleveland 


When is a bartender 
not a bartender? 


Joe Biersman holds down the noon 
to eight shift at the Blue Star bar. Big, 
genial, well liked, Joe mixes drinks that 
satisfy the country club set, draws beer 
with a low collar for the locals. Hasn't 
missed a day on the job in years. 

But don’t get the idea that Joe is a 
bartender... Joe lives on the old Hick’s 
place outside of town. Hadn't been 
farmed for years, so the bank sold it on 
easy terms. The house is rather run 
down, but it’s low rent, a good place 
for the kids, and a cheap vacation for 
his relatives. Joe raises some vegetables, 
sells his standing hay to a neighbor, 
and has a lot of time for fishing... All 
of which, in the annals of the U.S. 
Census, make Joe a farmer. 

Joe is a part of the farm problem 
which politicians deplore at election 
time. He has one of the 1,453,393 part- 
time and residential farms that earn 
less than $1,200 a year; but represent 
30.4% of all U.S. farms, account for 





only 1.7% of farm sales, and give 
average farm income a black eye. 


Ow the other hand, there are also 
1,289,653 farms in this country with 
sales above $5,000 — 27% of the farms, 
with 78.7% of the total sales! 

So if you want to sell farmers, you 
first have to find farmers who can buy. 


And nowhcre will you find farm family 





than in Successrun FARMING. 

This magazine is published for one 
type of farmer—the volume producers 
of corn, grains, livestock, milk, poultry, 


and eggs. The average farm cash income 
of SF farm subscribers has been about 
$10,000 a year for the past decade. 
Like other people who are doing 
well, SF farm families are living better. 
They have been building new homes, 
remodeling and repairing at a higher 
rate than urban families. And they are 
buying new furniture and furnishings. 
When necessary they often drive long 
distances to make major purchases. 


Aen’ SF families reached by other 
media? Of course they are, but not in 
the same way. Beeause for more than 
fifty years, SuccessruL FARMING has 
been helping the country’s best farm 
families earn more and live better; and 
has more influence with its audience 
than any other medium. 

To find more quality customers and 
to balance national schedules, you need 
Successrut Farminc. Any SF office 
can show you why. 


MerepitTu Pusuisninc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


The first Chrysler Corp. dual | added a Buick franchise, moved 
to larger quarters and renamed 








Larned has been without a Buick 
outlet since last fall, when Bill 
Hinman quit business. 

= ae * 


Motorville VW Formed 


Motorville, Inc., has been formed 
to handle Volkswagen in Sheboy- 
gan, Wis. William Thomson ig 
president and Carl Roewardt is 
secretary-treasurer. They also own 
Roewardt-Thomson, Inc., which 
sells Dodge, Plymouth and foreign 


cars. 
* * * 


O’Brien Signs with Ford 

T. J, O'Brien Motor Co,, Omaha, 
formerly a DeSoto-Plymouth deal- 
ership, will open a Ford dealer- 
ship in suburban Millard, Neb. 
late in April, Service facilities 
will be continued at its down- 
town Omaha location. O’Brien 
has been in business in Omaha 
since 1914. 


. * * 


Svetlik Organized 
Svetlik Motor Co., Inc., has been 
formed in Neillsville, Wis., to 
handle Ford and Mercury. 
+ * * 


Miller Goes to Used Cars 


A. E. Miller, Pontiac dealer in 
Omaha since 1937, has subleased 
his building and lot to Fred 
Schneider Pontiac, Inc. Miller will 
continue as a used-car dealer. 

~ ca of 


Humphreys Add 2 Deals 


Glenn L. and Murel L. Hum- 
phreys, owners of a string of Gen- 
eral Motors dealerships in Wis- 
consin and Northern Illinois, have 
purchased two more Wisconsin 
outlets. They are Gale Chevrolet 
Co., Sheboygan, and Gale Motors, 
Sheboygan Falls, both formerly 
owned by Clarence Gale. Gale 
Chevrolet has been renamed 
Humphrey Chevrolet-Cadillac, 
Inc., and Gale Motors now is Falls 
Chevrolet, Inc. 

* o . 


Detroit’s Tom Taylor 


Buys Gorey Buick Deal 
Tom Taylor, who has been a Pon- 
tiac dealer in Detroit “off and on” 
for 14 years, has purchased the 
Buick dealership formerly operated 
by Hugh Gorey, who died last fall. 
William Taylor, son of Tom Tay- 
lor, has been appointed sales man- 
ager of the new firm, which has 
been renamed Tom Taylor Buick. 
Dick Heigh, a former used-car 
dealer, has purchased Taylor’s Pon- 
tiac dealership. 
+o > = 


Dvoraks’ Replaces Keuper 


Dvorak’s Chevrolet Co., Inc., has 
been formed in Stoughton, Wis. It 
took over the building and business 
of Keuper Chevrolet Co., Inc., Presi- 
dent is John R. Dvorak. 

* . a 


L-M for Hillebrand-Oliver 

Hillebrand-Oliver, Inc., 517 Bard, 
Port Huron, Mich. has been 
awarded a Lincoln-Mercury fran- 
chise. The firm is headed by 
Frank S. Hillebrand and M. Oliver. 


AMC Lines for Stoney’s 
Stoney’s Car Market, Ltd., Tor- 
onto, has been franchised to handle 
Rambler, Metropolitan and Hudson. 
Managing director is W. S. Spivak. 
> 7 


English Ford Deals Shift 

English Car Centre, Victoria, B. 
C., has taken over the franchises 
for the English Ford group former- 
ly held by National Motors and 


Gladwell Motors. Ted Anderson,. 


formerly assistant sales manager 
for Roaf Motors, is manager of the 
new company. 

* * * 


Low Adds VW Deal 


Low Motors (Volkswagen) is ex- 
pected to open in Rochester, Minn., 
in June. The firm will be a sub- 
sidiary of Low Motors (DeSoto- 
Plymouth), LaCrosse, Wis. Eugene 
— will manage the Rochester 

rm. 


* > * 
VW Deal Opens in Fargo 
Import Motors of Fargo, Inc. 
(Volkswagen), Fargo, N. D. has 
opened with L, L. Metzgar as 
manager. 
+ om . 


Hebeler Opens Deal 
Dewey Hebeler, formerly of. Mo- 
ville, Ia. has been granted a Dodge- 
— franchise in Vermillion, 
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Ford Describes Stress-Analysis Techniques rT 


Computer’s Role in Body Design 


(Continued from Page 13) 
weight of a similar steel body 
prototype. 

Wheelbase of the vehicle is 85 
inches and overall length is 132 
inches. The XM-151 is said to have 
ample room for four passengers. 
Cargo area is claimed to be 30 per- 
cent greater than that in the pres- 
ent standard Army quarter-ton 
truck, 

* * * 
A Single Package 
OWER plant for the vehicle is 
a new four-cylinder, overhead- 
valve engine. The engine, radiator, 
clutch, transmission and transfer 
ease are installed as a single pack- 
age to facilitate service and main- 
tenance, The independent suspen- 
sion features coil springs at each 
wheel. The vehicle has ball-joint 
front suspension and a parallelo- 
gram steering linkage. 

In his technical paper before the 
ASBE, Kraemer noted that the 
characteristics of military vehicles 
“are becoming considerably different 
from their commercial cousins.” 

Military vehicles must be de- 
signed with capabilities for off-road 
operation, In addition, they must 
be air-transportable, air-dropable 
and floatable. Loads imposed by 
this type of handling may run as 
high as eight to ten G. 

These high load factors, coupled 
with awareness that, if aluminum 
were to be employed successfully, 
the design must accommodate the 
material, indicated the need for a 
complete structural stress analysis. 
“The extensive analysis we desired 
is not common for vehicle bodies 
in the automotive industry, there- 





Hunter Markets Device 
For Safe Tool Return 


Positive, safe retraction of potentially 
dangerous tool heads is said to be pro- 
vided by the Spir'ator safety return device 
introduced by the Hunter Spring Co., 1 
Spring Ave., Lansdale, Pa. 

As shown above, the self-contained unit 
consists of a special spring with an en- 
closed housing, a cable reel, cable and 
@ threaded mounting stud. When properly 
installed the spring offers negligible re- 
sistance to extension of the tool but will 
retract it to the neutral position upon 
release. The device provides a minimum 
retracting force of 5.5 pounds and a maxi- 
mum of 9.3 pounds through an 11-foot 
total extension, é is. deimed. 





Control Valves Available 
For Double Action Cylinders 


Development of three Quick-Dump con- 
trol valves, for fast, smooth operation of 
double-action cylinders, has been an- 
founced by Humphrey Products division, 
General Gas Light Co., Kalamazoo, Mich. 

The new valves are four-way, five-port 
models. There are no internal springs, 
packings, pistons, or sliding, metal-to-metal 
contacts. Valving action is said to be 
ultrafast and positive, giving smooth flow, 
dead-seal closing, large capacity and pro- 
longed service life, it is claimed. Two of 
the new valves are electrically operated 
and the third is grvigned with hand lever. 


Switches Redesigned 


The’ small two-circuit limit switches pro- 


Engineering New Products 


fore, it was necessary to establish 
our own method of approach,” said 
Kraemer. 
* * * 

FOr the first step—determination 

of dynamic design loads—Ford 
engineers turned to the analog com- 
puter, Vehicle characteristics were 
used to devise equations for the 
dynamic response of the sprung 
mass. 

For purposes of defining the 
design objective for the computer 
studies, it was assumed that a 
ramp 10 inches high and 20 inches 
long would represent a typically 
severe road obstacle of the type 
this vehicle might encounter in 
service. 

Since severity of the forces im- 
posed varies with vehicle speed, it 
was established that 15 miles per 
hour represented a practical 
velocity and design criteria. At 
this speed, the computer showed 
that the front wheels left the 
ground, and the complete cycle 
was studied to determine the 
magnitude of impact as the 
vehicle settled to the road again. 
The initial impact proved to be 
most severe, hence this was se- 
lected as the condition of maxi- 
mum loading. 

Angular pitch acceleration and 
vertical acceleration values from 
the computer were the basic factors 
used to determine the dynamic 
design loads, Kraemer explained, 

* 


* * 
Determining Load Factor 
IN the front wheels hit the 


ramp, the computer indicated 
that vertical acceleration at the 





duced by Micro Switch, Freeport, lll., a 
division of Minneapolis-Honeywell Regu- 
lator Co., have been redesigned to provide 
them with forged aluminum alloy roller- 
arm actuators and a higher electrical 
rating, the firm said. The switches are 
identified as 11S! and 71S1, the latter 
being a flush-mounted unit. 
* * 


For Vacuum Metalizing 


Logo, Inc., Chicago, has announced a 
new top coat for vacuum metalizing all 
types of metals. Vacuum metalizing is 
the deposition of an alloy, usvally alu- 
minum, by evaporation in a vacuum 
chamber. To protect this thin film and 
give desired physical properties, a top 
coating usually is applied. 





2 
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Portable Testing Instrument 


Measures Coating Thickness 


A non-destructive coating thickness 
tester, Dermitron model D-2, has been 
developed by Unit Process Assemblies, 
Inc., 61 E. Fourth St., New York, N. Y. 


This portable instrument, for both labo- 
ratory and production use, is said to give 
fast, accurate and direct readings of vir- 
tually any coating on any base, including: 
Metal coatings (such as plating) on metal 
base; non-metallic coatings (such as paint, 
anodizing, porcelain) on metal base; and 
metal films on nonmetallic base (plastics, 
ceramics). Dermitron comes with four 
measuring probes for extra wide thick- 
ness ranges from thin to thick deposits, 
and requires only an Y% of on inch 
circle-area for measurement. 

ome \-4 


Copper Cleaning Process 


A new surface-cleaning process for 


-copper—both rolled and drawn products 


—has been developed by Becco Chemical 
division, Food Machinery & Chemical 
Corp., Buffalo. It employs a water solution 
of ammonium persulfate at room tem- 
perature, in which the copper is given a 
30-second dip and is said to improve 
bonding properties and delay retarnishing. 





» | mum corner radii permissible. 



































vehicle’s center of gravity produced 
approximately 2.25 G load at that 
point. 

However, the vehicle also was 
accelerated angularly by rotation 
about an axis normal to its fore- 
and-aft centerline. This rotation or 
pitch, when reduced to wheel re- 
actions revealed an additional load 
factor of 2.5 G for components lo- 
cated near the front wheels. 


Kraemer noted that a similar 
result for components near the 
rear wheels was anticipated when 
the rear wheels struck the ramp. 
Hence, a load factor of five G 
was selected for the design load 
value. 

The stress analysis was ac- 
complished with the assumption 
that the upper portions of the body 
were not to carry any primary 
load. Static weights of the vehicle 
components, payload and miscel- 
laneous items were positioned as 
closely as possible to the points of 
support on a small scale structural 
diagram of the underbody. 

The resulting external reactions 
were determined with respect to 
the suspension mounting points, 

* * aa 


“to next job,” Kraemer said, 
“was to solve for internal re- 
actions of the beams.” In attacking 
this problem, it was observed that, 
if two of the internal reactions 
could be determined, the remaining 
reactions could be found by the ele- 
mentary laws of statics. This re- 
duced the situation to a problem 
with two degrees of redundancy. 

Kraemer reported that the prin- 
ciple of minimum strain energy 
was used to determine the two un- 
known recations, “sometimes re- 
ferred to as Castigliano’s theorem 
of least work.” 

Two expressions for the total 
displacement of the frame at the 
selected intersections were written 
in terms of the derivatives of 
strain energy with respect to the 
internal reactions, 

Bending moment and stress dia- 
were drawn after solving 
for the remaining reactions. These 
diagrams, explained Kraemer, were 
for static loads “but armed with 
knowledge obtained from the com- 
puter, we arrived at the maximum 
dynamic stress by applying the 
proper dynamic factor to each static 
result.” 


Design Parameters 


At™ design revisions and re- 
runs of pertinent phases of the 
stress analysis, the vehicle design 
was “frozen” and body drafts were 
completed with due consideration of 
such design parameters as: 

1. All members must have mini- 
mum amount of draw and maxi- 


2. Body design must avoid using 
large unsupported areas of alumi- 
num as load-carrying members. 

8. To minimize possibility of 
fatigue failure, use a minimum 
number of members, joints and 
directional changes. 

4. Take “low efficiency” of spot 
welds into account. 

5. Design for ultimate require- 
ment of high-volume production. 

Since the vehicle embodies four- 
wheel drive with independent front 
and rear suspensions and axle hous- 
ings rigidly attached to the body, 
structural members were placed 
directly over these mounting points. 

* +” * 

Att™ assembly and heat treat- 

ing of the body, a structures 
test was performed to correlate ac- 
tual results with those obtained 
from stress analysis—as well as to 
determine physically whether the 
body could withstand the applied 


tures testing and pointed out that 
no structural failures were experi- 
eneed in the test program. 

Actual stress results were plotted 
for each member and stress curves 
drawn for comparison with curves 
obtained in the theoretical stress 
analysis, It was noted that “theo- 
retical and actual stress curves were 
very similar in pattern, and the 
comparisons of magnitudes of stress 
for each curve justify the value of 
making the theoretical analysis.” 





Strong Girls or Light Body? 


Light weight is the outstanding feature of this aluminum unitized vehicle body. 
Developed by Ford engineering staff for a new military truck, the body weighs 124 
pounds. The two young ladies shown carrying the raw body seem to need no help 
from Robert E. Kraemer, manager of Ford's special military vehicles engineering 
department. 





Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Automobile manufacturers spent 
$9,516,761 on spot television in 1956, 
of which $9,064,011 was used for 
advertising cars and trucks. The 
remainder was expended for pro- 
motion of appliances, institutional 
advertising, tractors, and car ac- 
cessories. 

The figures, compiled from N, C. 


announced the opening of an office 
in the Penobscot Building in Detroit. 

James J. Coyle, with the News 
=_— 1948, will be in charge of the 
office. 


= a + 
B & B Gives Up S-P Account 
Benton & Bowles advertising 
agency, New York, announced last 
week that it is giving up the Stude- 
baker-Packard account effective 














Rorabaugh data, were released by | July 5. 
the Television Bureau of Adver- B & B succeeded we. 
tising. liam & Cleary on 


Although General Motors led all 
other auto manufacturers in over- 
all expenditures, Ford Motor Co. 
was top spender on car and truck! comment on reports that it has 
advertising. already selected a replacement for 

Ford Motor spent $3,299,460 of a}B & B, many observers felt the 
total expenditure of $3,332,620 on/| account would go to Burke Dowling 


June, 1955, pM Pm yey’ - 
Packard account last October. 


Although S-P official would not 


cars in 1956, while GM expended|/Adams, Inc. Curtiss- Wright’s 
$3,140,021 of a total expenditure of | agency since 1952. 
$3,487,861 on promoting its cars and . 2: ia 


trucks. 

A breakdown of Ford expendi- 
tures in spot television showed 
that $2,981,590 was spent on Ford 
division cars; $113,980 on Ford 
trucks; $107,900 on Mercury, and 
$95,990 on Lincoln. The company 
also spent $26,940 on 
Ford tractors and $6,220 on ac- 
cessories. 

GM’s expenditure of $3,140,021 on 
ear-truck advertising was broken 
down as follows: Oldsmobile, $1,516,- 
611; Chevrolet cars, $953,220; Pon- 
tiac, $544,780; Buick, $75,970; all 
GM cars, $29,630; Chevrolet trucks, 
$18,090; GMC trucks, $1,140, and 
Cadillac, $580. 

Other GM expenditures included 
$124,510 for promotion of AC Spark 
Plugs; $86,100 on Saginaw Power 
Steering; $67,070 on Frigidaire ap- 
pliances; $49,530 on Delco appli- 
ances; $49,530 on Delco batteries, 
and $2,270 on GM institutional ad- 
vertising. 


Chrysler Corp, spent $1,914,160 

on spot television advertising in 
1956, of which $1,911,120 went for 
promotion of corporation cars. 
The remaining $3,040 was used for 
promotion of Airtemp appliances. 

A breakdown of Chrysler Corp. ex- 
penditures showed $1,033,550 going 
for Plymouth advertising; $511,240 
for Dodge; $331,950 for Chrysler di- 
vision cars; $28,570 for all Chrysler 
Corp. cars, and $5,810 on DeSoto. 

All Studebaker-Packard expendi- 
tures went for car and truck pro- 
motion, Of the $653,210 expended on 
spot television in 1956, Studebaker 
cars got $395,610; Packard, $253,750, 
and Studebaker trucks, $3,850. 

Less than half of American 
Motors’ $128,910 expenditure went 
for car advertising, as the corpora- 
tion spent $59,620 on Nash promo- 
tions; $580 on Hudson advertising, 
and $68,710 on Kelvinator, 


News Opens Detroit Office 


John H. Glass, advertising man- 
ager of the New York News, has 


Admen to Hear Sale 


Rhys M. Sale, president of Ford 
Motor Co, of Canada will 
deliver the keynote speech at the 
42nd annual convention of the 
Assn. of Canadian Advertisers in 
Toronto May te 


Now It’s Powell, tens 

Powell-Gayek Advertising, Inc., 
Detroit, announces a change in the 
name of the corporation to Powell, 
Inc., Advertising. 

Officers are Bob Powell, president 
& treasurer; Peter L. LaDuke, sec- 
retary, and Gladys Pfeiffer, assist- 
ant secretary-treasurer. 





i 
Prize-Winning Siga— 

This sign, constructed for Carroll Mo- 
tors, Tacoma, Wash., was one of 30 prize 
winners in the national sign-photo contest 
sponsored by Wagner Sign Service, Inc., 
Chicago. Signs were judged on the basis 
of photographic quality, letter spacing, 
originality of design, overall appearance, 
and condition of maintenance. 
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Only 70% of Potential Reached .. . 


Import Lids Limit Manila Sales 


Eprror’s Note: Mrs. George M. 
Slocum, chairman of the board of 
Automotive News, is on a world 
cruise contacting key auto dealers 
and distributors on business con- 
ditions. Here is another of her 
reports: 

* * * 

By Mrs, George M. Slocum 
Chairman, Automotive News 
MANILA, P. I.—In the Philippines, 
as in many other parts of the 
world I have touched in recent 
weeks, the auto- 
motive market is 
being depressed by 
artificial barriers. 

Here, import 
controls hold the 

market toabout 
70 percent of an 
easy potential, I 
am told. 

Many companies 
which act as dis- 
tributors also are 
set up as assembly 





Mrs. Slocum 
firms for the lines they handle, 


Chicago Dealers 
Reserve Space 


To Expand Show 


CHICAGO.—The 50th anniversary 
Chicago Automobile Show, sched- 
uled for Jan. 4-12, may occupy a 
record 450,000 square feet of main- 
floor space at the International 


Directors of the Chicago Auto- 
mobile Trade Assn. have taken an 
option on the newly constructed, 
150,000 - square - foot Donovan Hall. 
They already have leased the 180,- 
000-square-foot Exposition Hall and 
the central arena and its north 
~ south wings, which have 120,000 
square feet. 

Edward L. Cleary, show manager 
and CATA executive vice-president, 
said, “The option on Donovan Hall 
has been taken to provide for ex- 
pansion that may be necessary. 

“Some exhibitors have indicated 


new exhibitors. Finally, 
is the e golden anniversary 
would like to present cer- 


Miller Opens Sales Office 





since certain duties are avoided by 
importing knocked-down units, 

The picture one gets of the re- 
tailing industry depends upon whom 
one talks to. I discussed the current 
situation with representatives of 
five different firms. 

About the only questions in which 
there was some agreement on the 
answer was to what extent the 
general economy depends upon 
automotive transportation. 

All agreed that the motor ve- 

hicle is a necessary unit, This 
seems to be particularly true for 
trucks, since virtually 80 percent 
of intercity transport is by truck; 
= rest is by Philippine Railway 

From that point on, I found 
opinions differing, When I asked 
whether the passenger car is a 
luxury or a necessity, three firms 
said it was a necessity; two called 
it a luxury. (Dealers terming it a 
luxury handled Hillman and Mer- 
cedes.) 

When I asked how the sale of 
more vehicles would help the econ- 
omy of the area, answers centered 
around “cheaper” transportation 
and “easier” transportation, 

In trying to tell me something 
about the nature of automotive 
travel in the Philippines, some 
said it was mostly local; others 
said it was largely cross-country. 

Those considering most travel 
local said almost all auto trips 
were limited to 40 miles in length. 
Rainy seasons and poor roads, they 


Letterbox 


(Continued from Page 12) 
media and the decisions made by 
media thereon are made in the pub- 
lic interest and in the good name 
of advertising ... and we assume 
that P. L. Grissom & Son, Inc., will 
live up to their written assurances, 
calculated to correct the causes of 
complaint: — H. IL McExvowney, 
general manager, Better Business 
Bureau of Detroit. 
> a 


> 
Advertising Antics 


I read with considerable interest 
your Page One story (Apr. 1) 
headed: “How Customer Complaints 
Keep BBB on Dealer Trail.” 

As I turned to the runover page 
(page 50), I noticed a photo of 
Portland’s Hollywood Ford receiv- 
ing a television award. This firm 
was not permitted to advertise in 
either Portland paper for more than 
three months, and the city declined 


-{to renew its business license until 


some assurances were given about 
its sales deportment, etc. 

This community being smaller 
than Detroit, the local sucker list 
is pretty well exhausted in the 
metropolitan area, so radio and TV 
are being used to attract new ones 
from the country. 

Quite an appropriate page on 
which to run the picture.—PortLanp 
(Ore.) Reaper. 


said, helped to limit extensive |@ 


travel. 

Much truck transport, however, is 
from city to city. 

When asked to describe the 
market, one operator said 85 per- 
cent of cars and small trucks 
were sold to taxi and jitney 
operators. 

Another said the market was 
basically the same as it was in 
any other country. A third said the 
market was limited to the wealthy 
and middle classes, while a fourth 
said his firm sold only to profes- 
sional men and transportation com- 
panies. A fifth firm’s business is 
centered around contractors, en- 
gineers and business men. 

Some firms advertise through 
newspapers, Magazines and radio. 
Others limit advertising to news- 
papers, Most use personal contact 
to a large degree. 

Questioned as to the part obsoles- 
cence plays in the sale of new 
cars, one replied that it was similar 
to experiences in the U, S. Another 
said it was not so great an extent 
as in the U. S., and the others 
said obsolescence was a factor of 
“limited” or “little” importance. 

Some operators said used cars 
played an important part in the 
sale of new cars. Others said 


Mechanics Cited— 


The 1957 Craftsman Achievement Award 
has been presented to all 36 mechanics 
at Casa de Cadillac, Sherman Oaks, Calif. 
The award is given to mechanics who 
have passed a series of examinations on 
new techniques perfected by the factory 
for maintenance of Cadillac cars. Martin 
Pollard, right, company president, made 
the presentations, assisted by Larry Hesse, 
left, general manager, and Howard Peter- 
son, service manager who received one of 
the awards. 


they were not important, since 
many buyers of new cars dispose 
of their used vehicle themselves. 

Some said they had special prob- 
lems, One said most problems arise 
from the lack of a sufficient stock 
of spare parts resulting from the 





—- 


limited dollar allocation for the im- 
port of necessary parts. 

Another dealer said his problem 
was “largely one of slightly inade- 
quate supply.” He, too, blamed the 
limited availability of foreign ex- 
change. 

A third dealer said his problems 
revolved around the high cost of 
vehicles, parts, accessories and fuel 
and the scarcity of money. 

One dealer said, somewhat smug- 
ly, “As far as We are concerned, 


we have no problem.” 
* * * 


Lack of Consumer Credit 


A Barrier in Okinawa 

NAHA, Okinawa. — Inability to 
provide consumer credit is the big- 
gest automotive problem here, fol- 
lowed by the lack of legal processes 
| for repossession. 

The market outlook is fair for 
new cars, with most of the sales 
being made to taxi fleets and con- 
tractors. There is also a consider- 
able number of sales made to mili- 
tary personnel who are returning to 
the U. S. 

With prospects good for pickup 
sales, it was noted that most truck 
deliveries are made to armed forces 
clubs and facilities and local busi- 
ness firms. 

According to David H. Mayberry, 
auto sales manager, W. W. Taylor 
& Co., Ine. (Buick-Chevrolet), the 
Okinawa market depends “very 
slightly” on the obsolescence of 
autos. He pointed out that the vast 
majority of auto advertising is car- 
ried in local newspapers. 





New Commercial Car Registrations, 
25 States for March, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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N. D. Reelects Ingwalson . . . 
Gimmick Selling Blasted 


BISMARCK, N. D.—“Destructive 
trade practices do not build more 
business,” Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, has 
warned North Dakota auto dealers 
meeting here in their 24th annual 
convention. 

“Somewhere along the line,” 
said Monroney, “blitzing of the 
market, the phony deal, the no- 
money-down payment has blunted 
the idea of selling the automo- 
bile,” he said. 

Speaking in the same vein, Wal- 
ter B. Cooper (Chevrolet) Fort Col- 
lins, Colo. secretary of NADA, 
urged dealers to place more empha- 
gis on the dealer as well as product. 

“Here we are handling the 
world’s most wanted product,” he 
said, “and yet we have educated 
and encouraged our customers to 
play one of us against the other.” 
Cooper said money had been 
spent to promote the product and 
now “we must promote the dealer.” 


Paul Ingwalson, Crosby, was 
reelected president of the North 
Dakota Automobile Dealers 
Assn, Gilbert Saxowsky, Dickin- 








THE FIRST 


“NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 





WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 


* P.O. Box 224—Dept. IX 
New York |, N. Y. 


| agree to either remit 
$10.00 or return the book within ten days. 


. = amonpbekmentae Zone ... State ...... 


son, was elected vice-president. 
Henry Nygard, Grafton, and 
Bruce Theel, Rolla, were re- 
elected to the board of directors. 
New directors are Ray Lorenz, 
Bowman; R. M. Stoudt, James- 
town, and H, L. Berrel, Fargo. 
Monroney, chairman of the 
Senate auto marketing practices 
subcommittee, said the automobile 
industry has more impact on the 
American way of life than any 
other industry. “It occupies the cor- 
nerstone of American life,” he said. 
Monroney said that until a few} 
months ago not even manufac- 
turers realized the part distribution 
plays in the industry. He said that} 
10 percent of retail employes in 
the U. S. sell automobiles. 

The industry has two distinct 
facets, he said—manufacturers and 
dealers, “The industry is in bal-| 

















ance when both twins are healthy,” 
he said, “Cars are no good when 
they’re built just to sit on a lot.” 

Monroney said that he felt that 
changes in selling practices 
voluntarily made by manufac- 
turers as a result of his commit- 
tee’s investigation and voluntary 
work being done by individual 
dealers were helping to clear the 
air. 

In his opinion, 1957 is a year of 
testing and he expressed confidence 
that independent dealers can out- 
sell “factory puppets” and “stimu- 
lator” dealers. 

The senator suggested that the 
industry go back to the 18-20 month 
contract as was the custom before 
the “bing of 1955” when cars were 
sold on a 36-month basis. 

He said these cars were not paid 
for and gave this as one reason 
for “increasingly difficult” new-car 
sales of today. 

Monroney said his committee 
i was receiving complaints 
about fly-by-night operators; 
lack of explanation of balloon 
payments; penalty for an early 


Hike in °58 Car Prices 


Indicated by Pay Boost 


(Continued from Page 8) 


strikes in other Chrysler plants 
and by ordering its members to 
refrain from overtime in other 
plants. 

The company made no detailed 
explanation of the settlement of the 
dispute. The union had charged 
that it was caused by a work 
speed-up. 

Four thousand production work- 
ers walked out of the plant March 
14, halting assembly of Plymouth, 
Dodge, DeSoto and Chrysler cars. 


Dealer Walkout Looms 


—O* THE dealership front, a 
strike of 700 mechanics in 45 
Greater Cleveland dealerships is set} 
for next Thursday (May 1) if their| 
wage demands are not met. 

The mechanics, represented by) 
the Machinists Union, and the deal- 
ers have been deadlocked in their! 
negotiations. The current contract 
expires Apr. 30. 

Dealers contend that the union 
is asking for a 91-cent boost in 
the hourly flat rate—from the 
present $2.21 to $3.12. They also | 
claim the typical mechanic ac- 
tually averages $3.65 an hour now. | 

The mechanics are also asking for 
two more paid holidays (Good Fri- 
| day and Yom Kippur), longer vaca- 
tions, pensions, burglar insurance’ 
for their tools and other items. 

In Buffalo, a strike by the 12 shop 
employes of Lamont-Wray Motors 
| (Chrysler- Plymouth) has ended 
jafter the men agreed to accept a 
|10-cent hour increase. In addition, 
|a number of fringe benefits which 
|the employes were receiving, have 
been written into the contract. 

> . > 








Employers Discouraged 


N PHILADELPHIA, Ed Paul, 
president of the Delaware Valley 
| Auto Body Assn., has declared that 
|small employers cannot fight the 
|} union organizing drives without en- 
| dangering their businesses and that 
|the employers will have to sign 
contracts “whether they like it or 
not.” 
Organizing drives are now being) 
conducted against Philadelphia 
dealers, service stations and repair 


Senate Amends | 
Ore. Finance Bill | 


SALEM, Ore.—The Senate Finan- | 
cial Affairs Committee has written 
a new schedule of finance charges 
on automobile sales into a House- 
passed bill. 

The House bill set the maximum 
finance charge on new or used cars 
at 10 percent or $25, whichever was 
higher. 

The Senate put the maximum 
charge on new cars at 8 percent. 
The amendment also sets a ceiling 
of 10 percent on used cars less 
than two years old and 12 percent 
on cars more than two years old. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





garages by Local 596 of the Team- 
sters Union and Local 724 of the 
Machinist Union. 

Employers report that they are 
being threatened with the cur- 
tailment of auto parts and gaso- 
line unless they sign union con- 
tracts. 

In Evanston, Ill. a bill has been 
proposed in the City Council that 
would require a labor union, before 
picketing a business, to agree to an 
election among the employes of the 
firm. 

This would halt the “organiza- 
tional picketing” whereby the union 
compels a dealer to sign a contract 
even when most of the employes are 
against the union. 


DEALER’S REPORT. . .1 SALE EVERY 10 MINUTES 
... Most Sexsattonal Small Car in U.S. 


Order BMW Isetta “300”...2...10...30 at a time...they’ll sell 
in days. Never a car in the American market like it! ISETTA 
goes 60 miles on one gallon, parks on a dime...meets demand 
of salesmen, housewives, students, business, police and fire de- 
partments for a small car they can afford. You can’t afford to 
lose the jump on the hottest profit item since Henry F. backed 
the Model T... Small outlay. . . No risk. 


COMPLETE SPARE PARTS 
WRITE or WIRE 
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prepayment of contract and | E. Bradley, chief of N. D. highway 
“Mickey Mouse” contracts, design; Dr. Carl S, Winters, Gen- 
He suggested that insurance be| eral Motors Corp.; Gov. John E. 
separated from the price of the car| Davis, and Edward F, Payton, 
so buyers would know exactly what | Cleveland, 
they were purchasing. 


More than 150,000 ad AUTO- 
Other speakers included Robert! mo TIVE NE yee lt 


TIVE NEWS every week! 
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DELV’D...plus transportation, 
local and state tax, if any. 
Slightly higher in the west. 


INCLUDES THESE FEATURES 

© Convertible Sun Top. 

© Heater-Defroster 

e Auxiliary Gas Tank 

@ 4 Wheel Drive 

e@ Air Cooled Engine 

@ Exclusive4-way Vision 

@ Tubular Steel Framework 


SERVICE COAST TO COAST ®@ 60 Miles to Gallon 


FADEX COMMERCIAL CORPORATION ...Exclusive U. S. Distributors BMW ISETTA “300” 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
West Coast District Office: 519 WEST 15th ST., LONG BEACH, CALIF. 





Tel.: COrtlandt 7-7642 
Tel.: HEMLOCK 6-3224 





New Dealership Opens— 


Raymond A. Marker, seated, is presi- 
dent of Courtesy DeSoto, Inc., 1200 N. E. 
Second Ave., Miami. Standing, from left, 
ere Sam Tannahill, DeSoto regional sales 
manager; S. C. Ransom, Chrysler Corp. 
zone manager, and Vern E. Doonan, vice- 
president and general sales manager of 
the new DeSoto dealership. 
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GM Sales Top $3 Billion 


Quarterly Mark Is 2nd Highest in Annals; 
Profit of $261 Million Trails ’56 


(Continued from Page 2) 


annual meeting May 24, at the 
Buick-Oldsmobile-Pontiac assembly 
plant, Wilmington, Del. 

Much of the proxy statement was 
devoted to an explanation of an 
incentive program for top execu- 
tives which provides for continua- 
tion of GM’s bonus plan and for a 
related stock-option plan. 

The shareholder vote on the in- 
centive program does not constitute 
any earth-shaking policy change by 
the corporation, GM bylaws provide 
that it must be submitted to a vote 
every five years, and this is the 
year. 

GM has had a bonus program 
since 1918, and it has been modified 
from time to time to meet changing 
conditions, Some 14,000 employes 
received bonuses last year. Em- 
ployes receiving $640 or more per 
month are eligible for bonuses, but 
the corporation may reward aides 


ANNOUNCES 


revolutionary new 


TUBE FITTING DESIGN 


TTL 
he A 


DANIELSON MANUFACTURING COMPANY .° 
A SUBSIDIARY OF NICHOLSON FILE CO. ,” 


simple ... fast... versatile... 
with NO REDUCTION INI. D.... 
NO REDUCTION IN FLOW! 


Sealed tight, quickly-assemblied fittings by 
Danco present limitiess new opportunities in 
plastics and rubber tube applications. 


3 simple steps! 


1. Cut tube to desired length 

2. Slip fitting on tube 

3. insert special non-corrosive ring and 
tighten connection. 


No welding! No threading! No special 
adhesives! Installation is simple, mechanical, 
complete in seconds. And it's just os easy 
to disconnect a Danco fitting. 


Here's the most sensational development 

in tube fittings in the last ten years. 

The new Danco Fitting has been 

designed especially for flexible tubing ... 
A MODERN FITTING FOR MODERN TUBING. 


COMPLETELY MECHANICAL— 

With no intricate equipment. Requires only 
the simple Danco ring-holder and rings 
(available in a wide range of sizes for 
various tube diameters.) 


Weear-and corrosive- 

resistance nylon. 
Available in terminals, tees, 90°, 
and special fittings designed for 
specific applications. 


FREE APPLICATIONS SURVEY 
For more information on the NEW Danco 
tube fitting, write today outlining 
requirements. Specify application, please. 


DANIELSON, CONN. 


in lower brackets under certain 
conditions. 


It is estimated that 250 execu- 
tives may be selected to partici- 
pate in the new stock-option plan. 
If approved, the first options will 
be granted early in 1958 upon 
determination of bonuses for 1957. 

The option price will be 100 per- 
cent of the fair market value of the 
stock at the time the option is 
granted, and no executive may ex- 
ercise any part of an option until 
he has completed 18 months’ em- 
ployment after it is granted, 

Each option will expire no later 
than 10 years after it is granted. 

This is how the program will 
work: 


An executive who receives stock 


Borg Sees Sales, 
Profit Hike in °57 


CHICAGO.—Borg-Warner Corp.’s 
1957 sales and earnings are expected 
to rise above last year’s figures, ac- 
cording to Roy C. Ingersoll, chair- 
man of the board. 

“Forecasts would indicate that the 
second and third quarters of 1957 
should be better than the like peri- 
ods of 1956,” he said. 

Stockholders elected two new di- 
rectors to fill vacancies due to re- 
tirements. They are: Alexander E. 
Duncan, Baltimore, founder of Com- 
mercial Credit Co. and Gaylord 
Freeman jr., Chicago, general vice- 
president, First National Bank of 
Chicago. 


options will be awarded, as a 
bonus, 75 percent of the amount 
which, in the opinion of the bonus 
and salary committee, would other- 
wise have been awarded to him. 

The remainder will become a 
“contingent credit” and will repre- 
sent a certain number of shares of 
common stock, The number will be 
ascertained by dividing the con- 
tingent credit by the predetermined 
fair market value per share, 

The executive’s stock option will 
be three times the number of 
shares in his contingent credit. 
He :may exercise his option in 

whole or in part at any time during 
the next 10 years. Should he decide 
not to exercise it, after 10 years, 
he will receive—in five annual in- 
stallments—the number of shares 
in his contingent credit. 

A prime advantage of the plan— 
in addition to the obvious tax con- 
siderations — is that the option 
holder stands to gain greatly if GM 
stock rises, since he may buy shares 
at the price mentioned in his 
option. 

For example, had such a plan 
been in operation in the early 
1950s, the following situation would 
have prevailed: 

Early in 1951 (following a two- 
for-one split in 1950), GM stock 
was selling for about $48 a share. 
By late 1955, shortly before a three- 
to-one split, it had skyrocketed to 
$130. 

An executive who had an option 
to buy 1,000 shares at the $48 
figure could have held it until 
1955 and purchased $130,000 
worth of GM common for $48,000. 
And, based on last week’s quo- 
tations, that stock still has a 
market value of more than $120,000. 
The program will run from 1958 

to 1962 (when shareholders again 
vote on the incentive setup), and 
the stock will consist of 4,000,000 
authorized but unissued shares and 


Obituaries 


Greig, Ex-Head 


Of Canada Ford 


WINDSOR, Ont. — Douglas B. 
Greig, 69, former president of Ford 
of Canada, died Apr. 18. He headed 
the firm from 1946 to 1949 and re- 
tired in 1950. 


Mr, Greig joined Ford of Canada 
after World War I as an account- 
ant and later served as assistant 
secretary, secretary and treasurer. 

He was a member of the execu- 
tive council of the Canadian Manu- 
facturers Assn. and was a director 
of the. Canadian Ordnance Assn. 
and the Canadian Automobile 
Chamber of Commerce. 

> + * 


George William Owen 

FAYETTEVILLE, N. C.—George William 
Owen, 65, veteran automobile salesman, 
died Apr. 16. He had been associated with 
Dickinson Buick Co., Bleeker Motor Sales 
and David B. Owen Motor Co. 

* - * 
Lloyd H. Barrick 

BUFFALO.—Llioyd H. Barrick, 57, retired 
auto dealership executive, died Apr. 17. 
He was president and secretary of Barrick- 
Garey Motors, Inc., which he formed in 
1949 and sold in 1955, and then was as- 
sociated with Taylor-O’Brien Corp. until he 


retired last December. 
= * 7 


Joseph L. Bentley 
MILLEN, Ga.—Joseph L. Bentley, 62, a 
used-car dealer, died Apr. 15. He had been 
in the auto business nae SS years. 
* * 


Walter Keys 
WINSLOW, Wash. — Walter Keys, 75, 
died Apr. 11 after a heart attack. For sev- 
eral years he was a partner with his son, 
Russell W., in Bainbridge Motor Co, 
* * * 
George Ruhe 
SAN FRANCISCO. — George Ruhe, 53, 
Buick western regional manager since 1950, 
died Apr. 5. Mr. Ruhe was a graduate of 
General Motors Tech and had been a GM 
zone manager in Chicago seven years be- 
fore being aasigned to the West Coast. 
* * 


Frank Leiter 
DELANO, Minn. — Frank Leiter, 84, a 
Buick dealer here for 45 years until his 
retirement, died Ape. 12. 
* * 


J. W. Goldsmith 


Assn, in 1908 and again in 1915. Mrs. 
Monroe died a year ago, No children 
survive. 

* * * 


R, C. Pitzer 
SEATTLE. — R. C. Pitzer, 61, automo- 
bile-parts dealer, died Apr. 17 at San Jose, 
Calif. He was in the auto parts business 
in Seattle until 1940, when he moved to 
California. 
* * * 


Charles S. Rieman 
CHICAGO. — Charlies S. Rieman, 
founder of the former Elgin Motor 
Corp., died Apr. 17 at a Chicago 
home. Mr. Rieman retired 10 years ago 
as general manager of the General Aero- 
plane Corp., Buffalo. 
* 


79, 
Car 
rest 


Cari L, Ulrich 
CHICAGO, — Carl L. Ulrich, 50, presi- 
dent of the Rich Engineering Co., maker 
of electrical contacts for auto engines, died 
Apr. 18 in Lutheran Deaconess Hospital 
here. 


shares reacquired by the corpora. 
tion. No executive may be awarded 
more than 75,000 shares, 

The proxy statement noted that 
Curtice in 1956 received a salary of 
$201,100, stock valued at $69,737 and 
a cash bonus—payable in five an. 
nual installments—of $425,263. 

His corresponding figures for 1935 
were $201,400 salary, $77,713 stock 
and $479,287 cash bonus, 

Bradley received $141,000 salary 
and $200,000 bonus in 1956; Fred. 
eric G, Donner got $157,625 and 
$420,000, and Louis C, Goad’s totals 

were $146,100 and $385,000. Donner 
and Goad are executive vice-pregi- 
dents. 

Thomas H, Keating, car di- 
visions group vice-president, re- 
ceived $138,600 salary and $365,000 
bonus, and Sherrod E, Skinner, 
accessory group vice-president, 
got $121,200 and $335,000, 

The salary of Charles G. Stradella, 
General Motors Acceptance Corp. 
president, was $93,900, and his bonus 
was $245,000. Ivan L. Wiles, dealer 
relations executive vice-president, 
received $141,544 salary and $325,000 
bonus. 

The statement noted that E, L 
duPont deNemours & Co. owns 63,- 
000,000 common shares, or 23 per- 
cent of the shares outstanding, but 
GM emphasized that it “denies and 
has denied that it is controlled by 
duPont.” 


Cappel, MacDonald 
Acquires Belnap 


DAYTON, O. — Cappel, Mac- 
Donald & Co. has announced the 
purchase of Belnap & Thompson, 
Chicago. 

According to Elton F. MacDonald, 
founder and president of the pur- 
chasing organization, the two firms 
will continue to function independ- 
ently in the merchandise and travel 
incentive industry. A. E. Ostholt- 
hoff, former assistant to tne presi- 
dent of Cappel-MacDonald, has 
been appointed president of Belnap 
& Thompson. He succeeds its 
founder, Roy Belnap, who will con- 
tinue to serve the Chicago firm as 
consultant. 

The two firms which maintain 
sales offices from coast to coast, 
provide specialized services through 
which clients can offer merchan- 
dise-travel awards as _ incentives 
for outstanding sales performances, 
safety records and other attain- 
ments. 


Rose Consolidates 


Jacob Rose, an auto dealer since 
1909, is closing out his downtown 
automobile and truck dealership 
at 512 Indiana Avenue, LaPorte, 
Ind., and will continue selling 
Diamond-T trucks at his warehouse, 
Fifth and B Street, He started in 
1909 with the Maxwell car and 
later handled the Apperson. ~ 





EL MOROCCO 


The LUXURY CAR 
-in the LOW-PRICED field 


Styled by a group of outstanding automotive engineers to completely inte- 
grate the features of the Cadillac Brougham with the 1957 V-8 Chevy, the 
El Morocco is available in three models; a two-door hardtop, a four-doof 
hardtop, and a convertible model. Color choices are black and silver, bronze 
and white, or blue. 


Truly a low-priced luxury car, the El Morocco has met with tremendous 
acceptance since its introduction. Exclusive franchises are available. Write 
today for complete information. 


R. ALLENDER & CO. 


ATLANTA.—J. W. Goldsmith, 73, retired 
Atlanta auto dealer, died Apr. 21 at his 
home here after a long iliness. Mr. Gold- 
smith sold the Stanley Steamer and the 
Graham-Paige automobiles in this area 
many years ago. He later became the 
authorized Hudson dealer here, an associa- 
tion he continued for nearly half a century 
before retiring in 1952. 

* + 7 


Charles F. Monroe 
BUFFALO. — Charies F. Monroe, 86, a 
dealer here for 28 years prior to his re- 
tirement in 1929, died Apr. 15 in Buffalo 
General Hospital. He had served as presi- 
dent of the Buffalo Automobile Dealers 
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Rules Rob 3 of Honors... 


Woman Drivers Excel 





In *57 Economy Run 


(Continued from Page 2) 


the sweepstakes, but she again lost 
out to one of her sons—this time to 
20-year-old George. 

George chalked up 56.73 ton miles 
in his Chrysler Saratoga to win 
the upper-medium price class and 
take second in the sweepstakes. 
Automotive News last week mis- 
takenly credited a Buick Roadmas- 
ter with second place in the sweep- 
stakes instead of in the high-price 
class. 

In addition to Miss Bell in the 
Oldsmobile 88, two other women 
placed in the economy run. They 
were Mary Davis, who topped the 
low-price class in a Plymouth Bel- 
vedere V-8, and Marilyn Miller, 
third in the upper-medium category 
in an Oldsmobile 98. 

Thus six of the nine teams of 
women entered in this year’s run 
actually placed first, second or 
third in their divisions. 

While Chief Steward Art Pills- 
bury, of the U. S. Auto Club, and 
the Mobilgas people wanted to 
boost interest in the run by the ad- 
dition of women drivers this year, 
it is unlikely that they ever 
dreamed the women would score as 

well as they did. 

Instead of adding to the run from 
the standpoint of greater factory 
interest, the achievements of the 
women may have just the opposite 
effect, With 50 percent of the first 
three places in each class going to 
the weaker sex, it may deter many 
good male drivers from wanting to 
compete. 

If that should result, General 
Petroleum and the other Mobilgas 
divisions could possibly work up 
new enthusiasm for the run by add- 
ing station wagons to the contest. 

Of course if that were done, 
there would have to be two 
classes of “wagons,” one for those 
built on a passenger-car chassis 


and the other for models built 
on a truck chassis, 

With approximately 780,000 sta- 
tion wagons built and sold last 
year, this body type has assumed 
a major role in the output of all 
factories, 

Since a high percentage of the 
wagons are bought by young 
couples who have to watch their 
nickels and dimes, adding the sta- 
tion wagons to the run might bring 
a new appreciation of “economy” 
into the economy run. 

And adding the station wagons 
certainly wouldn’t reduce the 
“woman’s angle” of the run, be- 
cause the lady of the house is just 
as much at home in this vehicle as 
in any of the passenger-car models. 

Perhaps it is just as well how- 
ever that the grandchildren of Mel 
Alsbury sr. are not old enough 
to compete, because they might 





Restudy Sunday Ban, 


Colorado Court Asked 


DENVER.— The Colorado Su- 
preme Court has been asked to 
reconsider its latest decision up- 
holding the constitutionality of a 
1955 law banning Sunday sale of 
automobiles. Four members voted 
to uphold the law, three voted to 
declare it invalid. 

Gordon Slatkin, attorney repre- 
senting Max Mosko, Lakewood 
used-car dealer, asked for rehear- 
ing on two grounds. He said the 
court “overlooked or 
hended” his contention that the 
closing law does not affect public 
health, welfare or morals and thus 
is not a proper subject for legis- 
lative action. He added it is class 
legislation aimed at “imposing the 
will” of some dealers on the entire 
auto sales business. 
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have turned it into even more of 
a family affair, 
As it was, the Alsburys took 
the sweepstakes, both the actual 
and the official runnerup posi- 
tions for this top honor and two 
firsts and an actual second in 
two divisions. 
Much of the romance of the 
economy run for those who drive 
the run along with the contestants 
lies in the races within the race. 
For instance, one of the most 
hotly contested races for top 
honors occurred in the low-price 
group between Miss Davis (Plym- 
outh V-8) and Martin (Ford Six). 
On the first lap from Los An- 
geles to San Francisco, Mary ran 
up an “edge” of .5485 ton-miles per 
gallon. From San Francisco to 
Winnemucca, Nev., she lost some, 
but ended that lap .4070 ton-miles 
ahead. 
But from Winnemucca to Ogden, 
Utah, across the desert and salt 
flats, she nearly lost her advan- 
tage and ended this lap only .1047 
ton-miles in the lead, The experts 
claim that if Martin had not run 
into headwinds up around the 
Crater of the Moon, he might have 
caught her as Mary ended the run 
only .1030 ton-miles ahead. 
Another hot one was the race 
between Hart Fullerton in a De- 
Soto Firedome and George Als- 
bury. Fullerton was .5179 ton- 
miles ahead at San Francisco, At 
Winnemucca, he had increased 
his “edge” to .6186 ton-miles per 
gallon, but on the almost-level 
run to Ogden he lost out to Als- 
bury who came into Ogden .0621 
ton-miles ahead. 
Many predicted that Fullerton 
would gain this back in the hills 
of the last lap, but he finished .2803 
ton-miles behind the Saratoga. One 
of his observers said Fullerton ex- 
perienced trouble in the right bank 
of his engine during this lap, and 
the record indicates this might 
have happened as the Firedome 
outeconomized the Saratoga in the 
hills prior to this lap. 
But in each case, it was demon- 
strated that some little thing that 
| wouldn't be noticed by the average 
| driver can make the difference be- 
|tween winning and not placing in 

an economy run of this length and 
| over such varied terrain, 





Mercury’s Top Shop Managers Meet 


DEARBORN. — Forty-six top 
parts and service managers will be 
delegates at the first Mercury Na- 
tional Parts and Service Managers’ 
Council this week here. 

The delegates represent top-selling 
managers from dealerships in each 
of Mercury’s 23 sales districts. Five 
district parts and service sales man- 
agers also will attend as councilors. 

The activities during this three- 
day meeting will include a business 
session and an awards banquet hon- 
oring the delegates, E. A. Erickson, 
Mercury parts and service manager, 
will welcome the delegates. 

All phases of successful dealer- 
ship parts, accessories and service 
operation will be discussed, in- 
cluding: Stock control, transpor- 
tation, packaging, retail and 
wholesale merchandising, service 
Promotion and training. In addi- 
tion, scheduling and distribution, 
Packing and shipping, proce- 
dure and policy, pricing and pub- 
lications and accounting practices 
will be discussed. 

Scheduled to address the Council 
are R. S. Hanel, parts and acces- 
sories operations manager; G. W. 
Dixon, parts, accessories and serv- 
ice sales manager; C. E. Kelley, 
manager of sales promotion ac- 
tivities; N. E. Lockhart, depot 
operations manager, and J. G. Bur- 
gin, parts and accessories con- 
troller, 

Delegates and their dealerships 
are as follows: 

James F. Harris, Medford Fells 
Motors, Inc., Medford Mass.; Wil- 
liam Claessens, Bonnell & Stokes, 
Inc., Arlington, Mass.; 
Horton, Town Motors, Englewood, 
N. J.; Leslie H. Woodbridge, Park 
Motor Sales, Inc., New York; John 
Romanchick, West-Side Linco] n- 
Mercury Sales, Inc., Philadelphia; 
Paul L. Yoder, York Lincoln- 
Mercury Inc., York, Pa.; Angelo F. 
Palmisano, Walter H. Hick, Inc., 
Baltimore; Raymond A. Yeatts, 
McCready Motors, Inc., Portsmouth, 
Va.; Hugh J. Gallagher, Washing- 
ton district. 

Chester F. Sain, East End Mo- 
tor Co., Orangeburg, S. C.; Fred 


John R.| 


Rogers, Daniels Motor Co., Char- 
lotte, N. C.; Jesse R. May, Floyde 
Little, Inc., Waco, Tex.; Billy J. 
Miears, City Motors, Inc., Dallas; 
Henry R. Wilson jr., Turbiville 
Motors, Inc., San Antonio; Leroy 
T. Davidson, Greater Houston 


N. Y. Finds It’s Cheaper 


To Provide Official Cars 


ALBANY, N, Y. — Comptroller 
Arthur Levitt said that New York 
would save $500,000 a year by pro- 
viding state cars for employes 
travelling on official business, in- 
stead of letting them use their own 
and draw mileage. 

The comptroller’s office decided 
last year that travel savings were 
possible, Levitt said, and 154 auto- 
mobiles were bought for the Agri- 
culture Department. Another 375 
were purchased this year for the 
Department of Labor and Public 
Works. 





Built-in Safety Feature— 


A built-in safety crash pad is now pos- 
sible on an auto seat cover through the 
use of Bolta-Quilt with vinyl foam, ac- 
cording to Bolta Products division, General 
Tire & Rubber Co., Lawrence, Mass. The 
combination cushioning and covering ma- 
terial is said to provide a resilient padded 
area designed to cushion back seat pas- 
sengers against bumps, cuts and bruises 
when jolied forward by sudden stops. 


Boyle Motor Co., Tampa, Fla.; 
Hampton D. Stevens, Boyle Motor 
Co., Tampa, Fla.; George W. 
Scripture, Ed Taussig Lincoln- 
Mercury Inc., Lake Charles, La.; 
Ralph W. Herrington, Corbitt Mo- 
tor Co., Memphis; Jack R. Wilson, 
Memphis district. 

Joseph E. Schreiner, D & E Mo- 
tors, Inc., Williamsville, N. Y.; Fred- 
erick O. Matthies, Dankner Mer- 
cury, Inc., Buffalo; Bob Runyon, 
Michael Motor Sales, Dayton, O.;| 
Clarence A. Zoeller, Monarch Auto 
Co., Inc., Louisville; Paul C. Jacot, 
Kemp Brothers, Inc., Akron; Robert} 
R. Fruth, Franklin Motors, Inc., 
Columbus, O.; Robert G. Dannells, 
Leiphart Lincoln-Mercury, Toledo; 
Stanley G. Gazda, Evans Lincoln- 
Mercury, Inc., Detroit; Ralph D. 





Schmidt, Bloom Mercury Sales, Inc., 
Pittsburgh; Joseph E. Stahl jr., 
Shehab Motor Sales, Inc., New Ken- 
sington, Pa.; Dale S. Little, Cleve- 
land district. 

Richard L. Erickson and George 
E. Davison, Pere Marquette Motors, 
Peoria, Ill.; Spencer Honsey, L & M 


Motors, Houston; Louis G. Perry, | 





Motor Sales, Inc., Burlington, Ia; 
J. Bruce Hanna, Small & Sons, 
Waterloo, Ia.; Jack L. Marsh, 
Burtrum-Woolston, Joplin, Mo.; 
Wilber J. Reynolds, H. Azell Morris, 
Inc., Springfield, Mo.; William C. 
Hart, W-G Motors, Inc., Mt. Vernon, 
Ill.; Robert O. Bruns, Bender Motor 
Co., St. Louis; Gene L. Iverson, 
Mitchell & Boyer, Inc., Minneapolis; 
Christ D. Armbruster, Northside 
Mercury, Minneapolis; Palmer B. 
Gulstrand, Twin City district. 


Chick Edgington, Johngon Motors, 
Inc., Salt Lake City; Joe C. Merrill, 
Pueblo Central Motors, Inc., Pueblo, 
Colo.; Fulton Foster, City Lincoln- 
Mercury Co., Pasadena, Calif.; Gene 
A. Fransen, O'Connor Lincoln- 
Mercury, Los Angeles; Clarence E. 
Davis, James Bell Lincoln & Mer- 
cury, San Carlos, Calif.; James M. 
Stratford, Lundstrom Motors, Sac- 
ramento, Calif.; Maurice F. Hart, 
Francis Lincoln-Mercury, Portland, 
Ore.; Raymond Martin, Edmark 
Auto Co., Nampa, Id., and Edward 
C. Stanley, Denver district. 


~~ 


Glad to Finish— 


Two happy girls, driver Patricia Jones, 





right, and navigator Elizabeth Brich, cele- 


brate after completing the 1,568-mile Mobilgas Economy Run from Los Angeles to 


Sun Valley, Id. This is the first year that 


women were allowed to participate in the 


ennval marathon. The girls were the first to cross the finish line with their 1957 
Dodge, scoring 54.4509 ton-miles and 21.7803 actual miles per gallon. 








Checking the Winner— 

Immediately before its top prize effort 
in the Mobilgas Economy Run, the 1957 
“Sweepstakes Winner" Crown Imperial 
was checked by DuMont's TV-Type Engin- 
Scope. All 
the same electronic engine check. Above, 
Ray McMahon, center, Socony Mobil en- 
gineer, connects EnginScope leads to car 
engine while John Bodine, left, U. S. 
Automobile Club ignition and electrical 
supervisor, and Buck Wetton, USAC tech- 
nician, look on. 


other entries went through 


Hearing Recessed 
On Towne-Martin 


Chain-Sales Plan 


SAN RAFAEL Calif. — The 
Marin County Grand Jury has con- 
tinued until May 6, a hearing on 
chain-bird-dog sales by Towne- 
Martin Motor Co, (Lincoln- 
Mercury). 

Roger Garety, assistant district 
attorney, said his office is not ask- 
ing for an indictment but called 
the hearing because of numerous 
complaints over the firm’s referral 
plan. He said the grand jury will 
have the opportunity to hear both 
sides of the story. 

Fourteen persons, said to be dis- 
gruntled customers, have been 
heard, Witnesses for the company 
were Hilary T. Martin and Roger 
E. Towne and four of their key 
| employes. 

A dealership spokesman said 
sales have increased 300 percent 
since the plan was started last 
June. He. said 67 cars were sold in 
February and 82 in March, with 
the April total expected to hit 100. 
The dealership recently was 
awarded a plaque for its sales 





achievement. 


Chevrolet Adds 3 Models 
To Tandem Truck Line 


DETROIT.—Chevrolet has added 
three medium weight additional 
models in its tandem line, Herman 
P, Sattler, assistant general sales 
manager for commercial cars and 
trucks, announces. 

The three 28,000-pound gross 
vehicle weight models are designed 
to meet the need for a lower-priced 
tandem in operations where loads 
do not require the capacity of 
Chevrolet’s 36,000-pound tandems 
and in states with restricted tan- 
dem axle load limits, Sattler said. 

“Industry sales of tandem axle 
trucks have increased nearly 40 
percent during the last year,’ he 
said. “Chevrolet entered the tan- 
dem market only a year ago, but 
sales reception of its six-wheelers 
has been highly encouraging.” 

The new tandem models are 
available in Chevrolet’s 8000 series 
in three wheelbases of 156%, 174% 
and 192% inches, The 283-cubic- 
inch, 160-horsepower V8 truck en- 
gine is standard equipment, with 
the 175-horsepower engine optional. 
Power steering is available at extra 
cost. 

A four-speed truck transmission 
is standard equipment, with a five- 
speed box or Powermatic auto- 


pounds, with a 9,000-pound axle op- 
tional. The rear tandem axle is the 
Same capacity and design as is 
used on the larger 36,000 pound 
models, including the power divider 
with integral three-speed auxiliary 
transmission which provides either 
dual or single axle drive. 


Goodrich Names 
New Detroit Chief 


AKRON, — Robert A, Maxwell, 
in the tire industry since 1933, has 
been named manager, equipment 
sales-Detroit, it is 
announced by J. T. 
Callahan, vice- 
president, B. F. 
Goodrich Tire Co, 

Maxwell suc- 
ceeds George J. 
Stritch, who re- 
tires on Apr. 30 
after 40 years 
with B. F. Good- 
rich, 37 of them 
in Detroit, 


Maxwell 








R. A, Maxwell k 


matic transmission as extra cost| held various sales positions in the 


options, 
Front axle capacity is 7,000 


field and in the company’s Akron 
headquarters. 











ine Surveys ‘ 


Poll Finds Backlog of Buyers 


NEW YORK, — A survey of 
Saturday Review readers indicates 
that 58 percent. plan to purchase 
cars in 1957 or 1958. Some 41 per- 
cent of the prospects said they 
would buy in 1957, while 53 percent 
chose to wait until next year. 


The survey was conducted last 
fall by Richard Manville Re- 
search, Inc, Questionnaires were 
mailed to 5,010 readers; 1,930 
queries were returned, and 782 of 
the replied were coded and tabu- 
lated. 


The magazine contended that its 
survey furnishes a good analysis of 
the car-buying and car-owning 
habits of higher-income families. 
It said 63 percent of the respond- 
ents are in the over-$7,500 income 
bracket and nearly 64 percent are 
engaged in professional, proprietary 
or executive types of work. 


Seventy-nine percent of those 
planning to buy said they would 
select new cars, and 46.3 percent of 
all buyers (new and used) leaned 
toward conventional sedans. 

Hardtops got the nod from 30.5 
percent of the prospects, and an- 
other 19.4 percent said their next 
car would be a station wagon. 

In the color classification, black 
was first choice of those who had 


S.P Switches 
Annual Meeting 


To New York 


SOUTH BEND. — Studebaker- 
Packard has scheduled ‘ts annual 
meeting for May 13 and has 
switched the site to New York City. 
It was held in Detroit last year. 

The parley will be held in the 
Barbizon Theater in the Barbizon 
Plaza Hotel. The later date (it was 
Apr. 16 last year) and the shift to 
New York, were authorized by by- 
law changes voted by the directors 
in February. 

In a proxy statement, the com- 
pany outlined four proposals which 
will be placed before the meeting. 
All were authored by Sol A. Dann, 
Detroit attorney and critic of S-P 
management. 

The proposals cover release of the 
shareholder list to Dann, a require- 
ment that management vote only 
those proxies specifically marked 
for or against a proposition, that a 
court stenographer record all meet- 
ings and that a committee of audi-| 
tors investigate the Oct. 31, 1956 
meeting at which the Curtiss- 
Wright program for S-P was ap- 
proved. 

Studebaker-Packard is opposed to 
all four proposals. 


Dealer Laev Leaves 
$300,000 Estate 


MILWAUKEE. — Estate of the| 
late Herbert G. Laev, DeSoto-Plym- | 
outh dealer who died Apr. 5, is| 
valued at not over $300,000. Most | 
of it was left to his son and | 
daughter. 

The son, William H., was given 
the option to buy his father’s stock 
in Laev Motors, Inc., Sherwood. 
Mr. Laev owned about 60 percent 
of the dealership’s stock, 











| 





| companies, 
|mittee hearing, have been accused 


igh-Income’ Group... . 


decided upon a color, followed by 
blue, gray and green, However, 
38 percent of the buyers did not 
answer this question, indicating 
perhaps that colors are chosen 
during a visit to the dealership. 

Solid colors continue to gain in 


Bosch Building 
Planned in N.Y. 


NEW YORK, — Robert Bosch 
Corp. has announced that it will 
construct a headquarters building 
in this area. 

George Kreiger, president, said it 
will be located in Long Island City 
and will contain expanded sales and 
administrative quarters. 

He said the building was neces- 
sitated by “constantly increasing 


demands” for Bosch products and 
services. 


Skeels Signs New Pact— 


Jack W. Skeels, center, of Jack W. 


Skeels Motors, Ingram, Pa., was the first | 


Chrysler-Imperial-Plymouth dealer in the 
Pittsburgh area to sign Chrysler Corp.'s 
new dealer sales agreement. 
A. Lyons, left, 


tract are T. 


city manager. 
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Watching | 
Skeels affix his signature to the new con- | 
Chrysler- | seminars, a president’s round table, 
Imperial Pittsburgh regional manager, and la management course for presidents, 
John J. Lilly, Chrysler-Imperial Pittsburgh|marketing and cost-reduction 
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popularity, the survey found, Fifty- 
one percent of the would-be buyers 
preferred solids, compared with 34 
percent favoring two-tone and 
multi-tone models. Fifteen percent 
had no comment. 

Turning to optional features, it 
appeared that most buyers consider 
a heater “standard equipment,” 
even though they realize it is an 
extra-cost item. 

More than 98 percent of the 
prospects said they would want 
heaters in their new cars. Next 
most popular option was automatic 
transmission (74.46 percent), fol- 
lowed by radios, 74 percent. 

Fifty-five percent of the buyers 
specified power steering, and 48 
percent wanted power brakes. 

Safety equipment made a strong 
showing, with 53.7 percent men- 
tioning padded dash and visors and 
44.9 percent declaring for seat belts. 

Asked, “What make of car will 
you consider?” 34.4 percent men- 
tioned Ford. Other leaders were 
Chevrolet, 29.5 percent; Plym- 
outh, 19.4; Oldsmobile, 18.9, and 
Buick, 134, Most respondents 
mentioned at least two makes. 

Previous experience with a par- 
ticular make was the most- 
mentioned reason for choosing a 
car, with 27.5 percent citing this 
advantage. 

Cost and economy were the de- 
ciding factors for 24.9 percent, and 
20.3 percent spoke of dependability, 
performance, handling and comfort. 
Styling was called a major con- 
sideration by 12.8 percent. 


Seminars Slated 


On Management 


NEW YORK. — The American 
Management Assn. expects a 25) 
|percent enrollment increase in its 


|summer program of educational 
activities which opens July 8 at San Francisco Dealers Select Offcers— 


Colgate University, Hamilton, N. Y.| New officers of the Motor Car Dealers Assn. of San Francisco are, from left, Robert 
a or ee are| A. Waters jr. (DeSoto-Plymouth), treasurer; Rayford Ely (Buick) 

expected to atten e meetings | Krieger (Oldsmobile), vice- ; : : ; 
which will end Aug. 30. Last year's| » — ( = ile), vice-president, and Cecil A. Whitebone (Ford), president. Carl 
. sen (Chrysler-Plymouth), L. J. Fazackerly (Cadillac) and Beverly H. Spencer 


enrollment was 1,600. : Sal 
The program includes about 50 (Buick) were elected to the association's executive committee. 





Buick Dealers Elect Officers— 


Congratulations follow the election of officers at the annual meeting of the San 
Francisco Metropolitan Buick Dealers’ Assn. From left are Les D. McFetridge, Walnut 
Creek, retiring president; Sheldon Helmick, San Bruno, newly elected secretary, and 
Beverly H. Spencer, San Francisco, newly installed president. 
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, secretary; Clarence 
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| courses and packaging clinics. 





Service Industry Assails 
Oil Firms’ TBA Policy 


WASHINGTON. 
in 4 


Major oil 
House subcom- 


by auto service industry representa- 
tives of “price fixing, coercion and 
outright threats.” 

At almost the same time, repre- 
sentatives of the nation’s service 
station operators were appearing 
before a Senate subcommittee, 
speaking in support of an “equal- 
ity of opportunity” bill. 

In Cleveland, G. B. Hunter, presi- 
dent, National Petroleum Assn., 


said that the appearances of oi 
* * 





Auto Service Industry Protests— 


Representatives of the auto service industry have appeared before the House 


Small Business subcommittee to accuse major oil firms of “price fixing and coercion. 
Shown with Rep. Timothy Sheehan, Illinois Republican (second fromt left), are, left to 
right, Harold T. Halfpenny, legal counsel. of National Standard Parts Assn.; J. Austin 
Latimer, NSPA's Washington representative, and Ira Saks, executive director, Anti- 
Monopoly Committee of the Automotive Service Industry. 


y 


industry leaders before committees | 
of Congress “have set the record | 
straight for the American people.” | 

“We have no reason to fear these 
hearings,” said Hunter. “In fact,| 
they represent an opportunity (for | ' 
the oil industry) to tell its story) 
for the benefit of the public... ”! 





Harold T. Halfpenny. counsel for| Hassan Returns to Nash Fold— 


Abdo Hassan, a Nash dealer from 1944 to 1946 and a Pontiac dealer for a 
yeor, has returned to Nash with a dealership in Quincy, Mass. The dealership, 
Hassan Bros., has a building with 11,850 square feet of floor space, including a 
three-car showroom and an adjoining used-car lot. 


National Standard Parts Assn., ap- 
pearing before the House Small 
Business subcommittee, accused the 
oil firms of price fixing and coercion 


ey ™ | EZ LE! 


























|in “their efforts to take over the! 
|tire, battery and auto accessory | 
j| market of the 188,000 service sta-| las' 
| tions in this country.” 712 
According to Halfpenny: “The the 
testimony will show that a well- 
defined pattern of coercion and C 
antitrust violation often starts 
from the time the operator goes tot: 
into business.” = 
Ira Saks, executive director, 7 
Anti-Monopoly Committee of the | 
Automotive Service Industry, said: de 
“This system (of alleged coercion, ba 
etc.) likewise automatically ex- ad 
cludes from this market (service r 
station) many hundreds of inde- fen 
pendent manufacturers who distrib- 195 
ute their merchandise through .. . abc 
thousands of local automotive Par 
wholesalers.” of 
Officers and directors of the las’ 
National Congress of Petroleum Cc 
Retailers, Inc., appeared before the me 
Antitrust subcommittee of the ing 
Senate Judiciary Committee, the 
— W. ae jr., executive _ 
secretary, said that only Congress 
—_ remove the Sensblauitey eoa- Association Covers 25 Years— “ 
usion, and uncertainty” created by Four officials of Alberda-Shook Chevrolet Co., Grand Rapi i 
a Supreme Court decision of 1951) 25 years of association in the local dealership. The cee Saiamena ated A 
that “good faith” was an absolute | anniversary as a Chevrolet dealership. From left are Warren Shook, coowner; Claud 


defense to price discrimination, 






Saunders, sales manager; Bill Seelman, service manager; and Fred Alberda, coowner. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 

































Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Apr. 27, Week, Apr. 21, April, Apr. 28, Apr. 27, 
1957 1956* 1956* To Date 1956* 1957 
AMERICAN MOTORS... 2,350 1,736 2,276 9,327 49,584 34,029 
BEOE  cccvecccecoseveneesseecsee 50 139 67 277 3,906 963 
SINE: cotccsonssesessovcescqresernees 125 244 133 506 10,279 2,190 
Eee 2,175 1,353 2,076 8,544 35,399 30,876 
CHRYSLER CORP. .... 28,000 20,651 21,897 103,287 333,158 473,331 
ee 3,000 2,120 1,378 9,310 40,902 48,7380 
TEED crcescsmeccsenceses 1,150 128 564 3,765 4,265 15,945 
EEINEED ‘ sxsveeverseteessvesseontons 2,600 2,161 2,646 10,647 41,827 54,378 
SEEN . svcscesocsnescseresceccseses 6,750 4,326 6,024 26,179 71,112 110,700 
Plymouth. ..................00 14,500 11,916 11,285 53,386 175,052 243,528 
FORD MOTOR. .............. 37,289 36,419 35,619 149,144 591,301 693,975 
Continental .................. 24 21 24 102 876 380 
SITE. "dinitedewereweerevecseeeseseneen 29,800 27,510 29,212 121,075 478,192 550,012 
STEEL... scvvedsesesotonseseuvens 895 1,446 682 3,334 19,750 17,628 
SENET ccxcscsceocescssnccssees 70 7,442 5,701 24,633 92,483 125,955 
GENERAL MOTORS.... 54,763 66,025 57,324 230,911 1,248,449 1,062,722 
STEIN. icctscnsuyevinearcoseccnsseeve 8,080 10,751 8,705 35,319 240,589 175,551 
een 3,360 3,380 3,340 13,430 56,734 56,114 
CRRCVFONSE ......00000c0.cc00.00 28,100 37,483 30,706 120,422 621,562 524,375 
Oldsmobile .................... 8,123 8,112 7,651 33,279 186,515 163,655 
A en 7,100 6,299 6,922 28,461 143,049 143,027 
IEG. ..cassenseneconisecnions 1,333 2,358 1,211 5,905 46,608 26,532 
SEI dcsictsssnecrsesesenense 149 712 148 790 9,101 5,802 
Studebaker ..................... 1,134 1,646 1,063 5,115 37,507 20,730 
Total Cars, U. S. ....123,735 127,189 118,327 498,574 2,269,100 2,290,589 
"Revised. 
COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Apr. 27, Week, Apr. 21, April, Apr. 28, Apr. 27, 
1957 1956* 1956* To Date 1956* 1957 
CHEVROLET ................. 7,100 7,657 7,834 30,130 138,069 123,139 
BOOED Bo. nccccsccesssese 100 97 102 385 1,652 1,433 
IIL. icichaniidiniusovatssiniaumanicn 80  _—_ 240 1,480 1,246 
IN "esis ccaisierisiphesithiomiins 1,750 1,880 1,430 6,471 29,470 29,031 
SID nincscteniteoshiicistnihnenenasnel 9,200 5,861 8,337 35,051 108,170 119,160 
as 1,350 2,017 1,323 5,123 35,215 24,562 
INTERNATIONAL. ...... 3,157 2,850 2,318 10,685 50,511 33,057 
III, Sadenaeuieiesindimevespesensanons 350 531 284 1,304 6,478 6,135 
SE itiesiasiatasaeasenigeanenseaccommion 70 74 50 210 1,231 1,047 
STUDEBAKER. ............... 211 312 216 940 4,840 4,026 
EEE 325 387 320 1,296 6,451 5,610 
NEI - cdnhiniennistenmmadiene Ree atte siiedeliaoe 3,036 20,979 21,104 
MISCELLANEOUS*** ........ 60 48 59 239 1,244 936 
Total Trucks, U. S....... 25,283 21,794 23,273 95,110 405,790 370,486 
Total Cars, Trucks, 
Si i Gilseiiiessadinidasanasonatnigie 149,018 148,983 141,600 593,684 2,674,890 2,661,075 
Total Cars, Trucks, 
iets iinael 11,730 13,994 9,664 43,719 162,387 167,707 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....160,748 162,977 151,264 


637,403 2,837,277 2,828,782 


"Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


Drive, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


tm Mack totals. 





Chrysler Profit Soars 


d $46 Million 


| To Recor 


(Continued from Page 2) 


last year. Sales totalled $1,150,723,- 
712, compared with $742,349,267 in 
the first quarter of 1956. 
- * ” 

(Ar and truck shipments in the 

first three months of 1957 
totalled 420,880 units, or 38 percent 
more than the 305,661 shipped dur- 
ing the same period of 1956, Col- 
bert said. 

“New cars in the hands of our 
dealers on March 31 were in good 
balance with retail sales,” he 
added. 

Colbert said the corporation’s de- 
fense work in the first quarter of 
1957 amounted to $30 million, or 
about 3 percent of total sales, com- 


' Pared with $60 million, or 8 percent 


total sales, in the same period 
last year. 

Capital expenditures for improve- 
ments and additions to land, build- 
ings, machinery and equipment in 
the first three months of 1957 were 
$27,688,335, compared with $17,872,- 
798 in the same 1956 quarter. 

* ” * 


A MAJOR portion of the required 
funds must be generated from 


| depreciation and earnings,” Colbert 


Said. 
“Depreciation charges in the first 


three months of 1957 totalled $21,- 
473,382, as against $15,308,114 for 
the same period in 1956.” 

The board elected Lynn A. Town- 
send, formerly a partner in the 
national accounting firm of Touche, 


Niven, Bailey & Smart, as comp-|- - 


troller of the corporation to succeed 
H. F.. Diegel, who has been named 
chief of financial staff under F. W. 
Misch, finance vice-president. 

All other officers were re-elected. 


Mack Earnings 


And Sales Set 
Quarterly Record 


NEW YORK. — Record sales and 
earnings were achieved by Mack 
Trucks, Inc., in the first quarter, 
P. O. Peterson, president, told 
shareholders at their annual meet- 
ing here last week. 

Sales amounted to $68,195,176, he 
said, an increase of 13 percent over 
the previous first-quarter record of 
$60,179,026, set lesc year. 

Net income was $3,016,470, com- 
pared with $2,276,164 in the year- 
ago period. 
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Car Output at °57 Low, 


But Truck Rate Soars 


(Continued from Page 1) 


the 98,340 trucks assembled during 
April a year ago. 


The general decline in car out- 
put over the last two months has 
dropped year-to-date assemblies 
to within 21,489 units or less than 
a day’s output of the same period 
of 1956. Truck output to date is 
running about 8.7 percent behind 
the same period a year ago. 

Last week’s output of 123,735 cars 
was 100.2 percent of AUTOMOTIVE 
News’ three-year index, compared 
with the 95.9 percent compiled on 
the previous week’s output. 

+ * + 

ENERAL MOTORS, which still 

is far behind its 1956 level in 


Fullerton, Page 
Shifted by AMC 


DETROIT.—William A. Fullerton 
has returned to Buffalo as American 
Motors zone manager, replacing 
Mark Page, who has been named 
zone manager in San Francisco. 
Fullerton has been with AMC in 





W. A. Fullerton 


Mark Page 


Detroit the last two years. Before 
that he was Nash zone manager in 
Buffalo. He has been in the auto 
industry 22 years and joined Nash 
in 1945. 

Page, a 23-year auto veteran, 
joined AMC in 1956 and was ap- 
pointed Buffalo zone chief last 
summer 


WASHINGTON.—A U. S. Court 
of Appeals has reversed a lower 
court antitrust decision against 
Packard Motor Car Co. and ruled 
in effect that an auto manufacturer 
can cancel competing franchises to 
give an exclusive to a dealer. 

However, it was noted that 
Packard (the dispute in point 
occurred in 1953, before the Stude- 
baker-Packard merger) was a 
“small manufacturer.” The lower 
court’s decision was in 1955. 

The action was filed by Webster 
Motor Co., which went out of busi- 
ness when it lost its Packard fran- 
chise, and sought $570,000 in dam- 
ages. 

It was alleged in the suit that 
Packard cancelled Webster and 
another dealership franchise to 
give exclusive status to Zell Motor 
Car Co. 

Judges Henry W. Edgerton and 
Elijah Prettyman said that an ex- 
clusive contract for marketing 
Packards does not create a mono- 
poly “since there are other cars 
. in competition with Packards.” 
They added: “There is no evi- 
dence of any attempt of con- 
spiracy to create a monopoly, 
since there is no evidence of any 
attempt to get control of the 
relevant market.” 

The majority also ruled that the 
fact that other dealers are elimi- 
nated doesn’t make an exclusive 
dealership illegal. Nor is an ex- 
clusive dealership illegal because 
it’s sought by a dealer to protect 
himself from competition, the two 
judges ruled. 

“The short of it is that a rela- 
tively small manufacturer, compet- 
ing with large manufacturers, 
thought it advantageous to retain 
its largest dealer in Baltimore, and 
could not do so without agreeing 
to drop its other Baltimore dealers,” 
the judge decided. 

“To penalize the small manu- 
facturer for competing in this 
way not only fails to promote 
the policy of the antitrust laws, 


car output, showed an assembly de- 
cline for the third consecutive 
week last week as corporate output 
dropped from 57,324 units a week 
earlier to 54,763 during the last five 
work days. 

Leading the decline was Chev- 
rolet, which dropped from 30,706 
units the previous week to 28,100 
last week, and Buick, which 
slipped from 8,705 to 8,080 units. 
Buick did not work its Flint plant 
on Friday, while Chevrolet was 
on four-day schedules at its At- 
lanta and St. Louis plants and a 
three-day schedule at its Nor- 
wood (O.) unit. 

In other GM operations Cadillac 
rose from 3,340 units the previous 
week to 3,360 last week; Oldsmobile 
was up from 7,651 to 8,123, and 
Pontiac climbed from 6,922 to 7,100. 


* * * 


Pence output in all lines 
except Continental division 
helped boost Ford Motor assem- 
blies from 35,619 units to 37,289. 


Ford division, which worked 
only a five-day week, hiked its 
output from 29,212 units the pre- 
vious week to 29,800 last week; 
Mercury jumped from 5,701 to 6,- 
570, and Lincoln was up from 682 
to 895. Continental remained 





steady at 24 units a week, having 
taken Monday off. 

Biggest jump over the previous 
week was made by Chrysler Corp., 
which turned out 28.000 cars last 
week, compared with 21,897 the pre- 
vious week, when Chrysler division 
was hampered by a work stoppage 
brought on by a labor dispute. 

* > > 

pLrMourTn and Chrysler were 

affected by a work stoppage 
again last week, but both divisions 
managed to show output gains over 
the previous week — Plymouth up 
from 11,285 to 14,500, and Chrysler 
division (excluding Imperial) up 
from 1,378 to 3,000. Imperial also re- 
corded a gain, jumping from 564 


but defeats it,” the judges said. 
Dissenting Judge David L. Baze- 
lon argued that Packard’s action 
was illegal. He held that Packard’s 
plan to give Zell an _ exclusive 
franchise “was an agreement which 
amounted to a combination or con- 
spiracy to get rid of Webster.” 


Miller Appeals Suit 
Against Ford Motor 

WINSTON-SALEM, N, C.—Miller 
Mercury dealer of Winston-Salem, 
$1,419,462 damages against Ford 
appeal in the U. S. Fourth Circuit 
Court of Appeals from the U. S. 
District Court decision. 

Attorney Clyde C. Randolph jr. 
representing the plaintiff, said the 


review Chief District Judge Roszel 











Motors, Inc.. a former Lincoln-| 
which on March 21, lost a suit for| 


Motor Co., has filed notice of an| 


appeals court was being asked to| 
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units to 1,150 last week. Both Plym- 
outh and Chrysler divisions work 
six-day weeks. 

In other Chrysler Corp. opera- 
tions, Dodge hiked output from 
6,024 units the previous week to 
6,150 last week, but DeSoto 
dropped slightly from 2,646 to 
2,600. 

Both members of the Little Two 
also recorded output gains last 
week — American Motors up from 
2,276 to 2,350 and Studebaker- 
Packard up from 1,211 to 1,333 cars. 


* * * 


_—_ was the only AMC 
unit to record a gain as it 
jumped output from 2,076 units the 
previous week to 2,175 last week. 
Nash dropped from 133 to 125, and 
Hudson slipped from 67 to 50. 

Studebaker turned out 1,184 
units last week, com with 
1,063 a week earlier, while Pack- 
ard produced 149 units last week, 
compared with 148 the previous 
five days. 

Increased output at Ford, Dodge, 
GMC, International, Mack, Reo and 
White, plus the return of Divco and 
Willys to assembly operations, 
helped push truck output to 25,283 
units last week—highest since the 
week ended Dec. 1, when the manu- 
facturers turned out 25,063 units. 

It also was a 3,489-unit boost 
from the 21,794 trucks turned out 
during the week ended Apr. 28 a 
year ago, The week ended Apr. 21 
saw the manufacturers turn out 
23,273 trucks. 

Canadian manufacturers pro- 
duced 11,730 cars and trucks last 
week for a sizable boost from the 
9,664 vehicles made a week earlier, 
when all assembly operations were 
closed down on Good Friday. 

Canadian vehicle output for April 
is estimated at 48,411 units, com- 
pared with 44,891 in March. 

= * * 


Chrysler Resumes Output 


At West Coast Plant 


LOS ANGELES.—Full production 
at Chrysler Corps Maywood 
(Calif.) assembly plant was re- 
sumed last Thursday, following set- 
tlement of a five-week strike. 

Frank Guilligan, vice-president of 
Local 230, UAW, said under terms 
of the settlement Chrysler can pro- 
duce a maximum of 560 autos a day 
at Maywood, and that 118 addi- 
— production workers will be 


Packard Upheld in Dealer Cancellation 


C. Thomsen’s “rulings with respect 
to the domination controversy, and 
also the conspiracy on parts and 
accessories.” 

“We contend that there is a limit 
to how far a manufacturer can go 
in jamming automobiles down a 
dealer's throat,” he said. “When a 
manufacturer forces cars onto 
dealers and makes them absorb a 
tremendous inventory, it has the 
effect of destroying or curtailing 
the retail price structure. We say 
this is an antitrust violation. 


| “The advertising fund device 
enters very much into our appeal 
| too.” 

Randolph said the appeal prob- 
|ably would be heard in Asheville, 
|N. C., or Baltimore at either the 
| June or October terms. 

In filing notice of the appeal, he 
said, “we expect the appeal to be 
perfected if we are able to meet 
‘the financial requirements.” 





Leaders in Brooklyn, Long Island Area— 

Leaders of the Brooklyn and Long Island Automobile Dealers Assn., Inc., are from 
left, Raymond Menendez, treasurer; George Ashdown, ‘first vice-president; Walter 
Heingartner, president; John J. Hayes, second vice-president; Harold Perfit, secretary, 
and Edward Ande, third vice-president. 











Seat hat LOLS) 
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WANT AD DEPT., 


HELP WANTED 


SMALL NEW CAR DEALER in Baltimore- 
Washington area needs service manager. 
State references, experience, etc.—all de- 
tails first letter. Salary to start $110 plus 
commission. Box 7036, 
News, Detroit 26. 


TRUCK SALES MANAGER, Large Chicago 
suburban truck dealer desires experienced 
man familiar with all phases of sales. 
Opportunity to manage entire operation, 
if qualified, Potential unlimited, Compen- 
sation open. Excellent possibility for 
former zone or district manager. No trav- 
eling. Box 7037, c/o Automotive News, 
Detroit 26. 


CREDIT SALES SUPERVISOR, Old estab- 
lished internationally known company 
with branch offices in all principal cities 
offers rare opportunity to a man 35-40 
willing to relocate West Coast or Chicago 
who preferably has small toan supervi- 
sory experience, or allied experience han- 
dling appliance, credit jewelry or furni- 
ture financing as a supervisor in a 
multi-branch operation, Ability to sell 
ideas and work well with high sales pro- 
ducing sales managers vital. Thorough 
knowledge credit and collections and 
ability to organize, handle, direct and 
supervise people a necessity. Good insur- 
ance ang retirement plans, Salary—high 
four figures. Write J. O. Bennett, Jr., 
National Credit Sales Manager, Box "5168, 
Chicago, Ill. 

BOOKKEEPER WITH SELLING experi- 
ence for small dual agency handling ‘‘Big 
Three’ cars, approximately 175 cars at 
present. Near large government project 
and rich farming area. Age limit 40 
years. Location mid-south, Box 7048, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER for Cadillac-Oldsmo- 
bile dealer. Located mid-Hudson Valley 
area New York. Cad.-Olds experience de- 
sired, must have GM experience. Able to 
handle all phases of complete service 
operation. Reply, giving complete details 
—background, qualifications, salary, age 
and availability. Box 7054, c/o Automo- 
tive News, Detroit 26. 


SALES MANAGER WANTED. Live in Cali- 
fornia, Garden Spot of the State. Volume 
Lincoln-Mercury dealer — well financed. 
High caliber, executive-type sales man- 
ager. Must have ability to hire, organize, 
train and direct sales force. Age 35 to 45. 
Please give full particulars and qualifica- 


c/o Automotive 








tions in first letter. All replies strictly 
confidential. P. O, Box 921, San Jose, 
Calif. 


OFFICE MANAGER and bookkeeper for 
dealer selling 250 to 300 new Buicks per 
year. Must have GM experience (prefer- 
ably Buick), be male, 30 to 45 years of 


age. Please send photo and complete 
resume of background, age and family. 
Bud Willer, General Manager, C. W. 


Fischer Buick, 44933 Sierra, Lancaster, 
Calif. 


OUR PRINCIPAL point Ford dealership is 
in a community of about 100,000 popula- 
‘tion. We deliver 700 to 800 new cars and 
trucks per year and have a service ab- 
sorption of 85%. We have about 3% 
acres of ground in the form of new and 
used car and truck lots, parking space, 
and 30,000 feet of modern service facili- 
ties. Our dealership is considered one of 
the top profit making organizations in a 
district of about 190 dealers. Four Letter 
awards 8 out of 10 years. We are looking 
for a young, high calibre, executive type 
sales manager who, after proving him- 
self, can become general manager of the 
entire dealership. Buy in possibilities wil) 
be discussed during interview. Please fur- 
nish data pertaining to background, de- 
gree of past success and family status in 
your letter of application. All letters 


treated in absolute confidence. Write Box 
7072, c/o Automotive News, Detroit 26. 





GENERAL OR USED car manager—19 
years experience in closing and ap- 
Praisals, expert pencil man. Capable 
Manager on volume, spot delivery opera- 
tion. Reliable, mature judgment. Good 
organizer and leader, Married, 40 years 
old. Chicago area only, Armitage 6-9605, 
Chicago, Iil. 


MANAGEMENT ASSISTANT; Comptroller 
or secretary-treasurer, 20 years’ experi- 
ence both wholesale and retail including 
Motors Holding. Capable of assuming ful) 
responsibility, Desire permanent position 
to settle and raise family. Western Can- 
ada preferred. Box 6966, c/o Automotive 
News, Detroit 26. 


destroyed if the ad- 
ou have mentioned; 
be forwarded im- 


readers 


yee) 
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CLASSIFIED WANT ADS 


engaged in all branches 


PER WORD FOR EACH 


Dollar ($1) per 
unopened. Display ads 


POSITION WANTED 


MANAGER — 36 YEARS OLD. Married. 
Last four years management capacity 
large Olds dealer, Proven record training 
and holding salesmen. Ethical sales meth- 
ods only, Total 15 years rounded automo- 
tive experience, Residing south Florida. 
Prefer Fla. area. Would like buy-in plan. 
a 7039, c/o Automotive News, Detroit 


ACCOUNTANT-OFFICE MANAGER, Ex- 
perienced in GM products, Ohio or Michi- 
gan, Familiar with volume operation, ex- 
pense controls, etc. Box 7049, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT -BUSINESS MANAGER. 
General Motors and Ford experience (12 
years). Thoroughly experienced in sales, 
office and general management. 37 years 
of age, married, Opportunity wanted in 
exchange for results. Presently employed 
volume dealer, West Coast preferred but 
consideration given to all real opportuni- 
ties. Box 7050, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—25 years’ GM ex- 
perience. Family man desires permanent 
situation, Profitable operator of large 
volume station. Able to set up, organize, 
and take full charge of your parts and 
service departments, Will relocate. Resume 
on request. Box 7079, c/o Automotive 
News, Detroit 26. 

NEW OR USED CAR sales manager with 
15 years’ experience in all phases of auto- 
mobile merchandising. Will furnish 
references and resume on request. Metro- 
politan Chicago only, Box 7055, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER, Experienced every 
phase automobile merchandising for 10 
years. Will hire and train in aggressive, 
modern manner, Willing to relocate, pref- 
erably in southwest area. Highest refer- 
ences. Married. Age 35. Replies strictest 
confidence. Box 7056, c/o Automotive 
News, Detroit 26. 


SALES AND MANAGEMENT experience, 
age 35, married, and two children. Chi- 
cago home owner, good education and 
fine appearance. Former buyer for large 
new car advertiser and sales manager for 
GM dealer. Now working on salary and 
percentage for GM dealer and therefore 
know complete operation of sales and 
service department. Absolute working 
knowledge of all phases of finance and 
insurance. Help salesmen close deals and 
appraise used cars and trucks. Box 7057, 
c/o Automotive News, Detroit 26. 

PARTS MANAGER—FORD, desires to lo- 
cate south central states, Reliable, mar- 
ried, references furnished. Available June 
10th. Box 7058, c/o Automotive News, 
Detroit 26. 











CHEVROLET OR CHEVROLET dual. | 


Florida, Maryland, Virginia. General, new 
or used car manager position. Age 30, 
family. Can move at once. Have man- 
aged large metropolitan Chevrolet dealer- 
ship. Factory approval and many refer- 
ences. Box 7059, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. Top notch knowl- 


edge, experience, ability. Profitable service 
after sales. Department relations excel- 
lent. Relocate permanently—modern oper- 
ation, right opening, anywhere. Box 7067, 
c/o Automotive News, Detroit 26. 





SERVICE MANAGER. Top notch Pontiac 


operation, Excellent top references. Capa- 
ble other GM products. Relocate. Box 
7068, c/o Automotive News, Detroit 26. 


FORMER DEALER of a successful 250 car 
AM dealership. Full knowledge all depart- 
ments. Nine years’ retail experience. Age 
33, with family. Looking for opportunity 
to take advantage of past experience, 
work hard with right compensation. Box 
7069, c/o Automotive News, Detroit 26. 


REPRESENTATIVES WANTED 








LARGE MANUFACTURER of fast selling 


complete line of automotive antennas 
desires aggressive representation to the 
automotive trade. For complete details 
write Box 7075, c/o Automotive News, 
Detroit 26. 


BUSINESS OPPORTUNITIES 





SCHOOL BUS BODY 
DISTRIBUTORSHIPS 


Available east, midwest from established, 
expanding For 
complete information write in confidence 
to Box 7014 c/o Automotive News, De- 
troit 26. 


southern manufacturer. 





Sd ha 
INSERTION. 
PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One 


forwarded to advertiser, 


insertion for 
$12.30 per column inch. CLOSING 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








automotive industry 


POSITION WANTED ADS 


use of a box number. Replies to 





BUSINESS OPPORTUNITIES 


You Can Own 
The Finest 
ONE MAN BUSINESS 
in Your Town 


You can make $50 to $75 Ev Day! 
Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 
The portable, HONEYCU Automatic 
TIRE REGROOVER, grooves all standard 
make treads . . . does a uniformly per- 
fect job. Pays for itself in just three 
months. 
MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. 
Finance plan available. Write or call 
Herman Smith Distributing Co. 
315 Austin Houston, Tex. 
Phone CA 7-9545 








ACCESSORIES FOR SALE 








New Mo-Par Radios 
= Pai ne { 1956 — 








. $49.95 
st? to a . $39.95 
8 and 9 Tube Sets in n Original “Cartons 
1955-56 Pontiac GM, Part No. 984961... .$39.95 
1954-55 Cadillac GM ..... .. $49.95 

1956 Lincoln FOMOCO, 
Mercury FOMOCO . . $49.95 


1957 pose 7 Ford—1955-6 ‘Plymouth— 


1955-6 Chevrolet 
Manual $29.95 

Custom radio complete to fit in dash of 
above cars. 


Catalogues upon request. 


LIBERTY AUTO RADIO, INC. 
146 E. 15! St. New York 5!, N. Y. 
MOtt Haven, 5-9466 


REAR DECK SPEAKER 
KITS 


c.O.D. 
F.0.B. Ferndale, Mich. 


$4.2 
FACTORY PLUG-IN UNITS 
FOR ANY MAKE OR MODEL 
SAMPLE SHIPPED ON REQUEST 
(C.0.D.) 


Mozel Auto Radio & 


Accessory Supply Co. 


21930 Woodward Ferndale, Mich. 





ACCESSORIES WANTED 





WANTED 


One Chrysler (factory built) 
Air Condition Unit for 1956 Imperial. 
Reply 
Royal Motors, Inc. 


1031 Main St. Jacksonville 7, Fla. 





DEALER SERVICES 





AAA DRIVEAWAY, INC. 


CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 


Free inside bugscreens provided if desired. 
343 S$. Dearborn 


WEbster 9-2364 








INVENTORY SERVICE 


Parts and Accessories 
es CERTIFIED REPORTS oe 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers, Attention 
429 S. Western Ave. 
DU 9-5095 





Los Angeles 5, Calif. 


DEALER SERVICES 


EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8S. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., Sch’dy, DI 6-6666 
or EX 9-3102.” 


RESEARCH 


MANAGEMENT 
FOR 


DEALERS 


Free Booklet 
Upon Request 
AUTOMOTIVE 
ENTERPRISES 


10600 Puritan Avenue 
Detroit 38, Mich. 


or Tel, 











DEALERSHIPS AVAILABLE 


TS 

DEALERSHIP—DURANGO, COLO, Oil and 
gas, uranium mill, lumber mill, tourist 
center. Mild winters and cool summers. 
Top hunting, fishing, winter sports. Junior 
college. Service minded dealer can make 
money here with low investment. $20,000 
full price. Terms, Box 7062, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING De-Soto-Plym- 
outh, Within 50 miles Toledo, 100 car 
potential. Sell or lease real estate. Box 
7063, c/o Automotive News, Detroit 26. 


DEALER WOULD LIKE to retire from 
management of successful profitable 1,000 
car big-two dealership in excellent com- 
munity where it never snows. Large fixed 
income with low expenses. Ultra modern 
facilities. Rent under $25 per car, If you 
have $35,000 to $50,000, will sell you an 
interest with agreement to purchase bal- 
ance out of profits over reasonable length 
of time. Necessary to qualify for factory 
approval. To assure ourselves of strict 
confidence, address your communication 
to the firm of: John W. Stokes & Co., 
1775 Broadway, Room 505, New York 19, 
N. Y. 


NEW YORK STATE three hundred-car 
Ford dealer desires to become an inactive 
partner in present solely owned profitable 
agency. Ten thousand dollars cash will 
handle. Man chosen must be thoroughly 
trained in all phases of dealer organiza- 
tion. Write giving full background and 








qualifications, Box 7070, c/o Automotive | 


News, Detroit 26. 





FOR SALE 


Dealership Handling 
FORD - MERCURY DUAL 


Southern Pennsylvania. Good industrial per | 


roll, 
potential. 
ment. Lease good building with adjo 
Box 7077, c/o Automotive News, 


progressive agricultural area. 

Sell at inventory parts and equip- 
ining lot. 
troit 26. 


VOLVO beatersuip 


Offers Big Opportunity 

Sell Sweden's “hot VOLVO—American 
car comfort, sports car handling and 
performance, miserly economy, Swedish 
precision. 

VOLVO dealerships now available in 
our territory: Alabama, Arkansas, Kan- 
sas, Louisiana, Mississippi, Missouri, 
Oklahoma, Tennessee and Texas. 


For information write or wire 
Nils Olef Sefeldt 
SWEDISH MOTOR IMPORT 


2221 Milam Telephone: CA 4.9456 
Houston, Texas 





HELP WANTED 











DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE, handling Lin. 
coln-Mercury, located single-point prosper. 
ous southern city, population exceed 
125,000. Excellent facilities. Will leagy 
favorably and sell out on realistic basis, 
Business is currently profitable. Wil! dig. 
close complete information to serious ip. 
quiries. Box 7076, c/o Automotive News, 
Detroit 26. 


AVAILABLE—DEALERSHIP handling ing 
American Motors — scenic Washington 
area, Stock and equipment, no used cars 
or accounts receivable. Owner desires to 
lease facilities. 50-car potential, smajj 
overhead. $12,000 to $15,000 profit possi. 
bilities. Sale price $20,000. Box 7066, e/g 
Automotive News, Detroit 26. 


HANDLING LINCOLN - MERCURY. Ia 
cated in large manufacturing area of 
Piedmont, North Carolina, Finest boating 
and fishing. No real estate, receivables, 
or used cars. Approximately $20,000 to 
handle, Other business interests make 
this necessary. Box 7061, c/o Automotive 
News, Detroit 26. 


DEALERSHIP IN SUNNY California—cen. 
trally located in the playground of the 
south, 70,000 population handling Chrys. 
ler-Plymouth, $35,000 handles complete, 
Must qualify with Chrysler. Owner il]. 
Box 7064, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING FORD—South 
center Michigan, town of 2,500. 150 car 
potential. Body shop, Will sell with or 
without real estate. Good reason for sell- 
ing. Box 7065, c/o Automotive News, De- 
troit 26. 











A few choice 


RENAULT 
DEALERSHIPS 


still open in NEW YORK STATE (excluding 
Long Island and NYC) and in NEW JER- 
SEY. 


Write giving full details. 


AUTO FRANCE DISTRIBUTORS 
36 South Main St., Cor. Rte. 59 
Spring Valley, N. Y. 


1,000 Car Dealer- 


ship for Sale 
Handling 


BUICK 


Excellent facilities—Long 
term lease 


No accounts receivable 
No used cars 


$75,000 will handle 

Must have GM okay 
In the fabulous southwest 

Once in a lifetime deal 


Box 7052, c/o Automotive 
News, Detroit 26 





INVESTMENT MANAGER 


Large nationally known company is expanding its investments in automobile 
dealerships. We are looking for men who have the ability to intelligently 


evaluate an automobile dealership. Dealership and business 


experience required and an appreciation of contracts and leases desired. If 
you are looking for your own dealership on an authorized and proven buy-out 


plan, 


the position also offers this opportunity. Starting salary commensurate 


with experience. Advancement and progress based on ability. All replies 


confidential. 


Box 7053, </o Automotive News, Detroit 26. 





CARS FOR SALE 


1956 DODGES 


4-DOOR SEDANS — POWERFLITE 
EX TAXICABS 
In Good Condition 
$550.00 Each 
Call Harvey 
CY 2-3700 
KEY MAINTENANCE CORP. 


495 Walton Ave. 


New York, N. Y. 





ee i 








ding 
JER. 








Tak ee 


DEALERSHIP HANDLING Ford in heart 





DEALERSHIPS AVAILABLE DEALERSHIPS AVAILABLE 





op ggg 
AGENCY HANDLING Ford. 350-car ac-| mire DEALERSHIPS available — han- 


count in New York state, showing $100,- 
000 profit in 1955-56, Reasonable leases 
on all real estate, No accounts receivable 
or used cars to buy. Terms: $20,000 will 
handle, Box 7071, c/o Automotive News, 
Detroit 26. 


dling Ford and Mercury, 200 car—han- 
dling Chrysler and Plymouth, 300 car— 
and one for 60, each well established. 
Details from Pioneer Credit Corp., Great 
Barrington, 


a 
HANDLING CHEVROLET, BUICK and 
Oldsmobile dual in central Minnesota. 
Adjacent to large metropolitan popula- 
tion, Will keep used cars, accounts re- 


of east Texas and county seat town, do- 
ing 300 unit volume yearly. Clean going 
business, Owner selling due to bad health. 
Will sell for 50% of inventory, appraised 
at fair market value. Buyer must have 
cash and Ford approval. Box 7073, c/o 
Automotive News, Detroit 26 


maker, willing to retire. $800,000 yearly 
volume in small town, Box 7051, c/o 
Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 





SENSATIONAL SALES PROMOTION! 
ONE YEAR GUARANTEE FOR 
USED CARS! 


100%, Parts and Labor—Good anywhere in the U. S. 


WRITE, WIRE or CALL! 


Territories open for qualified sales representatives. 


United States Car Testing Co. 


5327 W. 3rd St. Dayton 7, Ohio 
MUrray 1669 


FOR SALE 


Unique, Highly Diversified Combination of 

Retail Automobile Agency and Nationwide 

Car Lease Business located in Chicago. 

This business, operating efficiently and profitably under one 
roof consists of these four individual operations: 


| @ Authorized factory franchise for one of the hottest, most popular automobiles in 
America. Outstandingly located in heavily industrialized area with large, regular 





payroll, Unlimited potential. 
@ Car lease business operating nationally with major lease accounts. Buyer will re- 


ceive equity in cars under lease plus contracts in force . . . and groundwork for 
new lease business. 

@ Discount corporation for auto finance paper. 

@ Profitable automobile insurance agency. 

Present ownership has other interests and wishes to sell this business. New and 

used car inventory, receivable cash in bank not included . . . however, sale price 

will include expensive, up-to-date physical facilities, tools, plus all stock in three 

corporations, lease contracts as well as full equity in lease cars. 


TOTAL PRICE $80,000 


Full information and operating statements available to qualified inquirers. 
Box No. 7078, </o Automotive News, Detroit 26. 





DEALER SERVICES 





FIRST PRINTING COMPLETELY 
SOLD OUT 


WHO'S TO BLAME? 


Copyright 1957 N.Y.C. 


Second Printing Now on Press 


Send for Your Copy Now. 
TIMELY e NEEDED NOW e MAY SAVE BUSINESS 


Man to Man talk on 1957 Dealer Problems: 
What to do to make a profit: How to reduce overhead: 
How good is Wheel ‘em & Deal ‘em: How Dangerous: 
How to prevent salesmen turnover: Finance Reserves: 
Dealer-Salesmen Relations: Dealer-Manager Relations: 
Manager Functions: The Functions of the Boss: 

Suspect and Prospect Procurement: Dealer Contests: 

Six different types of drop ins: How to analyze them: 
Correct prospect follow-up, by phone, mail, personal: 
Service Hidden Profit File: Individualized Service Mail: 
Topics for Morning Meetings: Demonstrators: Sales Tools. 


Special Offer: Free Mail Consultation and advice on 
your problems 
Wm. KAAS 


Automotive Counsellor 













$5.00 a 
copy 


























121 West 72nd Street New York City 








ceivable, Sell or lease real estate, Money| if you have a small clean car agency and 
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DEALERSHIPS WANTED 


FORD OR GM products, 500 to 1,000 car 
potential, in city of 50,000 and up, Have 
experience and ample cash, Factory ap- 
proval assured, All replies held confiden- 
tial. Box 7074, c/o Automotive News, 
Detroit 26. 





EAST COAST FLORIDA: 


want an excellent, experienced partner or wish 
to sell outright, | am interested. 


AUTOMOTIVE COUNSELLOR 
121 W. 72 New York City 





CHEVROLET OR CHEVROLET dual. 
Florida, Maryland, Virginia. Minimum 
200 car sales a year, Will buy all or part 
interest. Have factory approval and cash. 
Box 7060, c/o Automotive News, Detroit 
26. 


CARS FOR SALE 





ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE . 
CHEVROLETS, FORDS, PLYMOUTHS 
pestis: Meds. sence, Wont 
im ' 2 a) , , 
Detroit, Flint, Chicago, Milwaukee “Cin 
nati, Louisville, St. Louis, 
coln, Neb., Oklahoma City, 
Dallas, New Orleans, Atlanta, Boston. 

ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
1. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 












Cincin- 






BUY IN MIAMI 


400 1957 Models—Extra Low Mileage 
Fordor Hardtops & Convertibles 
CHEVROLETS - FORDS 
BUICKS - CADILLACS 

OPTIONAL 


FULL POWER 
DELIVERY ARRANGED 
Morse Auto Rental 


7726 N. E. 2nd Ave. 
MIAMI, FLA. 


U se d C ar 750-800-14 Group List HS ne 
050-900-950-16 Group Price $4.90 0000... 45 $9.90 Fed. Tax included 
B uy ers ! 1236 Spring Garden St. Philadelphia 23, Pa. e © 


U-Drive-It Fleet 
FOR SALE 
At Wholesale 


Low Mileage - Like New 
1957 


Ford, Chevrolet, Plymouth, Buick, Oldsmo- 
bile, Mercury—Any Quantity 
Merlin U-Drive-It Co. 


4949 N. W. 36th St. Miami, Fla. 
Phone Miami Tuxedo 7-672! 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, Port- 
land 12, Ore. 





WANTED 


Mark I! Continentals (preferably air condi- 
tioned) For Rental Service 
AIRLINES RENT-A-CAR, INC. 
4545 N. W. 36th St. Miami Springs, Fla. 
Phone: TU 8-5224 


1ST AND G STs. 





- 
| 
| 
| 








WANTED 
100 - 1956 
PLYMOUTHS 





| 
| 
| 
1 
! 
! 
Savoys or Belvederes | 

4-door sedans—6 cyl.; standard transmis- | | 
sion; must be clean—will pick them up | 
anywhere in U. S. | 
Write, wire or call | 

Used Car Department 

| 

| 


Federal Automotive Services 


821 Market St. San Francisco, Calif. 
Telephone: EX 2-3065 





PARTS FOR SALE 


CHEVROLET SPEED EQUIPMENT; all 
new; RAJO kit complete with all fittings 
—list $169.50. Polished aluminum finned 
rocker arm covers—list $32.50. Chromed 
split exhaust manifold for duals—tlist 


ight 
8. Orkney 8t., Philadelphia 


Shanen, 244 
48, Pa. 








$35.00 
Chevrolet Parts ||p.0w: a 4 rciat $4700 
Largest — on oun — owKinG Hook-Up *45 
Orders Sh 
Sune Sar os tected. Tow Bar Sales Co. 
LUSTINE-NICHOLSON |, 15.00 Uh Mon 


5710 Baltimore Ave. Hyattsville, Md. 





1950 CHEVROLET, 








$1,500 WORTH EDISON electronic dicta- 








WINDSHIELD STICKER For Sale signs, 





TRUCK AND CAR SIGNS 


: 


Used over the world for over 40 years. 











BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 ae 


Gcide Cables and $61* 
BRAKE HOOK-UP.......... 







































Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 


Phone EDmondson 6-4400 QUICK-TOW Bumper- 


Call Collect ."3,00%.0°r 3, 


Phone Warfield 7-7200 40 So. Clinton St., Chicago 6, Mi. 


Suburb of Washington, D. C. 





$3.50 for 1,000 simulated engraved business 
cards, Cut insertion 50c extra per 1,000. 
1957 auto license plate blotters, Dealer 
nameplates — Scotchlite, chrome, plastic. 
Free samples. Business Specialties, 1422 
Rosemont, Chicago, Ill, 

FINEST COLLECTION of Duesenberg 
tographs in existence; 11'’ x 14°’; 
weight, glossy; suitable for framing or 
mounting; limited offer. 12 for $15.00 
postpaid, A. Ward Shanen, 2444 8, Ork- 
ney St., Philadelphia 48, Pa. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


TRUCKS FOR SALE 


2-ton wrecker, 515 
Holmes twin boom crane, ready to use. 
Laibe Motors, Orrville, Ohio. 


FOR SALE 
Manley Wrecker 


1951 Chevrolet 1|'/.-ton. 
Perfect Condition. 

15,000 Miles. 

4 new tires. 

Revolving caution light on cab. 
Heavy duty double boom. 
3,000 ib. capacity cradle. 
10,000 Ib. capacity winch. 
Price—$2,500.00. 


Swain Buick Company 
212 North Market Street 
Washington, N. C. 





OFFICE EQUIPMENT FOR SALE 


phone—-sacrifice—make offer. 


Box 1317, 
Cumberland, Md. 


MISCELLANEOUS 


TUBES FOR 14" TIRES 
Ist Quality Merchandise 
Fully ranteed. 
These Tubes a Must for You 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 
Sr erecta Feat fact Ne 


DEALERS’ 
$44.85 Fed. Tax incieded 
Meets 1.C.C. Strength Requirements 
* ® 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


3% x 8 in., printed red on white paper, 
gummed ends. In pads of 50. Per pad $1, 
3 pads $2.50, 8 pads $5. 

Service, Box 27, Bismarck, N. D. 


made 
with plastic letters. Metal, wood 
ae letters also. stencils. 
ens for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, . Ky. 


easy 
and 


ARE USED CARS MOVING? 


Slick up those soiled interiors! 





Use “Nuagane” for leathers and 





“PeVec" for plastics. 







Write for information and color card. 


GRAYS HARBOR MOTORS 
ABERDEEN, WASH. 






New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


WN o:cédin ones b5u8b050064404 0000606 sbdbddbabeskentsiebien ee 
Ps ois oncs chaduecusiesssacel wees tessebe Zone No......... 
cathodes easavediggsdadaoriatueatiads seeniis Cilia a ccvact ccucgeee 
TRADE CONNECTION: 
Car Dealer () Truck Dealer [) Manufacturer [] 
Jobber 1 insurance [) Financial [) Supplier T 
OF Bi a rinkcs i cuncaadchedseecdeuse asene Masedanea asanees ebes's 


eee eee 








Studebaker-Packard 
announces 


Sealed Power KromeX 


Piston Ring Sets 


with new, exclusive Stainless Steel Oil Ring 


To augment the selection of the finest parts and accessories 
for all dealers, Studebaker-Packard in cooperation with Sealed 
Power engineers now adds a line of KromeX Piston Rings 
especially designed for replacement service in Studebaker and 


Packard Engines. 





